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AMERICAN LUMBERMAN 


Salvaging the Silver Lining of the 
Depression Cloud 


N THESE days when every asset, 

big or little, is being carefully ana- 

lyzed and listed, there are some so- 
cial values coming to the front which 
should be entered on the credit side. 
Not the least is a returning interest in 
the home. Some new homes are being 
built; and for these the industry 1s 
grateful. But even more important, 
both in volume of trade and as a straw 
indicating the direction of the wind, 
is the general report that more and 
more people are making places in 
their budgets for home repairs and 
general beautification. Flowers and 
trellises and lawn furniture, as well as 
roofs and paint, are much to the fore 

People are discovering that inexpen- 
sive pleasures at home are more sat- 
isfying, under the circumstances, than 
are costly adventures in commercial- 
ized pleasure outside. 

Harry E. Dole. 
of the Nebraska 


secretarv-manager 
Lumber Merchants’ 
Association, a genial and _ realistic 
member of the hard-headed guild of 
lumber secretaries, writes us_ that 
there is a well-defined movement of 
people to improve the homes where 
they are learning to spend their leisure 


time. They seem to be working along 
the line of planned improvements, do- 
ing one thing after another as they 
can find the necessary’ resources. 
“This may not run into very much 
volume,” Mr. Dole says, “but we find 


that paint is moving in considerable 
quantities and that a good many peo- 
ple are taking an interest in the places 
in which they live. We have seen the 
pee-wee golf courses go out, and I am 
of the opinion that we will see the 
road-side barbecue stand and many of 
the country dance halls disappear, 
along with some unnecessary picture 
shows and the other things that have 
taken people away from home.” 

We hope that this lesson about 
home values will be remembered long 
after the current troubles are safely 
buried in history. While it may not 
result in spectacular sales volume, it 
should and doubtless will mean much 
useful individual effort along the line 
of real home making; something that 
will bring reasonable sales to the in- 
dustry and immense value to society 
as a whole. Some older people remem- 
ber the land hunger of immigrants 
from north Europe a generation ago. 
Those adopted citizens had learned in 
a hard school the value and stability of 
holdings of their own. Perhaps the 
home hunger developed these last 
three years will have equally bene- 
ficial results among native-born Amer- 
icans. 

Another item to be entered on the 


credit side was perhaps less to be ex- 
pected in times of distress. It is the 
general willingness of retail lumbermen 
to play the game fairly and with re- 
straint. We know well enough that 
there are painful exceptions; but if 
our reports are at all accurate the ma- 
jority of retailers are refraining from 
overt acts of competition that will 
start back-fires of disastrous price cut- 
ting. There may be various reasons 
for this, not all of them altruistic. But 
whether selfish or generous, they have 
a large mixture of intelligence. If 
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there is one factor within dealer con- 
trol that would send the industry “over 
the hill to the poor house” quicker 
than another it is a determination to 
get volume anywhere and at any price, 

“Our dealers,” to quote further from 
Mr. Dole’s letter, “are the most philo- 
sophical bunch of cusses you ever saw, 
They are riding it out, knowing that 
some day the world will right itself; 
and when it does, they will be there, 
ready to participate in whatever pros- 
perity may come.” Under present cir- 
cumstances this is high praise; and the 


AMERICAN LUMBERMAN quite under- 
stands the warm admiration and _at- 
tachment Mr. Dole has for his con- 
stituents. It is this intelligent pa- 


tience which will carry 
through to recovery. 


the industry 


Up-to-date House Models Needed for 
Window and Store Displays 


bees retailers are supposed to 
be, to a large extent, dealers in 
homes. That being the case, it 
seems little short of a misfortune that 
the lumber industry is so woefully de- 
ficient in display material that will en- 
able dealers effectively to visualize the 
commodity which they are offering to 
the public—this in a day when the ap- 
peal to the eye is the very essence of 
successful merchandising. 

No question is more _ frequently 
asked of the AMERICAN LUMBERMAN 
by dealers than that of where they can 
obtain attractive miniature model 
houses—or, sometimes, miniature farm 


buildings—for window displays and 
similar purposes. The dealers want 
structures built of wood; but more 


than that, they want modern and at- 
tractive designs—not mere crude doll 
houses. 

Moreover, these houses usually are 
wanted in a hurry, for use in displays 
that are being planned for “next 
month” or sometimes even for “next 
week.” Therefore, the dealers are not, 
as a rule, interested in having some- 
thing built to order. The time is too 
short, and the cost too great. Neither 
do they feel warranted in investing 
any considerable sum to buy a model 
outright. Their preference is to pay a 
fair rental, keep the house as long as 
needed, and ship it back to its owner 
when it has served the temporary pur- 
pose for which it was wanted. 

Such a desire, or expectation, on the 
part of a dealer would seem to be en- 
tirely reasonable; but if there is any 
source to which he may turn with 
confidence of getting what he wants, 
the AMERICAN LUMBERMAN would be 
glad to be informed concerning same. 
This publication has for years been 
compiling every scrap of available data 


regarding makers and suppliers of 
miniature house models, and has quite 
a list of these firms and individuals; 
but most of them build models only to 
order, which does not at all meet the 
need of the average dealer. Then, too, 
there are available some good models 
constructed of special materials, which 
serve admirably to display those par- 
ticular materials, but of course they 
are not intended to represent wood- 
built houses, as such, even though 
some wood may be used therein. At 
least one large manufacturer of lum- 
ber has models which it loans to its 
dealers; and one or two of the retail 
associations has models which are 
available to its own members. It is 
believed that this about completes the 
list of sources from which a dealer 
might obtain a model suitable for pres- 
ent day display purposes. If there 
are others, the AMERICAN LUMBERMAN 
will appreciate receiving information 
regarding them. 

Some dealers have solved their prob- 
lems by building needed miniature 
houses in their own yards or wood- 
working shops. Often there is in an 
organization a clever individual who 
enjoys such constructive effort. This 
may suggest a way whereby the spare 
time of qualified workmen might be 
utilized. But of course this is not 
practicable in all cases, and_ there 


ere 





ought to be some source, or sources, | 


from which a lumber dealer could at 
short notice and moderate expense 
obtain attractive wood-built miniature 
houses for display purposes, the same 
as merchants in other lines have 
sources for getting display material 
which they need. 


The AMERICAN LUMBERMAN jis not 





going to undertake to determine just | 


whose job it should be to provide this 
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needed display material. As already 
indicated, some individual manufac- 
turers and some dealers’ associations 
have recognized the need and to some 
extent provided for supplying it, al- 
though it probably will not be claimed 
that present arrangements satisfactor- 
ily meet the situation. Possibly an 
extension or co-ordination of what al- 
ready has been attempted might be 
the solution. Perhaps a rental service 


AMERICAN LUMBERMAN 


house models and other accessories for 
window displays and similar purposes 
could be made to pay as a commercial 
venture. 

The need, as apparent in this office 
from inquiries received from dealers, 
is for a quick, convenient and relatively 
inexpensive rental service, whereby 
they may obtain miniature houses and 
possibly other display material when 
wanted, and pay for it according to the 
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to how such a service might be de- 
veloped will be gladly received by the 
AMERICAN LUMBERMAN and_ passed 
along for the benefit of readers who 
may be interested. We hope also, that 
readers who have information regard- 
ing any existing source of supply of 
miniature houses, whether referred to 
in this article or not, will kindly send 
it in, so that we may be enabled to 
serve as fully as possible any dealers 





providing an assortment of miniature time it is used. Any suggestions as who are interested in this subject. 
H W, Kast. Officers of the company are as follows: _Urge upon your senators and representa- 
To Examine orld Lumber President, R. G. Brownell; vice-president and "Yes 1 Congress: ; 
Situation sales manager, Donald P. Brooks; secretary, i. Speedy enactment of the tax bil 
W. L. McCloskey; treasurer, H. W. Taggart. 2. Reduction in every possible govern- 


Wasuinecton, D, C., May 25.—The League 
of Nations recently called a meeting of Euro- 
pean lumber experts to examine the world 
lumber situation, and to decide upon remedial 
measures states a late report to the lumber di- 
yision, Department of Commerce. The experts 
are to devise means of improving the condi- 
tion, through international co-operation. The 
committee, with representatives from Germany, 
France, Great Britain, Italy, Iinland, the 
Netherlands, Poland, Sweden, Czechoslovakia, 
Soviet Russia and Yugoslavia, will center its 
attention on softwoods. It will study the or- 
ganization of the lumber industry in the various 
countries, their lumber export figures with rela- 
tion to these to the general exports of the 
country, the statistical facilities available, and 
the regulations govern- 
ing imports and exports 

such as quotas, cus 
toms duties etc. 
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Los Angeles 
Receipts 


[Special telegram to 
AMERICAN LUMBERMAN] 


Los ANGELES, CALIF., 
May 25.—Cargo §ar- 
rivals at Los Angeles 


harbor during the two 
weeks ended May 21 
amounted to a total of 
10,756,000 feet, there 
having been fifteen car- 
goes of fir with 9,563,- 


©. A. Shirey is in charge of hardwood sales. 


Spending $2,000 in Remodeling 
This House 


I’yvery town has at least one big old house 
that is not used at all any more, or, if used, is 
not in very good condition. These fine old 
homes, monuments to the structural and money- 
acquiring ability of another generation, are 
roomy and well built, usually, but are out of 
style. The home shown here is in Hoopeston, 





Ill., and it is being thoroughly modernized. It 
is the home of Gilbert Trego, an official of the 
American Can Co., and he is spending 


2,000 to 








000 feet, and two of red- 
wood with 1,193,000 feet. Arrivals the pre- 
ceding two weeks amounted to 15,504,000 feet, 
consisting of twenty-one cargoes of fir with 
14,799,000 feet and three of redwood with 705,- 
000 feet. Unsold lumber on the harbor totaled 
3,776,000 feet on May 21, compared with 4,046,- 
000 feet on May 7. Vessels laid up increased 
to sixty-five, with forty-seven operating, on 
May 21; compared with sixty-four laid up and 
forty-eight operating on May 7. 





Pennsylvania Concern Moves 
Headquarters 


SHE FFIELD, Pa., May 23.—After having main- 
tamed its general headquarters in Williamsport 
lor the entire 29 years of its existence, the Cen- 
tral Pennsylvania Lumber Co. on May 2 moved 
its headquarters from that city to Sheffield, 
where a large @ffice building was erected for 
the accommodation of the entire personnel. 
his move combines the executive, operating and 
sales departments under one roof and will ma- 
terially facilitate the handling of the company’s 
business. The combined annual capacity of 
the Sheffield plant is 55,000,000 feet of hemlock 
and 15,000,000 feet of hardwood, and the com- 
Pany’s extensive timber holdings in Warren 
County are sufficient to supply the mills for at 
least ten years. The large mill at Sheffield, 
Which was built in 1908, is considered one of 
the most efficient sawmill operations in the 


put it in the most comfortable living condition 
possible. This picture was taken by L. K. 
Borg, head of the Illinois Lumber & Supply 
Co.,who sold the Weatherbest stained shingles 
which will beautify the exterior. 





Let Your Congressmen Know 
Conditions Back Home 


New Or.eans, LaA., May 23.—Terming Wash- 
ington “a boom city in a devastated country” H. 
C. Berckes, secretary-manager, Southern Pine 
Association, in a letter sent out to retail lumber 
dealers and 


manufacturers urges them to let 
their congressman know what conditions back 
home are like. He says: 


Write to your senators and representatives 


now. Tell them in your own way of the 
distressful conditions back home—they do 
not know. 


Gathered in Washington, a boom city in a 
devastated country, with party principles and 


political ambitions their first thought, Con- 
gress is oblivious to the sufferings of the 
country. Its members have forgotten that 
they are servants of the people and have 
shown an incapacity for masterful leader- 
ship. 

The country is in a critical condition. Its 


recovery depends upon speedy and construc- 
tive action by Congress in important matters, 
and then, in adjournment, a respite from 
political activities and an opportunity for 
business to adjust itself. 


mental expense through elimination of com- 
missions and unnecessary bureaus, and 
through cuts in the payroll, from the Presi- 


dent, senators and representatives on down, 
3. Consolidation of departments and ac- 
tivities, wherever possible. 


4. Be sure the budget is balanced, 
5. Go home, 


Bridge Lumber Now Used for 
Bridge Tables 


CLEVELAND, OHIO, May 23.—According to 
Max Meyers, of Nicola, Stone & Myers Co., 
well known wholesale lumber concern, the na- 
tionwide interest in playing bridge has developed 
a large market for lumber and, as he puts it, 
“lumber that used to go into bridges now 
goes into bridge tables.” Mr. Myers, who re- 
cently was elected president of the National- 
American Wholesale Lumber Association, has 
been making an investigation of new uses to 
which lumber has been put and finds that a 
substantial amount of the lumber being sold 
is used in the manufacture of bridge tables 
and toys. 


Gets Large Wood Pulp 
Contract 


VicksBuRG, Miss., May 23.—H. B. Smith, 
traffic manager of the Mississippi Valley Line 
Co., recently announced the closing of a con- 
tract for the shipment of 2,000 tons of wood 
pulp each month from the Weyerhaeuser Tim- 
ber Co. at Seattle, Wash., to the Champion 
Paper Co. at Hamilton, Ohio. The wood pulp 
will be shipped from Seattle to New Orleans 
by steamship and there transferred to Missis- 
sippi Valley barges for shipment to Hamilton. 
The first shipment is now en route, and this 
movement, which will continue monthly 
throughout the present year, represents one 
of the largest wood pulp contracts ever han- 
dled by the barge line. 








Mills Becoming Active in 
Arkansas 


St, Jor, ArkK., May 23.—There has been a 
revival of the timber industry at Summit, on 
the White River division of the Missouri Pa- 
cific, during the last month. The T. A. Miller 
Lumber Co., of Aurora, Mo., recently located a 
sawmill there, as has also Roy Linton, of Sum- 
mit. The Freeman Bros. Co. has also located 
a stave mill there. Timber hauls have been 
established over the roads of the surrounding 
territory and many logs are being brought into 
the mills, which are now operating at full ca- 
pacity. 





gets the most accurate temperature records by 
exposing its thermometers (of which there are 
more than 5,000 over the country) in a cov- 
ered or screened inclosure of wood slats which 
keep off rain, sun, snow, and radiation, and also 
allow free air circulation. 
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Folder Tells "What to Make result of his contacts with manual training Retailer's Maintenance Service ; 
4 te boys, and feels that use of this folder will 2 
With Wood and How result in considerable additional business for Brings Business 
ei Oe Riss ct BR dail ok lie dealers who make use of it to put on a real . 
; eer : her pasate ner . campaign, not only with manual training boys, Derroit, Micu., May 24.—Selling the services 
Northwestern Lumbermen’s Association staff, put others of their communities who like to of an extensive maintenance department, 
Minneapolis, Minn., have developed a new work with wood. through letters, has been successfully done by Dr 
folder entitled “What to Make With Wood : . the Lurya Lumber Co., this city. This com- § ] 
and How, _which promises to have a wide pany sends letters to a variety of interested thr 
held of usetulness. | Offers Lo Cabin for $295 classes, including small hotels, apartment opi 
The folder is designed to encourage and aid a owners, and some real estate men handling: this H¢ 
home craftsmanship, in making small articles SEATTLE, WaAsH., May 21.—Intrigued by an line of work, concentrating upon medium- W. 
of wood ; and, more particularly, to help lumber ad in a local newspaper, a correspondent sized business enterprises. In this fashion, it | me 
dealers to establish helpful contacts with the of the AmeErIcAN LuMBERMAN motored out is able to solicit jobs midway between the the 
manual training departments of their local to aq point about a mile ‘ ma 
schools. south of the city limits to 
The folder embodies drawings of a great to see the log cabin pic- ma 
number and variety of small articles of house tured herewith, built in agi 
hold utility and adornment, for both interior de; 
and exterior use, the latter including bird ; : a 
houses, dog kennels, lawn and garden furni Log Cabin House - 
ture etc. Cases and cabinets, book racks, work 32993 14x30, completed ch; 
benches and a large number of other house anywhere, either two be bel 
hold embellishments are shown in small de three vile tet” tinh with “7 
cal 
tailed drawings. These sketches and designs doors, windows, chim- 
; ae * ee ney. See _ completed - 
were all made by the architectural department ian Bete “i ’ I's 
, . house th and new 
of the association. Tacoma highway.—Mil- it 
With this folder of sketches any handy man iw Kier CC g 
h : er Lumber Co. 
or boy can readily make any of the articles or 
shown. Of course, for manual training use in ar 
the schools the idea is that the teachers nat an alder grove on cone \ se 
urally will provide instruction and assistance of the main south high- er 
in executing the projects. ways. |The ad appears ne 
Dealers have accorded this folder a warm in bold type opposite the cut—FEbpitor.] Con- casual, haphazard demands of the small, single- wl 
welcome. One well known Iowa retailer told structed of cedar half logs, the illusion of a job owner, and the often profitless require- go 
Mr. Lance that it was the best thing of the log cabin was complete. The big idea appears ments of the large corporation. qu 
kind he had ever seen. Another said that he to be that now is the time to sell things with Business men in this intermediate class, says pl 
has developed some very nice business as a_ all costs figured out in advance. Harry Lurya, are especially responsive to ap- pr 
peals of this type. The letters are prepared us 
to convey a personal suggestion that the firm 
is making a special, individual effort to secure 
oO (a) if the business of the person addressed. Small 
business men, says Mr. Lurya, are likely to 
YY, file such letters for reference when occasion 
requires. 
Original plans called for a fairly quick fol- ] i 
low-up of the letters with calls upon the per- | A 
sons solicited. But the first two weeks brought Ol 


. . sO é “sponses, 1 the fo of actual or- th 
A Good Slogan "Speaks" and Sticks in Memory ich, th hee se Oh tena, aah tind S 


rush of business, and_ trade 














A slogan that really says something, and that sticks in the memory, are gece be gar pes : : 
is a valuable asset. One of the best that has come to the attention of letter, since the idea was so completely novel | 
the AMERICAN LUMBERMAN in some time is that which has in the lumber field that it met with swift suc- | 
been used by the Bullard Lumber Co., McCook, Neb., for a number cess. In addition, telephone calls showed that 
of years. This slogan, “Bill Bullard’s Boards Build Better Buildings,” ral — a ae ne: ye ee 
a appears in huge letters on the side The letters stressed the importance of the 
[ pre of the company’s lumber shed, the lumber company to every department of home 
big letter “B” being formed of seven lb ype seo eae ye = — cage yee | 
: and alteration, < )ffered a service that gave | 
boards. It also is used on the —" full labor oman ani prot ll omaetll ; 
pany’s stationery, and in other where required. Instead of the buyer being | 
ways. Out in the country one may forced to spread purchasing over many firms, 
come across a sign over some newly he was encouraged to place his entire order in 
Bi) built structure on a hog ranch read | sou, [he cummany as Heat a ta P| 
D aoe ing, “Another Example Where Bill lined up all ready to do jobs. Such services 
vib '=| Bullard’s Boards Build Better Build- and auxiliary supplies are billed to the cus- 
anes: ings.” Hog raising being an exten- tomer at cost plus a small percentage, since | 
sive industry in that section, the wae sy profit from this end of the business 1s : 
company does quite a business in \ll work is guaranteed by the Lurya Lum- 
selling hog houses, which specialty her Co., it of course being guaranteed to the 
is advertised in the proper season. ——* by the individual contractor in each 
And as further aids to memory, this a 


It must be remembered that not only the 
method of merchandising it but the idea of 
this service itself, is new. What is being of- 
fered is a service to take over the entire work 
of maintaining existing buildings, not merely 


company’s telephone is No. 1, and its address is 111 East 1st Street. 
Try to beat that numerical combination! 
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to do a special job. The effort is made to 
assume all work of this nature for each cus 
tomer. It means going into every depart- 
ment of the building trades as occasion re- 
quires. ; 

Sometimes the job may be only a couple 
of dollars, but at least each one pays its own 
way and affords a chance for suggesting further 
improvements, and is an advertisement, through 
good service, for future business. Some other 
jobs may run into a good sum. 





MR. AD V. TISING GETS 
PLUMB LOQUACIOUS 











| 
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Dear Ep: 


During a re-adjustment such as we are going 
through there are almost as many diffrunt 
opinions as there are people who discuss it; 
HOWEVER one phase of human nature AL- 
WAYS remains the same: “The price paid for 
merchandise is soon forgotten, but NEVER 
the quality.” Ed, 1 believe before a dealer can 
make a livin’ he must have regular customers 
to take 50 percent of his sales and before he 
makes a success he must increase that percent- 
age. (Can you call to mind just one single 
dealer or merchant in any line whoever made 
a success by making PRICE the paramount 
issue? | can't. | don’t believe there’s much 
chance changing human nature, and I don’t 
believe I'll get an argument when I say you 
can’t make permanent or more customers by 
making price your selling argument. Maybe 
I'm a bit old tashioned Ed, but | also believe 
it is honest to sell quality instead of price as 
| have noticed on some occasions where peopie 
or merchants who put price before everything 
are before long inclined to lose most of their 
sense of value, and when this happens custom- 
ers are very apt to get “stung.” And right 
now | recall what Paw told me once: “Son, 
when you make a low price the other feller can 
go lower, but when you furnish the highest 
quality he can’t go higher.” I can think of no 
plausible reason for lumber losing sales to other 
products—the lumber business will be just what 
us lumber fellers make it. 

As ever, 
Ab. 





. 
Dealers Make Displays 

Cuinton, Mo., May 23.—At the Better 
Homes Show, held in the Masonic Temple, 
April 28 to 30, there was a large attendance 
on all three days. A double booth occupied by 
the R. J. Hurley Lumber Co. and the E. D. 
Sayles Lumber Co. showed samples of roofing, 
paints and other specialties carried by those 
concerns. The P. A. Cowan Lumber Co. 
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Maintains Full Assortment 


CLAREMONT, CALIF., May 21.— The Fox- 
Woodsum Lumber Co., here, instead of letting 
stocks run down to meet present conditions, 
has sustained them, not necessarily in amount 
of each item, but in the variety of materials. 

“When Mr. Public wants a thing, he wants 
it immediately,” says 
Manager Frank Holmes. 
“The fact that you can 





The lower part of the 
finish shed of the Fox- 
Woodsum Lumber Co., 
Claremont, Cal., is en- 
closed by a series of 
swinging doors, each 
pair covering a section 
8 feet wide and 6 feet 
high 





supply him immediately 
increases his confidence 


in your’ establishment 
and service.” Sane 
lhe lower part of the finish shed is en- 


closed by a series of swinging doors, each pair 
covering a section 8 feet wide and 6 feet high. 
3ehind them are three decks, each divided by 
narrow uprights into compartments, and each 
compartment contains one length or size of 
material. For example, in 1x5-inch finish there 
are six compartments, each containing material 
of one length. There may not be more than 
a dozen boards of the same length in each 
compartment, but sufficient to supply the aver- 
age customer with the item he wants. 

The same condition applies to about every- 
thing a contractor or a “man-about-the-house” 
may desire, in the exact style, width, thickness 
and length called for. 

Where the average lumber shed has two 
decks, this has three within the same height. 
Thus a great variety of stock may be stored in 
smaller space. . 


Nine Dealers Co-operate in 
Effective Display 


New Haven, Conn., May 23.—“You can 

build or repair now at a specially low cost.” 
_ That statement was-the keynote of a success- 
ful co-operative exhibit which was maintained 
for one week, April 23 to 30, by the nine retail 
lumber yards operating in this territory. 

In order to impress indelibly upon the minds 
of the public the truth embodied in the state- 
ment quoted, nine prizes were offered to those 
who found the greatest number of four-letter 
words that could be 
made from the sentence. 
Contestants were per- 
mitted to use only let- 
ters that appeared in the 
sentence, but they could 
be used any number of 
times required. 

In arranging the dis- 
play—a photograph of 
which appears herewith 
—each of the nine yards 
contributed two items. 
3ecause of the display 
being co-operative, in- 
stead of individual, the 
lumber interests were 
able to make a more 
prominent showing than 
could otherwise have 











Nine New Haven (Conn.) dealers co-operated in this display 


showed garden furniture and other lines. Paint 
demonstrations were a feature, and Ira H. 
Alspach, local manager of the R. J. Hurley 
Lumber Co., said that his paint sales have in- 
creased 50 percent since the show. 


been done. 

Many visitors in- 
spected the display dur- 
ing the time it was open. The occasion for 
making this display was the New Haven Prog- 
ress Exposition. The exhibit attracted consid- 
erable interest, and was especially advantageous 
because of a co-operative newspaper advertis- 
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ing campaign which had been carried on by the 
nine participating yards. The objective of this 
entire effort was to establish the nine yards as 
headquarters for building materials of all kinds, 
and to educate the public to remember and to 
call upon these yards for information on any 
building problems. 

Herman Y. Stone, of the Columbia Lumber 











Co., was general chairman of the committee in 
charge of the exhibit. 

The nine participating firms were: 

Columbia Lumber Co., Sanford Lumber Co., 
Batter Lumber Co., Branford Lumber Co., Dra- 
zen Lumber Co., Lampson Lumber Co., Con- 
necticut Sash & Door Co., DeForest & Hotch- 
kiss Co., H. H. Richards Lumber Co. 

The names of these firms appeared on a sign, 
prominently displayed, beneath the legend: 
“Nine merchants you should know for lumber 
and building materials.” 





o 
Opens Downtown Display 
PHILADELPHIA, Pa., May 23.—James_ FE. 
Tague & Co., lumber dealers, have found it 
profitable to invade the exclusive shopping dis- 
trict of Philadelphia by placing a display at 
13th and Walnut streets. Here in the heart of 
the city the firm has placed a very effective 
display room, at present showing summer fur- 
niture. In one window there is a chair made of 
wood in a very inviting background. The other 
window contains a complete garden set, with 
chairs and settee offered at twelve dollars. Mr. 
Tague said that he was more than pleased 
with the results. In one week several sets were 
sold as a direct result of the exhibit. 





Co-operative Efforts Bring 
Good Results 


New Haven, Conn., May 24.—One very sig- 
nificant result of a co-operative advertising cam- 
paign launched early this year by retail lumber 
dealers in the New Haven territory, to stimu- 
late repairs, remodeling and new construction. 
has been the excellent effect on the attitude of 
local contractors. It is so plain that the dealers 
are working in the interest of all factors in 
the construction industry, bringing practical 
benefits to all, that contractors are voluntarily 
discontinuing some of their former buying 
habits that tended to break down the market 
and cause generally unsettled conditions. This 
alone is considered by dealers to be worth more 
to them than their share of the cost of the 
advertising campaign. 

The co-operative spirit is improving dealer 
relations. It was exemplified further at the 
New Haven Progress Exposition, which opened 
April 23, and was made the opportunity for a 
joint display of lumber and building materials. 
All sorts of lumber items and allied products 
were supplied by the different New Haven 
yards and arranged in a very attractive dis- 
play. In this way each dealer gained the ad 
vantage of a large and complete exhibition with 
minimum of individual expense. 

Herman Stone, of the Columbia Lumber Co., 
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chairman of the campaign committee, comment- 
ing on the results, said: 

“We are particularly well pleased with our 
experience and believe a co-operative move by 
a group in this direction is especially beneficial. 
Heretofore, all of the yards have been using 
newspaper advertising in a ‘hit or miss’ fashion, 
hitting aimlessly and without objective pur- 
poses, Group co-operative advertising is effec- 
tive in telling a story or delivering a message 
in a conspicuous manner, whereas individual 
advertising becomes lost. All of the yards 
benefit by receiving the minimum advertising 
rates because of volume advertising. The prob- 
lem of dividing the cost among the various 
yards of the group has been handled by propor- 
tioning the expense in proportion to the relative 
yearly sales.” 





Expects Much Building 


HARLINGEN, TeEX., May 23.— “Building a 
bigger and better Harlingen,” the slogan of the 
John F. Grant Lumber Co., is designated by a 
local newspaper as “one that has been earned, 
not adopted.” John F. Grant, president of the 
John F. Grant Lumber Co., who makes his 
home in Houston, was in Harlingen recently on 
one of his periodical visits to this section and 
expressed confidence that tremendous building 
activity will be noted in this section within the 
next few months. He bases this belief on the 
fact that wherever he goes he finds people ask- 
ing about the valley and expressing their desire 
and intention to come to this section as soon as 
conditions make it possible for them to dispose 
of their holdings in their home cities. 

Mr. Grant was well pleased with the activity 
of the Harlingen yard of his line, which, he 
said, is showing satisfactory activity compared 
with other places. “With the price of building 
material here lower than at any time within the 
history of the valley and with the wonderful 
future before this section,” said he, “I am satis- 
fied that investors and home seekers will soon 
start a real building boom.” 

Mr. Grant also expressed the opinion that the 
Federal Government will work out some plan 
to make possible the financing of small homes. 

Mr. Grant, who is one of the leading and 
best known retail lumber dealers in the State, 
is a candidate for governor of Texas on the 
Republican ticket. 





Asphalt Roofing Manufacturers 
Announce Plans 


Asphalt roofing manufacturers, within the 
last month or so, have announced new plans for 
absorbing freight on carload shipments, similar 
to those in effect on wood shingles. These plans 
are similar to the plan recently announced by 
The Patent & Licensing Corporation, New 
York, licensors of patent square-butt and hex- 
agonal strip shingles. Prior to the adoption 
of these new plans, there had been in effect sys- 
tems under which most manufacturers equalized 
their freights. The new plans do not require 
customers to pay freight charges on carload 
shipments but manufacturers have made no 
change in the plan of equalizing freights on 
less than carload shipments. 

Inasmuch as prices of these commodities have 
not been changed, the new plans will probably 
foster more carload buying, for it is estimated 
that the extra cost to manufacturers of absorb- 
ing carload freights over the previous cost of 
equalizing freights averages 8 percent. Thus 
the new system of freight absorption has the 
effect of cutting the delivered prices an average 
of that amount. 

The patented square-butt and hexagonal strip 
shingles, controlled by The Patent & Licensing 
Corporation, constitute about 20 percent of the 
volume of the asphalt roofing industry, and al- 
though that corporation was the first one pub- 
licly to announce the new plan, it was gen- 
erally reported in the industry that some manu- 
facturers either have been absorbing or over- 
equalizing freights and, therefore, the new plan 
simply recognizes and meets a competitive sit- 
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uation which has existed for some time. 

The new plan has met with a favorable re- 
ception from dealers who are carload buyers, 
and has had the effect of making asphalt shin- 
gles more competitive with wood shingles. 





Downtown Display Gathers 
Good List of Prospects 


SEATTLE, WASH., May 21.—A good prospect 
list has been obtained by the A. A. Owen Lum- 
ber Co., this city, in the two weeks that the 
company has maintained a window and store 
display of model houses, trellises, and shingles 
on busy Fifth Avenue in the heart of the shop- 
ping district. An unrented store located next 
to a motion picture theater was chosen for 
the display. 

Figuring that people now are interested in 
the total price of things, two model houses, 














Model house and log cabin form attractive 
downtown window display of A. A. Owen Lum- 
ber Co. 


built exactly to scale, were constructed at 
small expense by a cabinet worker out of a 
job, and placed in the lone window of the 
vacant store. Closest to the street was placed 
the three-room log cabin, which is offered in 
20x24 foot size, with big fireplace, painting 
and partitions and ceiling in, for $600. Or if 
the customer prefers the same cabin minus fire- 
place, painting or inside lining, it will be fur- 
nished for $365. The cabin is made of half- 
log material, and red cedar shakes are put on 
the roof. Still another model is priced at $750. 
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This display features trellises and quotes price 
for same “erected in your yard” 


Of equal interest to the passerby is the Colo- 
nial house, a handsome two-story structure 
priced complete at $2,750. It comes with a 
red cedar roof, siding of cedar, frame of Doug- 
las fir, and the living room and dinette has 
hardwood floors and mahogany finish. 

Inside the store is an attractive arrangement 
of trellis models, cedar siding sections, blue- 
prints and signs. The company has a man at 
the store during the greater part of the day 
and evening who interviews interested persons 
and who strives to fit the house to the inquir- 
er’s needs and finances. 
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Unique Demonstration ''Kit"' 


To enable its dealers effectively to demon- 
strate the fine construction, beautiful appearance 
and extraordinary utility and adaptability of 
Sellers Kitchen Furniture Units, the G. I. 
Sellers & Sons Co., Elwood, Ind., has just per- 
fected a sales kit which is the last word in 
equipment of that sort. Handily packed in a 
handsome brown leather sample case are sam- 
ples of the materials entering into the construc- 
tion of these units, but the really big feature is 
the “Sellers Block Aid Kitchen Layout”; which 
is a set of small blocks, like dominoes, repre- 
senting the entire line of units, with which the 
salesman can visualize for the housewife any 
desired combination. 

The kit also contains photographs of various 
installations and pictures of modernized kitchens 
before and after installing Sellers units; de- 
scriptive illustrated literature; and everything 
else necessary for making the demonstration 
and closing up the sale, even to a folding rule 
for measuring the space to be occupied. 

The kit is furnished to Sellers dealers at a 
price which only partly covers its cost. Com- 
plete information regarding the Sellers fran- 
chise and this valuable help in interesting pros- 
pects in Sellers Kitchen Furniture Units can 
be obtained by addressing George Sellers, presi- 
dent G. I. Sellers & Sons Co., Elwood, Ind. 





. 

Meeting of Yard Managers 

ArcHigz, Mo., May 23.—The managers of the 
various retail yards operated in the district by 
the R. J. Hurley Lumber Co., headquarters of 
which are in Kansas City, met here on a re- 
cent afternoon and evening for a conference 
and banquet. Those present included L. F. 
Caldwell, general manager of the company, 
and several others of the general staff, besides 
the branch managers. 

There were talks by the officials and local 
managers, the consensus being that the bottom 
of the depression had been reached, and that 
conditions were now on the uptrend. 

Lee Spicer, manager of the Harrisonville 
yard, was credited with making one of the 
best talks of the evening, in which he told 
his associates that the worst had been passed 
and that improvement in the business situation 
might be looked for in the near future. 

This forecast of Mr. Spicer made a marked 
impression because it was remembered that 
two years ago, at a similar meeting, he said 
that we are heading into the worst depression 
the world had ever seen. As that prediction 
became a painful reality his hearers are con- 
fidently expecting to see his optimistic forecast 
also. verified. 





Quote Fair Price and Stick to It, 
Says Retailer 


In preceding issue there was reproduced 
an advertisement of the Vivian Lumber Co., 
Vivian, La., which company announced _ that 
“business is better,” and that sales for April, 
1932, were 50 percent above those of the same 
month of 1931. 

Feeling that information as to how that re- 
sult was accomplished would be of decided in- 
terest, the AMERICAN LUMBERMAN | asked 
Charles C. Patterson, manager of the Vivian 
Lumber Co., to tell by what special merchan- 
dising efforts, if any, the volume of sales was 
increased to this extent. Mr. Patterson’s in- 
teresting reply follows: 

It was not by any extra salesmanship that 
we increased our sales, but by confidence in 
our fellow man and ourselves; confidence that 
the folks to whom we were selling would 
pay as agreed, and that the mill from which 
we were buying would hold to price quoted 
us and not give our competitor a lower fig- 
ure, and confidence in ourselves that our 
price was just and fair. 

In line with a thought that has passed 
around about the lumber market, its ills and 
cures, I have been studying this over a period 
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of several months and I find that not 
in the lumber business, but in other 
folks have gone to buying price, 
quality and service. 

We find that our trade is buying what we 
call bull pine, second-growth yellow pine of 
the lower grades, and we have endeavored to 
stock for that trade; but once in a while you 
will sell a quality bill and boy, how you feel 
when you see it go out of the yard! 

We hear that this and that mill is quoting 
such and such a price, and we tell another 
mill salesman about it and he, in turn, writes 
or wires his mill and then bang down goes 
the price; Tom Jones over here quotes on a 
job, using first mill's list while Fred Brown 


only 
lines, 
and not 
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over there quotes on mill that has just wired 


their salesman that bangt down price. Tom 
loses the bill, and why? 
Let our friends the mill men get that 


confidence that I speak of and quote us a 
price that is fair, and hold that price; then 
we can quote a price that will be fair and 
our contractor friends can quote with con- 
fidence that a competitor is not going to get 
a lower price than they on his lumber. 
Retailer, get your costs down so that when 
you add to the mill price on a thousand feet 
of lumber you will Know that it is fair, and 
stick to that price. You may lose a few sales, 
but after all is said and done, volume is not 
profits, and what you must have is _ profits. 
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If one of your contractors must have some 
cheap material, sell it to him, but in doing 
so tell him that it is cheap merchandise. He 
will appreciate it. I just heard about a fel- 
low who asked a price on No. 1 flooring, and 
was quoted a figure lower than the yard could 
have bought that grade for. What happened 
was that he was delivered No. 2 flooring in- 
stead of the No. 1 he thought he was getting. 
This thing has happened lots of times, and 
has hurt the industry. 

Let’s get our shoulder to the wheel and tell 
the mill man you want him to quote a price 
that will stand sixty days; then you fix your 
price in keeping with his price, talk quality, 
and sell lumber, 








THE AD-AIDER 


Experiences, Ideas and Sugges- 
tions Designed to Help Dealers 
ADVERTISE EFFECTIVELY 








This department is intended to be a sort 
of First-Aid to the man in your organiza- 
tion who is responsible for the advertising 
—the fellow who has to answer the phone 
when the printer calls up to ask if “‘that 
copy is ready.” 


Ready-to- ‘print "Ads" Offered 


Dealers 
\ new advertising service for lumber dealers 
is offered by the National Lumber Manufac- 


turers’ Association. A group of seventeen com- 
plete advertising layouts, specially designed for 
dealers who do not have copy-preparing facili- 
ties readily available, has been distributed this 
week in proof-sheet form to 8,500 retail deal- 
ers of the country. The service itself is avail- 
able in ready-to-print mat form, giving dealers 
the advantages of professionally prepared, illus- 
trated newspaper advertising copy at no cost 
except nominal charge for the mats. These 
advertising layout suggestions are to be a 
monthly feature of the National's dealer serv- 
ice program. Dealers who have not already 
received the proof-sheet are advised to write 
the Information Service, National Lumber 
Manufacturers’ Association, 1337 Connecticut 


Avenue, Washington, D. C., asking for the May 
issue of the bulletin entitled “Monthly Display,” 
which presents proofs of the advertisements 


now available, and gives complete details re- 


garding the service. 

While the primary purpose of this depart- 
ment is to aid retailers with their advertis- 
“gg everybody is welcome, and the motto 


“Help Yourself.”’ 
"CQuo-Liners” Got Get Good Results 


The Dill Lumber Co., Hemet, Calif., reports 
having obtained excellent results, at small cost, 
by using small space in the local newspapers. 
Scattered through the pages are little one-line 
items in black-faced type, each listing a single 
product, together with the name of the firm, 
such as “Barn Door Tracks—Dill Lumber Co.” 
“We deliver to the Mountains—Dill Lumber 
Co.”; “Cement—Dill Lumber Co.” These lit- 
tle black items besprinkle the paper, as many 
as 15 often being used in a single issue. Said 


the manager: “Arranged in this manner these 
items 


i attract more attention than if grouped 
in a single ad, and the cost is far less than 
if they were all bunched together to form a 


single display ad. Many residents of this com- 
munity have mountain cabins, or intend to build 
them, so the announcement “We deliver to the 
mountains” 


brings many orders for lumber, 
roofing, paint, wire screening, shelving etc.” 





Don't overlook the splendid advertising 


idea contained in the Newton (lowa) “Dime” 
story appearing on page 22, 


Clever "Ad" That "Tells the Story" 


“Bearly’s Fix-It Man” 
newspaper advertisement of 
Lumber Co., Oklahoma City, 


The smiling face of 
looks out of the 
the F. D. Bearly 








CALL BEARLY’S 
FIX-IT MAN 


Bearly’s Fix-It Man has 


been helping folks to 
home happiness for 20 
years. 

He specializes in re- 
modeling and repair work 
. . - will plan and build 
you a new set of kitchen 
built-ins, glaze your win- 
dows, mend your screens, 
build you a sleeping porch, 
attend to anything around 
the house that needs fix- 
ing. 

Feel free to consult 
him about building plans 
and costs. Call him at 
rd hasan yard nearest 


-D-BEARLY 
LUMBER CO. 


20 West = St. 
Dial 3-4437 
101 S. E. 29th (G) 
Dial 3-2311 




















Okla. The company’s “Fix-It” plan, explained 
in the advertisement, has brought in a lot of 
business during the two years in which it has 
been in operation, Moreover, a lot of valuable 


contacts have been made thereby. The adver- 
tisement itself is an excellent example of ju- 
dicious use of small space, the reproduction 
herewith being exact size of the original as 
it appeared in the newspaper. 


Timely Advertising 


The element of timeliness adds force to any 


advertisement. And an advertisement may be 
timely even when “out of season.” For in- 
stance, an announcement of special reduced 


prices on coal delivered during June and July 
may not be seasonable, as regards the com- 
modity advertised, but it is decidedly timely. 
Advertisements that are both timely and sea- 
sonable just now are those telling of such 
“summer goods” as lawn furniture, seats, trel- 
lises, arbors etc. Outside repairs, including 
roofs, are a seasonable theme; and now is a 
good time, also, to stress the advantages of 
an enclosed porch or sun parlor. Moderniz- 
ing, indeed, is a theme of perennial interest and 
appeal, with the summer months of course espe- 
cially favorable for exterior remodeling. 


If you get an idea from this page, put one 
back for “the other fellow.” 


Two Good Advertisements 


“Does It Pay to Advertise?” This query 
forms the caption of a newspaper advertisement 
of the R. J. Hurley Lumber Co., Harrisonville, 
Mo., advance proof of which has been sent in 
by Lee Spicer, local manager. Evidently Mr. 
Spicer believes that advertising of the right sort 
is profitable, or he would not have taken thirty 
inches of space to ask, and answer, the ques- 
tion. The “ad” informs the public that the 
greatest values in building materials of all kinds 
entering into the home ever offered are now to 
be had. Another advertisement of the same com- 
pany, published locally this week, is built around 
the invitation to “See Our Line of Lawn Fur- 
niture, Trellises, Roofing and Builders’ Hard- 
ware.” The typography and display of both 
advertisements are very creditable. 


A Request 

If you have recently run an advertisement 
that you think is “pretty good” the Ad-Aider 
will appreciate it if you will send in a copy. 
This applies equally to newspaper or direct-mail 
advertising. The Ad-Aider would like to get 
a composite view of what lumber and building 
material dealers are doing to help hold the 
“business ship” on a steady keel by keeping the 
ideals of home building, modernizing and main- 
tenance before the public; emphasizing the 
economy of having needed work done now. 
“Advertising,” in this sense, of course includes 
window and store displays, outdoor advertising 
such as billboards and posters, and any other 
forms of publicity. Tell us what you are do- 
ing along any of these lines. 
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Let's Start Something! 


We wonder what would happen if an enter- 
prising lumber dealer, seeking ways of creating 
new business, should call on the circulation 
manager of the leading daily newspaper of his 
city and say: 

“Good morning, Mr. Manager, I’m Smith the 
lumberman and | want to talk to you about a 
little idea that might prove a good thing for 
both of us. 

“Your newsboys on the street corners around 
town are selling papers from old, dilapidated, 
nondescript stands that really are a disgrace 
to the city. If you don't believe it, just take 
a look at some of them as you go about town. 

“Why not junk these antiques and replace 
them with neat, attractive stands like the one 
in the photograph I am showing you? It would 


be a splendid advertisement for your paper. 
The women's clubs and civic organizations 
would pat you on the back for making our 


street corners more attractive; in fact, every- 
one would notice and talk about the improve- 
ment. 

“We can furnish you these stands all made 
up and painted for $—— each. How many do 
you want?” 

The foregoing conversation, of 
imaginary, but there is nothing imaginary 
about the newspaper stand shown in accom- 
panying illustration, which is one of thirty 
similar stands or boxes made by newsboys in 
a contest conducted by the circulation depart- 
ment of the Seattle (Wash.) Times. 

Incidentally, right there is another good idea 
for lumber dealers. Offer a prize to the news- 


course, is 


boy in your town who builds the best-looking 
stand. Tell them to come to your yard for 
ideas and materials. Give each boy a rough 


sketch of a practical design—perhaps following 














One of the new stands which helped a Seattle 
newspaper increase its street corner sales 


Tells What Dime Will Buy At 


Newton, Iowa, May 23.—As spring business 
opened, the Denniston & Partridge Co., line- 
yard concern with head offices here, decided to 
do some general advertising to their Newton 
friends about the services available at the local 
vard. 

Newton is an industrial city, making more 
than half the washing machines produced in the 
United States. It has had a rapid growth in 
population during the past two decades; and 
like all rapidly growing cities it has a large 
potential market for house repairs and small 
remodelings. The number of new houses built 
has been fairly small for a season or two, and 
local yards are depending at present upon repair 
sales, 

Both the people in the town and the neigh- 
boring farmers are buying carefully; and it 
occurred to this company that it could com- 
bine some publicity about -its wide stock of 
lumber and building supplies with some strik- 
ing information about current low prices. So 
it got out an advertisement with big-type head- 
ing “Ready for Business,’ which was run in 
the local paper and also distributed as hand 
bills. The introductory portion of the adver- 
tisement read: 

When 
expect 


you store to 


the 


you 


stop in a 
merchant to have in 
goods wish to purchase. In 
will find ample stocks from 
needs can be promptly supplied. 


buy, 
stock 

our 
which 


you 
the 
yard 


you your 


Then followed this text: 


To assure our customers of prompt deliv- 


ery on all items, since the first of the year 
we have received one or more carloads of 
each of the following: 

White Pine Lumber 

Yellow Pine Lumber 


Oak Flooring 

Red Cypress Lumber 

Red Cedar Shingles 

Mule-Hide Roofing and Shingles 
Bird Roofing and Shingles 


American Barbed Wire 


American Banner Steel Posts 
Nails 

Masonite Insulation, Presdwood 
Tile and Blocks 


Plaster, Sheetrock, Wallboard 
Agricultural Limestone 
Crushed Rock 

Sand and Gravel 

Hydrated Lime 


But perhaps the most unusual and significant 
portion of the advertisement was this statement 
of 


What a Dime Will Buy in a Lumber Yard 


A 2x4 4 feet long, best dimension 
111 pounds of sand, fine or coarse 
22 pounds Hawkeye Cement 

3% sq. feet yellow pine crating 
10 feet flat fir barn batten 

12% feet screen molding 

pounds common nails 

sq. ft. best fir drop siding 

sq. ft. clear flat YP flooring 
12-ounce package Vigoro 

small bottle Rogers glue 

sq. feet Mule-Hide Roofing 

18 inches wire flower guard 

33 ft. No. 9 galv. clothes line wire 
2 ft. 24 inch poultry netting 1” 
520 sq. inches black screen wire 
80 pounds agricultural limestone 


Clr fo bo bo 


Roy Denniston states that few pieces of ad- 
vertising ever got the company so much com- 
ment or so many responses. Under the circum- 
stances, featuring a dime, the individual sales 
did not run into much money. But of course 
they averaged much more than ten cents each; 
for the customer would want more than ten 
cents worth of each article, and while he was at 
the yard he usually thought of several things 
he needed. The company was “kidded” good 
naturedly about going into the ten-cent store 
business, but the advertising did succeed in 
quite a spectacular way in convincing people 
that prices were low and that a good many 
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Another Suggestion Will Appear 
Under Same Head in Next Issue 


the lines of the one here shown. These sketches 
can be easily mimeographed. 

But let’s get back to the Seattle story. Un- 
der the direction of Charles N. Anderson, the 
boys were each given a rough mimeographed 
sketch, with announcement of the contest, stat- 
ing that prizes of $5 and $3 would be awarded 
for the best stands. Five and 3-ply plywood, 
with fir lumber, figured largely in construction 
of the thirty boxes which were made by the 
newsboys. The kind of material to be used, 
however, was left entirely to the boys, so that 
they could buy odds and ends of lumber suited 
for their purpose at small cost. It was stipu- 
lated also that the boxes should be painted. 

Considerable ingenuity was used in the con- 
struction of these boxes. In the one here 
shown—the $3 prize winner, made of 5- and 
3-ply plywood—observe how the roof can be 
raised in good weather and the under side 
thereof used for displaying newspapers; also 
how the base of the box is elevated from the 


sidewalk so that water will not collect un- 
der it during a heavy rain. 
The circulation department of The Times 


noticed an immediate increase in street corner 
sales following the contest. Pride in the ap- 
pearance of their stands, the better display 
of the stock of papers, and increased conven- 
ience in handling them, all contributed to 
larger sales by the young street corner mer- 
chants. 

There’s a strong point for a dealer to use in 
selling the idea of new and better stands to 
his local newspaper. 


Lumber Yard 


small repairs needed about the house could be 
made at trifling cost. 

Mr. Denniston is so well satisfied with the 
result of this particular approach that he is 
planning additional publicity about what four 
cents will do in a lumber yard. The idea of 
this project is to outline the multiple services 
which go into the manufacturing and selling of 
a foot of lumber; another graphic method of 
conveying the information that the price of 
building materials is very low. The company 
reports that its sales are increasing in an en- 
couraging way. 

The advertisement closed with the statement 
that “We sell glass and do glazing,” thus in- 
dicating that this progressive retail lumber con- 
cern is one of the increasing number which 
have found the handling of glass to be a prof- 
itable and conveniently managed side-line. 





Minnesota Company and 
Subsidiaries Elect Officers 


CLogueT, MINN., May 23.—R. M. Weyer- 
haeuser was elected president and treasurer at 
the annual meeting of the Northern Lumber 
Co. held here recently. J. H. Hanberg was 
chosen vice president and Hugo Schlenk, sr., 
was re-elected secretary and assistant treasurer. 
These officers and A. A. McDonall and H. H. 
Irvine will comprise the directors of the com- 
pany. 

Officers and directors for ten subsidiary com- 
panies of the Northwest Lumber & Paper Co. 
all were re-elected. The subsidiary companies 
are: The Cloquet Northern Building Co., Gen- 
eral Logging Co., St. Louis River Mercantile 
Co., Duluth & Northeastern Railroad Co., St. 
Louis River Power & Improvement Co., Knife 
Falls Boom Corporation, Northern Water 
Power Co., Northern Boom Co., Johnson- 
Wentworth Co., and the Eastern Lumber Co, 
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BSH A Home of Your Own 














Preserving Home Ties 


It will hardly be argued by anybody 
of middle-age that there is anything to 
he ashamed of in the love of childhood 
home. [ove of home is as natural and 
as legitimate as love of parent or love 
of child, and the settled abode appears 
to be an indispensable element in hu- 
man civilization. There is little to ex- 
cite admiration in the life of Gypsies, 
and the itinerant horse trader is not a 
character that incites to emulation. 

In that great and yet simple com- 
pendium of wisdom, “Poor Richard’s 
Almanac,” Benjamin Franklin  fre- 
quently inculeated bits of advice di- 
rectly and indirectly regarding the 
wisdom of home ownership. “A little 
house well fill’d, a little field well till’d 
and a little wife well will’d,” he said, 
“are great riches.” Also, he said, “I 
never saw an oft-transplanted tree, nor 
yet an oft-removed family, that throve 
so well as those that settled be.” An- 
other aspect of tenancy is expressed in 
the proverb, “Three removes are as 
good as a fire.” 

The similarity between the trans- 
planted tree and the oft-removed fam- 
ily is close, for the family spreads its 
roots and throws out its branches in 
much the same fashion as does the tree 
and as do other plants. But the tree 
can grow and thrive only if its roots 
are left for long periods in undisturbed 
contact with the soil. The vine that 
throws out its tendrils to pull itself up 
into the sunlight and air can not long 
survive frequent dragging down. 

Home-owning requires no more time 
and no more effort than does home- 
venting. It does require settled pur- 
pose and persistent effort. First of all 
it demands of the wound-be home 
owner a changed attitude toward his 
place of residence. He must realize 
that when he buys or builds a home 
he acquires something more than 
house and lot; he assumes a changed 
status; he becomes a permanent mem- 
ber of the neighborhood and the com- 
munity; he acquires values in citizen- 
ship that he can scarcely get other- 
wise. His family becomes a real fac- 
tor in the life of the community and 
in its institutions, and those institu- 
tions exert beneficial influences upon 
the members of the family. 

Home-ownership not only permits 
and encourages the forming of pleas- 
ant and profitable human _relation- 
ships; it not only makes possible the 


development of social aptitudes and 
stimulates the growth of civic interest, 
but it preserves and perpetuates the 
tenderest associations and_ recollec- 
tions. The child who is removed from 
place to place is denied the most val- 
uable part of his patrimony. The fam- 
ily that shifts here and there is denied 
opportunity to develop and satisfy its 
social cravings. A nation of renters 
must eventually degenerate into some- 
thing hardly more civilized in the true 
sense than Arab tribes that wander 
through the deserts, and their commu- 


nities can be hardly less barren so- 
cially considered than the deserts. 
, = 


Modernize and Repair Now 


Remodeling—they used to call it—now 
it is “modernizing ;” the same thing under 
a different name. However, “modern- 
izing” 
that is just what the process 
does. 
in all things, 


probably is the better term, for 
is—and 
Everyone wants to be up-to-date 
whether in clothing, auto- 





mobiles, recreation, furniture or the 
homes in which we dwell—although it 
must be admitted that a good many people 
seem to find it easier to get along in a 
home that was built twenty or thirty 
years ago and has since had no material 
changes in exterior or interior, than to 
ride in a car that is even four or five 
years old. 

Just why that is, we never could figure 
out, although we have an idea that a good 
many people are under the impression 
that modernizing their home would be a 
pretty costly job. Perhaps they figure 
that because a house is so much bigger 
than an automobile the cost of being up- 
to-date with regard to one’s home would 
be correspondingly greater. 

That idea, however, is all wrong, as the 
cost of modernizing an old house that is 
well built and structurally sound is very 
moderate in comparison with the enhance- 
ment to the value of the property and the 





satisfaction derived by the owner and his 
family. 

Often all that is necessary to bring an 
old home into the modern class is perhaps 
to remove an old-fashioned porch, replac- 
ing it by an entrance of modern design; 
build a nice sun parlor on one side of the 
house to give the structure better “lines” 
as well as provide a convenience and com- 
fort that every member of the family will 
enjoy; or it may be that the old siding 
should be covered with stained shingles 
of an attractive color, thus eliminating 
future paint expense as well as improv- 
ing the appearance of the house. 

The season of the year is now here 
when a sleeping porch yields its greatest 
dividends in comfort, health and general 
satisfaction. 

Of course, there are many other things 
that can be done. We are naming just 
a few, that require only moderate ex- 
penditure. There are improvements that 
can readily be made on the interior, too, 
that go a long way toward making a new 
home out of an old house. Nice hard- 
wood floors, a kitchen cabinet, corner 
cupboards, book-cases, cedar-lined closets 
that repel the devouring moths, added 
shelves in the cellar or basement for stor- 
ing things, are all improvements that 
lighten labor for the housewife and add 
to the livability of the home. 

A nice thing about modernizing is that 
it does not all need to be done at once, if 
it is desired to spread the cost over more 
than one year. Of course, if the money 
is available, it is a good idea to finish 
everything up at once and get through 
with it; but, on the other hand, if the 
funds available for repairs and moderniz- 
ing are somewhat limited it may be ad- 
visable to add a sun parlor or sleeping 
porch this year and leave other ex- 
terior alterations for a later time. 

The main thing is to make a start. If 
the work is well planned, a modest ex- 
penditure each year for two or three years 
will result in having a thoroughly mod- 
ernized house at the “end of that period. 

While the roof has not been mentioned, 
that should be the first to receive atten- 
tion, if any of the work has to be post- 
poned. Not everyone knows that a new 
roof can be laid right over the old one, 
without removing the old shingles, thus 
avoiding a lot of labor, littering up the 
yard, ete. 

. ¢ F 

WHEN you own your home if you 
want to go away for a few months you 
need not worry about paying double 
rent. 


Show this page to your local editor. He may want to use some of it. 
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ALM OF THE RETAILER 


Veteran Dealer Speaks Up for Lumber 


Some Retailers Seem to Overlook the Main Chance—Losing Control as . 
Functions Are Pushed Into Other Hands — Responsibility to the Public 


“Why,” asks a correspondent, “is a lum- 
ber yard and, if so, when?” 


It is a timely question; for the Realm 
doesn’t remember another season when it 
has been asked so often and in so many 
forms. Lumbermen returning from the 


President’s conference on home owning re- 
port that lumbermen and their works got 
many a hard look and many a stiff wallop. 
They heard their industry described as the 
one major industry in the country still op- 
erating on the basis of hand tools; while 
every other has developed factory practices 
and fabrication and mass production. 

Our persistent friends the mail-order men 
are much in the picture once more. No one 
knows how often they have been licked and 
put in their places; and every time that 
happens they reappear with a new bag of 
tricks. Convention speakers, stalwart friends 
of the industry, have told their audiences 
that a large and possibly a growing per- 
centage of the public looks upon the mail- 
order people as the one agency which it can 
depend on for modern, reliable service. 

Outside Service Agencies 

Plans have been perfected and are now in 
operation in a good many places to establish 
outside agencies of specifications, standards 
and inspection service. These, to be sure, are 
aimed not against the lumbermen 5ut for 
them. They are intended to give the public 
reassurance. But the fact remains that they 
were not initiated by lumbermen; and have 
been started in part because our customers 
seem no longer willing to rely upon us for 
this service and assurance. 

In fact competition in myriad forms and 
variations is appearing; and the retailer, 
caught in this storm, is holding on to a bush 
and wondering what antic the tornado 
will pull off next. 

Part of this attitude must be charged to 
the times; for after each economic upheaval, 
such as the present one, business must clear 
its highways. You remember the lumber- 
jack story of the logging foreman who pulled 
off his the fork of the road. He 
twisted this road so badly out of shape that 
the logging teams all got lost. 


new 


boots in 


Signboard to an Old Road 


Realm is introducing a famous re- 
and his ideas about finding the for- 
route. He believes the safe highway 
old one. We present his statements 
as he made them; positive statements, hard 
as rocks. Since there are divided counsels 
in the industry, as he indicates, it is not 
likely that all his fellow dealers will agree. 
But surely in the lumber business there is 
place for a good word for lumber itself. 
Spencer D. Baldwin, president of the New 
Jersey Lumbermen’s Association, operates a 
successful retail business in Jersey City. It 
was founded by his father more than 50 


The 
tailer 
ward 
is an 
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years ago. Last fall Mr. Baldwin made a 
speech at the National convention; and in 
February he repeated some of his state- 
ments at the Western Pennsylvania meet- 
ing. At both places he undertook to answer 
the question, “Is the retail lumber dealer 
going out of business?” 

Mr. Baldwin said that the answer is No. 
The lumber dealer is not going out of busi- 
ness. But the point and impact of that 
answer turns upon the words “lumber 
dealer” and what is meant by them. Some 
of the people who call themselves lumber 
dealers couldn’t qualify according to the 
Baldwin definition. 


“Progressive” and “Delicatessen” Yards 


“It always amuses me,” Mr. Baldwin said, 
to read how ‘progressive’ this, that or the 


ss 
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something, never stopping to think that he § 
is making of this source of supply a possible F 
competitor. He is the bird who is respon. 

sible for the thinness of the line of de 
marcation between producing and retailing 

“It is my opinion that neither of the types 
referred to will last as retail lumber dealers, | 
In the first instance, because of the sales 
resistance; and, in the second instance, be. 
vause he is turning his source of supply 
into a retailer, who will eventually function 
as such and eliminate him. 

“The thing that disturbs us is the thought | 
of what will happen if we do not give more 
thought to lumber. The manufacturer jis 
going to continue to produce, and he is 
going to sell his product. If we do not do 
our part and see that it is consumed, we can : 

f 





not blame him if he does the whole job hinm- 





Will This become as antiquated 


as This? >i 

















The modern yard may pass out, one prominent retailer fears, unless there is more emphasis on 
lumber, and retail lumbermen show increased willingness to perform retail functions 


other lumber yard is. They have just put in 


a line of clothes baskets or oil cloth or 
gold-fish bowls or toys and rag dolls. Yet 
they howl to high heaven when they find 


the hardware dealer selling window screens 
and the corner grocer selling cement. They 
don’t seem to sense the sales resistance they 
are setting up on the product that has been 
their life blood and upon which their suc- 
cess. up to now, was founded. 

“Then there is another type; the ‘delica- 
tessen’ type, I will call him, for want of a 
better name. He has a little of everything, 
but not much of anything. He is responsible 
for the manufacturers’ warehouses, the job- 
bers’ warehouses, the distributing yards, the 
pool cars and, in some districts, the reserve 
supply. He is the one who is largely re- 
sponsible for the weak-kneed policy of some 
manufacturers who are now soliciting orders 
for truckloads of merchandise at carload 
prices, who are delivering direct to the job. 
He sends his customers to his source of 
supply, thinking he is getting away with 


self. We can not expect the manufacturer | 
to create the demand all by himself. We 
have got to help; and in order to help we 
must be in a position where we can give our 
whole attention to that particular job.” 


Putting Burden on Manufacturer {| 


Mr. Baldwin then mentioned some results 
of trying to pass the burden of the business 
over to the manufacturer. The _ retailel | 
pushed the business of reducing his invest | 
ment in stock to the lowest possible figure 
and began asking the manufacturer an 
wholesaler practically to do his warehousin¢ 
for him. The retailer began buying in little 
lots; just enough to fill one order. He evel 
asked the manufacturer to truck it to him, 
and sometimes he asked that it be trucked 
to the job. This naturally got the manufac 
turer interested in small sales. The next 
step, for instance, was for the manufac 
turer’s salesman to call on prospects, make | 
the sale and bring the order to the dealer 
If the dealer did not handle that line he 
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could choose between two alternatives; buy 
an LCL shipment, thus cutting his profit, or 
see the order taken probably to a small yard 
just starting, thus strengthening his compe- 
tition. Whose fault? Well, who gave the 
manufacturer an interest in servicing a sin- 
gle retail sale? 


Encourage Starting of “Gyp” Yards 

In some places a dealer can buy a truck- 
joad of wallboard from a manufacturer’s 
warehouse at carload prices. This came 
about because some retailers in a effort to 
pe crafty bought carlots and managed by 
excuses to get the deliveries spread out over 
a couple of weeks. The manufacturer de- 
cided to meet this situation by making the 
price the same for a truckload of his product 
as for a carload. 

“If this is sound business,’ Mr. Baldwin 
said, “what is the sense of our having sheds 
and warehouses to carry a stock? Then we 
wonder where our business is going. It is 
going to the so-called ‘gyp’ yard or the sec- 
ond-hand yard; because they can buy a 
truckload for the same price you and I pay 
for a carload, send it direct to the job and 
lay you out cold. These types of yards don’t 
need any capital to do business, and they 
have got us licked before we start. This 
condition is doing more to encourage peo- 
ple with little or no capital to go into the 
building material business than any other 
one thing I know of. Just hire a little lot, 
get a little store, make an arrangement with 





or This? 
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It must be clear to every dealer who has 
attended conventions this year that the big 
underlying question to which all others have 
been referred is the matter of a proper con- 
trol of the retail business by the retailer 
himself. If he wants to control his own 
business he must be careful, of course, not 
to try to extend that control into fields 
which do not properly belong to him. There 
will be differences of opinion about the 
place where those limits are to be found. 
Mr. Baldwin is chiefly interested, in this 
discussion, that the retailer shall not force 
the control of part of his field into the hands 
of manufacturers and wholesalers. 


Must Function to Retain Control 


There are duties and functions connected 
with this control, and these duties and func- 
tions have attached expenses that must be 
paid. Warehousing and the delivery of in- 
dividual job orders are among these duties; 
and if the manufacturer performs them he 
must be paid for his services, in the form 
of higher prices. If warehousing and 
delivery become part of the manufacturer’s 
functions, he will set the normal level of 
his prices to cover them; and then the well 
equipped and well financed retailer will find 
that as a rule he must pay as much for his 
stock as does the filling-station operator who 
handles building materials as a side line. 
If that comes about, the distributor of the 
filling-station type will become the normal 
distribution unit. 

One of the things that will follow, if this 
comes about, is that the retail selling of 
building materials will be in the hands of 











some trucking company and call yourself a 
lumber yard! Unless we retailers get wise 
to ourselves, that’s what we’re coming to. 

“The retail lumber dealer is not going out 
of business. But I wonder how long the 
manufacturer is going to continue to be the 
angel for us. If he ever finds out we are a 
brainless lot and can’t see any farther than 
the ends of our noses, that we don’t know 
how to merchandise our stock, that we want 
him to carry our stock for us, want him to 
send his salesmen to sell it for us (and I 
Wouldn't be surprised if some don’t ask him 
to collect their bills), if the warehouse, pool 
Cars, reserve yard and trucking to jobs by 
Manufacturers is not controlled, it is my 
honest opinion that the retail yard, as now 
Set up, is through. The manufacturer will 
become the retailer, because he will have 
made up his mind that if he is going to 
carry the load, both in stocks and in money, 
he might just as well sell direct. If that 
happens, the present retailer will have no 
one to blame but himself.” 


men who don’t understand them and who 
don’t know how to merchandise them or to 
create sales. Creation of sales then will be 
forced more and more into the hands of the 
manufacturer; and in the very nature of 
things he can not do this as completely or as 
efficiently as can the well-equipped retailer. 
The next result is likely to be a progressive 
lack of interest on the part of the public in 
lumber; and no matter how many sidelines 
a lumber retailer takes on, the central factor 
in his stock must be lumber. Let him lose 
that, and he becomes a job-lot dealer, carry- 
ing a multitude of items about which he in 
turn can hardly know as much as do the 
merchants who specialize in those items; 
the hardware dealer, the electrical equip- 
ment merchant, the furniture man and so 
on. If lumber slips, our industry of retail- 
ing it slips with it. 

There are plenty of dealers who believe 
that this proper control of lumber involves 
the co-ordination of other services; construc- 
tion, design, financing and equipment. But 
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as a rule these men will agree with Mr. 
Baldwin that lumber itself is central. They 
are experts in that field, and they look upon 
frame construction as their specialty. What- 
ever services are added must first satisfy 
these merchants that they will actually help 
them to sell lumber. They never lose sight 
of that fact. 


Must Educate on Frame Building 


One of the basic methods involved in sell- 
ing lumber is that of keeping the local pub- 
lic educated about the values of frame con- 
struction. For if lumbermen do not perform 
this labor, no one else will. Public habits 
of buying and thinking change rapidly; and 
it is no longer safe to believe that because 
from the dawn of history houses have been 
built of wood they will continue to be so 
built without further educational effort. 
Your average man has it pretty well fixed 
in his mind that newer things are better 
things. If we do nothing about it, if we 
make no effort to prove to him that design 
and construction advantages, utility, beauty 
and comfort are available in the frame 
house, he will be quite ready to listen to the 
loud and shrill propaganda for new and un- 
tested materials and methods. 

One convention speaker made the state- 
ment that every previous depression has 
been lifted by the development of a new 
industry. It is his idea that the co-ordina- 
tion of the scattered and independent fac- 
tors of the building industry into a smoothly 
co-operating unit may well produce what is 
essentially a new industry that will dissi- 
pate this depression. 

Lumbermen generally are quite ready to 
agree and to help in the co-ordination. But 
here is a danger as well as an opportunity; 
and what lumbermen do will largely deter- 
mine whether it is opportunity or danger. 
If we join with the architect, the housing 
engineer, the construction specialist, the 
subdivision specialist and the financing cor- 
poration, we become but one factor among 
many. We are the only people really inter- 
ested in our specialty of lumber and frame 
construction. If we allow that to go into 
eclipse, we are out of the picture; and the 
show will go on without us. 

Of course we want to go along with these 
other factors; for without them our lumber 
has little or no market. Our customers are 
not interested in studs or joist; they are in- 
terested in finished houses. They will be 
interested in houses made of rammed earth 
or fabricated metal or paper or bakelite. 
We are well satisfied that with our knowl- 
edge we can get them more satisfactory 
houses of frame; but they don’t know that 
until they are told, and who will tell them 
if lumbermen do not? 

Certainly one of the factors in this big 
job is the proper control and handling of our 
own specialty. If we let that slip we are 
losing our function, our real working cap- 
ital. So it seems distinctly to the point in 
these days when new alignments are being 
made to see to it that lumber is efficiently 
handled; for unless it is efficiently handled 
it will hardly be efficiently promoted and 
merchandised. 





AUSTRALIAN Harpwoops are being inquired 
for by United States interests, according to 
Secretary E. W. Quinn, of the Victorian Saw- 
millers Association, who claims that adoption 
of export grading rules providing for thorough 
seasoning, and official execution of orders by 
the association, are helping materially to build 
up confidence in Australian lumber. 
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RETAILER TO HIS COLLEGE SON | 





Dear DUNCAN: 


I don’t know whether you were trying to 
kid the old man or not; but I got a near-laugh 
out of your letter. That’s worth something, 
so enclosed find a check you didn’t ask for. 
Pick it up tenderly, handle with care; fashioned 
so slenderly, and all that stuff. 

So you think, after trying it for a couple of 
years, that college is a wash-out. You're learn- 
ing less and less about more and more, and 
you're for chucking it and starting in as a yard 
man. Learning less and less about more and 
more; I thought at first you were taking a 
crack at the- lumber industry, for that’s the 
splittin’ image of the old board business gone 
modern, If there ever was a distraught man 
trying to herd a bunch of pigs across a sheet 
of ice, it’s a retail lumberman keeping all his 
ideas and policies headed in the same direction, 

I can remember when I could sit on the front 
steps with a lumber salesman and tell him how 
many pieces of every kind and grade of lumber 
there were in the yard, who sold it to me and 
how much it cost. But not now. I’ve got stock 
for which I paid good money that I could 
hardly name if it walked up and grasped me 
by the hand. I used to know every account 
on the books; how old it was, how big and 
how good. Of course that was in the dear, 
dead days beyond recall when a lumber yard 
sold lumber and when lumber salesmen were 
lumber salesmen. The peddlers who come in 
now are apt to handle everything from stove 
lids to sanitary pottery, with a sideline of gas 
pumps and maybe a grocery catalog to be sure 
nothing gets by. 

The species of wood stacked around the place 
are as the flowers of the field; and as for grades 
and patterns, a man who could remember all 


their names ought to go into politics. Add 
roofing and wallboard and insulation, that break 
out like German measles in the primary grade, 
and you’re just well started. In these days of 
whatever it is that adds to stock investment and 
swells overhead—service, I believe, is the name 
—we delve into hardware and electrical gadgets 
and furnaces and spouting and metal coal chutes 
and woven fence and ready-built farm buildings 
and so on through the inventory. 

In the old days we had a couple of horses and 
three or four wagons; and a farmer would as 
soon have asked us to build his house as to haul 
the lumber to his farm. He’s changed his mind 
of late, and he wants us to do both these things, 
and also to put on the paint and hang the 
shades. These sod-busters have gotten smart 
a lot faster than I have. One drove in this 
morning, bought a bunch of shingles and asked 
to have it delivered seven miles. Of course | 
did it; which indicates that in an intelligence 
test this granger would have me licked three 
ways from the jack. 

Then there’s architecture; the long-haired boy 
who came home from Paris and got himself a 
job in the yard. And believe the old man, he’s 
as hard to manage as he’s important. Mrs. 
Customer has been getting herself ready for 
five years to plan that house. She has a couple 
of bushels of clippings and a flock of expensive 
ideas, The more she works, the worse off she 
gets; so she just hands everything over to me 
with the request to telescope the whole business 
into a cute little house that won’t cost much. 
A regular architect would need a week of non- 
union hours to persuade her that a Norman 
tower and a Georgian facade would be a mis- 
alliance, and he’d charge her $500 and earn his 
money. If I charged her more than $9.86 


Putting Idle Men and Dol 


Beginning on the front page, and here continued, are the stories of successful Com- 

munity Campaigns conducted in two Illinois cities for the purpose of creating em- 

ployment and putting money into circulation. Lumber dealers report volume of busi- 

ness thus created more than offsetting the time and effort required. ‘The steps taken 
in setting up these campaigns are told in detail —Ipitor. 


GALESBURG, ILL., May 24.—The Community 
Campaign recently organized and conducted to 
put idle men and dollars to work proved to be 
a big success. The goal of $1,000,000 was over- 
pledged, a wonderful community spirit was 
established, and men and dollars are now at 
work, resulting in benefit to all interests. 

One of Galesburg’s prominent business men 
made a study of the proposition and interested 
a few others with him to the extent that it was 
decided to invite the members of the Chamber 
of Commerce to an informal meeting for the 
purpose of presenting this idea for their con- 
sideration; then, in the event they were inter- 
ested, it was proposed that the Chamber be 
asked for its approval and support in getting 
such a proposition organized and carried out. 

About 200 business men responded to this in- 
vitation and a most enthusiastic meeting re- 
sulted. They approved the plan, appointed a 
temporary committee to formulate an outline 
for a permanent organization to be accomplished 
at a mass meeting, to which would be invited 
the general public, representative of all inter- 
ests of the community. Further, these business 
men over-subscribed the necessary funds to take 
care of the campaign expenses. 

The temporary committee set about forming a 
general community committee by inviting every 
business, labor, civic, patriotic and fraternal 


organization in the city to appoint a represen- 
tative to be a member and serve in sponsoring 
this campaign. This worked out very success- 
fully and the mass meeting at the Armory was 
largely attended. J. F. Bryan, secretary of the 
Illinois Lumber & Material Dealers’ Associa- 
tion, representing the Illinois Unemployment 
Commission, was engaged to be the speaker; 
and he did, in a splendid manner, get the story 
across impressively to a large and attentive 
audience of some 2,200 people. 

The plan was adopted as a community propo- 
sition and a permanent organization was per- 
fected. This consisted of a general community 
committee having a representative of every 
business, labor, patriotic, civic and fraternal 
organization in the city in charge and sponsor- 
ing the campaign. Out of this was selected a 
general chairman and a secretary-treasurer, an 
executive committee of seven members, a pub- 
licity committee and a canvassing committee. 
An outline of publicity and a plan of organiza- 
tion for making a canvass for pledges was per- 
fected within the following three weeks. 

The canvassing proposition was very well 
organized by dividing the city into sections by 
wards, each ward having a team captain and 
each captain a lieutenant for each precinct in 
his ward. Each lieutenant selected from 12 to 
15 workers, making a total organization of 


she'd call me a thief, or a shorter and uglier 
word if she could think of it. 

After that, financing. It’s hard enough to 
loan your money on an old-fashioned mortgage 
so that it'll come home, wagging its interest 
earnings behind it. Add on monthly payments, 
and you need to know more mathematics than 
an actuary and more human nature than ap 
auctioneer. These trick loans, unless you haye 
professional help, make Prof. Einstein’s rela. 
tivity look like counting on your fingers. |; 
takes a right smart man to know who owe; 
the money, to say nothing of how much or why 

Last October { sat in at the National con- 
vention and learned all over again that a re- 
tailer has to remain a simon-pure lumberman 
and still add to his nickel’s worth of lumber a 
dollar’s worth of hard materials, design, cost 
accounting, financing, control of contractors and 
sub-contractors, insurance, building-code _ poli- 
tics, law, real estate manipulations, co-operation 
with manufacturers and wholesalers, transporta- 
tion, business analysis, advertising and how t 
be happy though full of prunes. You're a block 
off the old chip if you’re learning less and less 
about more and more. 

But, after all, learning is a kind of infiltra- 
tion. Stay out in the storm long enough, and 
you begin to guess what it means when the 
wind changes. So I suggest that you continue 
to whang away at organic chemistry and irregu- 
lar verbs; for the more an unrelated mess your 
academic efforts seem, the less you'll be shocked 
when you come home and apprentice yourseli 
as a vendor of lumber. 

That’s about all this time from 

Dap 

Note—Another of these letters will appear 

in a succeeding issue.—Ep1Tor. 


ars to Work 


almost 400 workers to make a complete canvass. 

A dinner meeting was held of this group to 
which 90 percent were present and they were 
given full information and instructions regard- 
ing the canvass and given the necessary sup- 
plies, which consisted of pledge cards for sig- 
natures, giving the amount to be spent but not 
stating any specific purposes except that it 
would be spent for purchases of material or 
merchandise, or improvements to property with- 
in 90 days. The solicitor gave each one who 
signed a pledge a window card which read “We 
Will,” also a card to fill out when he had com- 
pleted his pledge, to return to headquarters and 
receive another window card reading “We 
Have.” The canvasser was also supplied with 
a manual of instructions which contained pos- 
sible questions and their suggested replies. 

The canvass took place the following morn- 
ing and continued for four days, the time 
allotted in which the entire community was to 
be solicited. It was arranged to have the cap- 
tains and lieutenants meet each noon to turn in 
their reports, and the first day’s canvass pro- 
duced a total of $227,172.30 in signed pledges; 
the second day $212,341.36; the third day 
$142,839.98; the fourth day $325,266.51; making 
a grand total of $907,620.15, 

While this exceeded by far the amount that 
most people thought could be accomplished, still 
it lacked almost $93,000 of reaching the goal 
of $1,000,000 proposed for the campaign. While 
it was agreed that the actual soliciting would 
end at the close of four days, an opportunity 
was given to those who might have been missed 
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to subscribe through the captains and lieu- | 


tenants during the following week. 
The success of the campaign being so great 
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May 28, 1932 
there were many pledges that voluntarily came 
in during the following week so that the goal of 
$1,000,000 became over-subscribed approxi- 
mately $5,000. 

The success of this community campaign is 
attributed to the fact that its general chairman 
was a hard-working, enthusiastic business man 
who efficiently sold the idea and proposition to 
his fellow citizens and secured the full and 
willing co-operation from all organizations and 
from all interests in the community. There 
was associated with him a splendid set-up of 
committees with efficient chairmen and also 
some 400 representative citizens of the com- 
munity as a Canvassing organization. 

The expenses of the campaign amounted to 
only $1200, which was considerably less than 
the amount subscribed by the busineess men, 
and they were given refunds for their propor 
tionate shares. 

FREEPORT, ILL., May 24.—While it is impos- 
sible to give actual figures showing the num 
ber of pledges made and the total amount rep- 
resented thereby in the recent local campaign 
to provide jobs by getting people to make pur- 
and to have needed work done at this 
estimated that there has been ap 
proximately $20,000 of merchandise purchased 
and around $8,000 spent for labor up to now. 

\s to the benefits derived therefrom by the 


chases 


time, it is 
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local lumber dealers, A. C, 
H. Patterson Co., says: 

“There is no question but what all the time 
and effort spent on this campaign has been 
more than repaid in the volume of business re- 
ceived from it. We have had several nice 
jobs resulting therefrom, and I know the other 
dealers of I'reeport have had the same experi- 
ence. 

“As to how the pledges are being fulfilled, 
we have had signers of pledges call and tell 
us that they were sorry that they had not as 
yet fulfilled their pledge, but that they intended 
to do so in the near future. This proves the 
sincerity of such pledges. I know of several 
instances where this drive has caused people to 
make a decision to have certain work done 
now, instead of later on.” 

Mr. Clem said further that the most difficult 


Clem, manager J. 


thing to handle in connection with the cam- 
paign is the follow-up of the pledges. The 


pledges were turned over to the Community 
Service Bureau, and as work is completed the 
acknowledgment of completion of the pledge is 
sent to that bureau. As the supervisor re- 
ceives calls from unemployed persons for help 
he contacts with persons who have signed 
pledges to have work done, and endeavors to 
put the unemployed person to work on the job 
and let him earn his money instead of having 
it given to him. Through this channel alone 
there has heen approximately $4,000 paid in 
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wages to labor, which otherwise would have 
called for expenditure of that amount by the 
city and county for direct relief. 

Mr. Clem recommends that local lumber 
dealers take an active part in promotion of 
campaigns of this kind in their communities. 
He does not, however, advise that lumber deal- 
ers try to put it over by themselves, but that 
it should be a community proposition in which 
everyone co-operates. 

Within the last week or two Mr. Clem has 
addressed groups at Belvidere and Rochelle 
Ill., in ¢ndeavors to get those communities in- 
terested- in launching drives similar to the one 
that has brought such good results in l‘reeport. 





. . 

Loadings of Revenue Freight 

A report of the car service division of the 
American Railway Association shows that the 
revenue freight loadings for the two weeks 
ended May 14, 1932, totaled 1,051,344 cars as 
follows: Forest products, 38,219 cars (a de- 
crease of 1,528 cars below the amount for the 
two weeks ended April 30); grain, 57,101 cars; 
livestock, 35,650 cars; coal, 153,935 cars; coke, 
6,234 cars; ore, 4,786 cars; merchandise, 366,666 
cars, and miscellaneous, 388,753 cars. The total 
loadings for the two weeks ended May 14 
show a decrease of 65,048 cars below the 
amount for the two weeks ended April 30. 


Dealer's Remodeled Office Has Sales Appeal 


\ splendid example of how a 
lumber dealer’s office may be ar- 
ranged to make it provide sales 


well as housing is the 
the Shurtleff 


appeal as 


remodeled office of 





In this, the door at the right is 
the side door, giving access to the 
scale platform and the yard; the 
front door is further to the left 
than the picture could show, and 








Q. R. Paulson, manager of the Shurtleff Co.’s yard at Barrington, IIL, 
at the counter in his attractively remodeled office 


Co.'s yard at Barrington, IIl., two 
views of which are shown in the 
ccompanying illustrations. Instead 
ot the one room formerly called 
upon to serve as sales room, ac- 
counting room, estimating room, 


private office and display, Manager 
{. K. Paulson now has a private 
ofice, in front of which is a gen- 
eral sales and accounting room of 
generous size; and, connected by a 
wide arched doorway, is a bright 
and cheery, well designed display 
room and window. Knotty pine 
panels all the rooms except the pri- 
vate ofhce, which has redwood 
paneling, 

Che upper picture shows the ar- 
Tangement of the general office. 


there are plenty of windows be- 
tween the two doors, in both front 
and side walls. This company be- 
lieves in having plenty of light. 
Note that a shielded light is on the 
ceiling, to illuminate the Columbia 
scale bar. Observe, also, the 
beauty which random width knotty 
pine imparts to the counter (this 
extends to the side door, also, com- 
pletely inclosing the business 
space); no “ordinary” counter in 
this extraordinary office. The 
Uarco triplicate autographic regis- 
ter is a device which Mr. Paulson 
has been using seven years, and he 
finds it very handy indeed for a 
retail lumberman. 

The other illustration is a pic- 


ture of the display room, which is 
immediately to the right as one 
enters the front door. In the fore- 
ground one sees a group of small 
ladders, the kind housewives are 
quite willing to buy for 80 cents; 
the “Shurtleff Square” is stenciled 
upon the tops of them. The three- 
deck table in the center of the 
room has small compartments on 
top for the display of a large num- 
ber of small hardware items, and 
cement paint, patching plaster and 
such things are displayed on the 
lower shelves. An attractive Curtis 
kitchen cabinet of the built-in type 
draws attention to the far corner. 
A most effective way to display 
and demonstrate window sash and 
glass may be seen at the right, and 
beyond it a number of chairs may 


be seen grouped around a table. 
This is one of the dealer’s most 
valuable sales helps, for on the 


table is a large assortment of home 


plans and building and remodeling 
suggestions, together with the cur- 
rent issues of magazines for home 
lovers. Here customers and pros- 
pective customers may come and 
mull over their own plans and 
ideas, and absorb suggestions from 
the printed pages to help make 
their ideas definite. The results are 
highly satisfactory, Mr. Paulson 
said. The table has some degree 
of privacy, for it can not be seen 
from the street because of the back 
wall of the display in the display 
window. Always there is some- 
thing in that display window, by 
the way, to catch the attention of 
motorists who, outbound from Chi- 
cago on an important highway, 


directly face the display for a 


block, until they curve to the right. 
The window is illuminated at night, 
and plenty of color helps to attract 
the attention of passers-by in the 
daytime. 




















Separated from it only by a wide arched doorway is this tastefully 
arranged display room; it, too, is knotty pine paneled 
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Pacific Northwest Senators for 
Lumber Tariff 


SEATTLE, WASH., May 23.—People of Wash- 
ington and Oregon should accord full credit 
to the efforts of the four senators—Jones and 
Dill, of Washington, and McNary and Steiwer, 
of Oregon—for: the splendid support they gave 
to the efforts of West Coast lumbermen to get 
a tariff on lumber and other forest products 
into the House Revenue bill, according to Col. 
W. B. Greeley, secretary-manager of the West 
Coast Lumbermen’s Association, Seattle, who 
returned during the week from Washington. 

“It was a difficult piece of work that the 
groups of lumbermen from the West faced 


on coming to Weshington in the interests 
of a tariff to cover lumber, logs, shingles 
and pulp,” he said, “and but for the team- 
work of the four senators from the two 
States, and of the friends they mustered on 
the Senate finance committee, the bill as re- 
ported out of the committee would have been 
without the lumber tariff provision of $3 a 
thousand feet. The group was fearful of 


endangering lumber, and so did not hold out 
for logs, shingles and pulp.” 

If the Jones amendment to 
bill, containing the $3 import 
ber, is retained in the Senate, and through 
the subsequent conference with representa- 
tives of the House, it will be because of fur- 
ther co-operative work on the part of the 
four Oregon and Washington senators, Col. 
Greeley The lumber tariff, if main- 
tained, have two effects, Greeley be- 
lieves: 

1. It will increase government revenues 
to the extent that lumber entering the coun- 
try will pay $3 a thousand board feet duty. 

2. It will increase American lumber em- 
ployment to the extent that the $3 duty keeps 
softwood lumber from entering. 

The tariff, in Greeley’s opinion, would not 
increase prices to American lumber consum- 
for the reason that the lumber industry 
in the United States has a capacity sufficient 
to produce more than 40 billion board feet 
of lumber yearly, and a market this year for 
only 12 to 13 billion board feet. “Prices,” 
he said, “are governed by supply and demand 


the Revenue 
duty on lum- 


said, 
will 


ers, 


and, as long as demand is so small in rela- 
tion to our capacity to supply the demand, 
the tariff will not result in increased prices 


to the consumer.” 


Protest Tariff on Northern 
White Pine 


Boston, Mass., May 23.—A statement of the 
case against imposition of an import tariff on 
northern white pine is being broadcast to the 
trade, and has been sent to all congressmen, by 
A. A. D. Rahn, of the Shevlin Pine Sales Co., 
Minneapolis, Minn., who maintains headquar- 
ters at the Hotel Powhattan, Washington, D. C. 
This statement was prepared by Louis M. Pratt, 
of the Davenport, Peters Co., Boston, which 
represents the Shevlin Pine Sales’ Co. in this 
market, and takes the form of a letter to Hon, 
Reed Smoot, chairman Senate finance commit- 
tee. The following excerpts cover the main 
arguments advanced by Mr. Pratt: 

We feel 
the finance 
impose an 





that we are qualified to address 
committee upon:the proposal to 
additional tariff duty on lumber, 
as Davenport, Peters Co. is by direct descent 
the oldest firm of lumber distributors and 
exporters in Boston, having been established 
in 1811. Our business was developed through 
the use of the notable “Pinus Strobus’— 
virgin northern white pine—of Colonial and 
Continental history. 

Domestic 

While there is 
duction in New England, it 
growth, coarse grained 
to the specialized uses 
northern white pine lumber is demanded. 
As the Forest Service says, second growth 
white pine is relatively inferior material. 


Supply Can Not Meet Demand 


still some white pine pro- 
is largely second 
timber, not adapted 
for which virgin 
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Pro and Con of a 


The small, scattered production of lumber 
from virgin timber in New England, com- 
bined with the production of the Lake States, 
does not exceed 150 million feet annually, 
far too little to supply the normal domestic 
demand for virgin white pine. 
Domestic Producers Do Not Wish Protection 
No special demand has been made by any- 
body for an excise tax or additional tariff 
duty on virgin northern white pine lumber. 
During the committee hearings, as well as 
during the extensive discussion and debate 
upon the Tariff Bill of 1930, not a single 
manufacturer of northern white pine lumber 
appeared in favor of a duty. If domestic 
manufacturers of northern white pine lum- 
ber had felt the need of a duty, they would 
certainly have appeared before the Tariff 
Commission to urge an increase in the duty. 
Are Needed for Domestic 


The imports of virgin northern white pine 
lumber into the United States come exclu- 
sively from Canada. The only competitiov 
between virgin northern white pine lumber 
produced in Canada, and that produced in 
the United States, is confined to the region 
adjacent to the international boundary be- 
tween Ontario and Minnesota. There remain 


Imports Purposes 


in the United States only a few manufac- 
turers producing any substantial output of 
virgin northern white pine, although there 


are, in addition, a few small, scattered mills. 
Imports of pine lumber from Canada in 1931 
were only 105 million feet, having a value of 
$3,066,286. Practically all of this was virgin 
northern white pine. Were these imports to 
be excluded through import duties or excise 
taxes, the domestic production would be in- 
sufficient to meet the domestic demand. 


Pattern Making Is One of Chief Uses 


Chief among the uses for which virgin 
northern white pine lumber is indispensable 
is the manufacture of high grade patterns 
for castings in foundries and factories. The 
qualities which make virgin northern white 


pine indispensable for this purpose are its 
soft texture and straight grain, which per- 
mit it to be worked evenly by the pattern- 


maker without showing any tendency to split 
or splinter under his tools. Patterns made 
out of well seasoned virgin northern white 
pine are permanent assets, never shrinking, 
twisting or changing their form. I respect- 
fully request the members of the finance com- 
mittee to consider the testimony as to the 
high quality and special characteristics of 
virgin northern white pine developed before 
the Federal Trade Commission in 1929 in its 
hearings on the so called White Pine Cases. 
Duty Would Hurt Canadian Trade 

Pighty-five percent of the virgin white 
pine lumber imported into the United States 
originates in the Province of Ontario, Can- 
ada. Imports by this Province from the 
United States are only 4 percent less in quan- 
tity than her exports of lumber to the United 
States. In value, Ontario imports 15 percent 
more lumber from the United States than she 
exports to the United States. If Canada is 
obliged to sell the lumber she now sends to 
the United States in other world markets, 
the money received from other world mar- 
kets for Canadian lumber will be spent in 
those same world markets for commodities 
which Canada must purchase. American in- 
dustries which are now selling many com- 
modities to Canada, will find their Canadian 
markets so weakened that they will have to 
curtail or find new markets. Canada is not 
only the best customer of the United States, 
but, even in the depression year, 1931, she 
purchased from the United States $393,775,000 
worth of commodities, 63 percent of her en- 
tire external purchases. At the same time, 
the United States purchases from Canada 
were only $257,078,170. 

We therefore respectfully request that no 
additional excise tax or tariff duty be placed 
upon virgin northern white pine lumber or 
timber, 

os 

AIRPLANES can transport supplies and men to 
be used in fighting fires more cheaply than 
other methods, according to findings from 1931 
work announced at Spokane, Wash., at forestry 
conferences conducted by Maj. Evan W. Kelley. 
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Senate Votes $3 a Thousand 
Tariff 


Wasuinoton, D, C., May 24.—In a night 
session on May 23, the Senate voted 36 to 24 
to include a tariff of $3 a thousand board feet on 
rough, dressed or planed lumber, except maple, 
birch, and beech flooring, as a part of the much 
discussed revenue bill. The amendment as ap- 
proved read: 

“(6) Lumber, rough, or planed or dressed 
on one or more sides, except flooring made 
of maple (except Japanese maple), birch, and 
beech, $3 a thousand feet, board measure; 
but the tax on the articles described in this 
paragraph shall apply only with respect to 
the importation of such articles.” 

Senator Shipstead (Farmer-Laborite of Min- 
nesota) asked a reconsideration of the vote, 
and under the rules has the privilege of calling 
the measure up, when and if he desires, for a 
second vote. The amendment must also receive 
conference approval, along with other phases 
of the bill, when it comes up for consideration 
by representatives of the House and Senate for 
the purpose of ironing out differences between 
the two bodies before forwarding the measure 
to the President for his approval. 

The vote of the senators on the lumber tax 
amendment was: 

YEAS—36 


Ashurst Hayden Robinson, Ind, 
Bailey Hebert Sheppard 
Capper Johnson Shipstead 
Caraway Jones Shortridge 
Connally Kendrick Smoot 
Couzens Keyes Steiwer 
Davis Long Thomas, Idaho 
Dill McGill Trammell 
Goldsborough McNary Vandenberg 
Hale Moses Walcott 
Hatfield Oddie Watson 
Hawes Reed White 
Nays—24 
Barbour Cutting Logan 
Barkley Fess Norris 
Blaine Frazier Nye 
Borah George Robinson, Ark. 
Cohen Harrison Schall 
Coolidge Howell Smith 
Copeland Hull Walsh, Mass. 
Costigan LaFollette Wheeler 


Ask Special Tariff on Russia: 
Imports 


WasHIncTon, D. C., May 23.—A determined 
effort will be made to secure favorable action 
of the Senate on the Oddie amendment to the 
Revenue bill, which would impose a tax of 50 
percent advalorem, based on the American sell- 
ing price, on all goods, wares, articles and 
merchandise produced in Soviet Russia and im- 
ported into this country. The bill is now up for 
consideration. 

Each item of the Revenue 
ing discussed seriatim. 
come up in due course as soon as some of 
the income tax and other major provisions, 
including the tariff on oil, coal, copper and 
lumber, can be disposed of. 

The Senate has been well informed, by 
Senator Oddie and others, of the unfair com- 
petition already being met by domestic pro- 
ducers in the matter of Russian imports. The 
competition with Russian lumber has been 
cited as an outstanding instance. A large 
majority of the body at present is sym- 
pathetic toward the 50 percent duty. But 
there exists a strong lobby of sympathizers 
with Russia, and some of the most influen- 
tial members of the Senate favor outright 
recognition of Russia and closer trade rela- 
tions. Under the circumstances, it has been 
impossible to get sufficient advance commit- 
ments to determine which way the Senate 
will act. There is believed to be, however, 
considerable ground for the conclusion that 
the proposed duty will stand a good chance 
of passage with probable concurrence by 
the measure 


bill is now be- 
The Russian tax will 


members of the House when 
reaches the conference stage. 
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Tax Exemption for the Small 
Home Owner 


LirrLETON, CoLo., May 23.—The suggestion 
that small homes be made exempt from the 
property tax has met with the approval of the 
editor of the Littleton Independent, who, in an 
editorial discussing this subject, in a recent 
issue of that paper, said: 

Suppose that a man owned a plot of ground 
in Littleton with a snug little cottage on it 
to house his family. Then suppose he had 
no property tax to pay. Couldn’t he weather 
almost any kind of depression, even though 
he were thrown out of employment? 

He could raise part of his own food in his 


garden. He could chop enough wood for 
most of his fuel needs. And an odd job or 
two would supply sufficient money for the 


other necessities. 

But isn’t the exemption from property tax 
a radical proposal? No, we do not believe 
an exemption of from $1,000 to $2,000 would 
be. The income tax is based on this prin- 
ciple of exemption for the little fellow, and 
it would look even more reasonable in the 
case of a tax on a home, where often the 
man has no income at all. 

What we need for the happiness of the 
people of this country is economic security. 
We ought to say to a family: “You can 
build yourself a modest home, and you can 
be sure of having it for the rest of your 
days. You need not worry that it will be 
sold for taxes. You need have no fear that 
you will be driven out of it so that it can 
be sold to pay your debts.” 

The State of Texas protects a man’s home 
from the grasping hands of creditors, but it 
has not been generous 
enou.zth 19 relieve him 
with $1,00€ or $2,000 
exeinplion on his prop- 
erty assessment. 


Already we hear the 
arguments of the 
well-to-do: “We ought 
to tax the poor man 
in order to make hima 
good citizen and take 
an interest in govern- 
ment.” 

The poor man will 
find that he is taxed 
all right, whenever he 
has any loose change 
in his pocket. We shall 
still have the gaso- 
ine tax, the cigaret 

x, the tariff, the dog 

and a hundred 
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frame construction so that less labor and mate- 
rial will be required. Small houses are already 
being made at factories and shipped in large 
knocked-down units which can be quickly 
erected. Engineers are working on the theory 
that for some years the American people will 
of necessity be unusually economical and care- 
ful in their expenditures, so we have houses that 
have the studding exposed; and if of the bunga- 
low type, leaving the interior without an attic 
floor. Such houses, which would be the equiva- 
lent of three to four rooms, are being erected 
at from $1,800 to $2,800. The idea of a par- 
ticular small house which may be moved for 
moderate distances on a truck is also being 
developed. 

The experimenters assert that lumber will be 
able to maintain its present advantage of being 
less expensive than competing materials and 
that this advantage may be increased by the 
introduction of large units instead of separate 
boards. Interior finish is expected to be con- 
siderably reduced in cost by the substitution of 
boards, large sheets of plywood or converted 
wood for plaster. Plywood is even being con- 
sidered as the material of the exterior wall in 
developing the factory built house. 





Remodeling Roadside Inn 


There’s always room for one more roadside 
inn. An AMERICAN LUMBERMAN representa- 
tive driving down the Dixie Highway just 
north of St. Anne, Ill., saw a new porch being 
built onto this house and stopped to investigate. 
The new porch was to replace an old and 








er taxes. 

Sut when he does not 

ill, under this plan, 
taxes if his home is 
than $2,000. 

In order to make up for this loss of rev- 
enue, we shall either have to effect great 
economies in government or else enact a 
State income tax. Either step would be ac- 
ceptable. 

When we relieve the small home owner 
from his burden of taxation, we shall see the 
greatest wave of building that the State has 
witnessed. For the first time it will be 
heaper to own than to pay rent. And, as 
far as citizenship is concerned, home owner- 
ship is the best citizenship builder we know. 


have any money, he 
not have to pay any 
not assessed at more 





Lumber Industry Studies Fac- 
tory-Made Dwellings 


Wasuincton, D. C., May 23.—Reports from 
various sources in the lumber industry indicate 
that the efforts of steel, copper, concrete and 
the new synthetic materials to displace lumber 
as the prevailing structural material of detached 
residences is to be met with a vigorous counter- 
offensive. Manufacturers, architects and build- 
ing engineers of the allied forest industries are 
busily engaged in several lines of research and 
experimentation. They are endeavoring to work 
out a satisfactory factory-made small house for 
dealer distribution, and to devise an ideal ex- 
tensible house so that a home builder may start 
with a small unit and make harmonious addi- 
tions at small cost from time to time. They 
are also endeavoring to simplify traditional 





rickety one, and another porch was to be added 
to the rear of the house, also, giving plenty of 
room for tables. The interior was to be re- 
modeled and redecorated to attract trade. There 
is no other place to eat for several miles in 
either direction on the Dixie, so these people 
expect a fair volume of business. 





Building Code Service Central- 
ized at Chicago Office 


Wasuincton, D. C., May 23.—The build- 
ing code department of the National Lumber 
Manufacturers’ Association will hereafter be 
centralized at the Chicago offices. Increased 
efficiency as well as economy are expected to 
result. 

The dearth of actual construction has afforded 
local architects, engineers and general construc- 
tion technicians more time in which to consider 
and contemplate the effect on their business of 
their local building codes, rules and regulations 
under which such work is done and has re- 
sulted in a greatly increased demand for the 
technical consultative assistance of the building 
code service. This demand can be better taken 
care of from Chicago, because of its central 
location. Richard G. Kimbell, director of the 
building code bureau, hitherto stationed in 
Washington, will continue in charge of the de- 
partment with headquarters at the Chicago of- 
fice, 2017 Conway Building, and commissioned 
to cover building codes in a large territory con- 
taining many of the largest lumber markets. 
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Greater Cut in Labor Costs 
Urged as Impetus to Building 


Boston, Mass., May 24.—President Walter 
Channing of the Boston Real Estate Exchange 
believes that the wage reductions so far an- 
nounced by various building trades unions are 
insufficient to start the building industry on the 
upward trend by tempting those who control 
mortgage funds to loosen their purse strings. 
Agreeing with statements recently published in 
these despatches, that the construction indus- 
try is at the “zero hour,” that the cost of many 
building materials, lumber in particular, has 
been deflated to rock bottom levels, and that 
an actual shortage now exists in certain types 
of building, especially homés of moderate cost, 
President Channing points out that something 
further is needed to persuade those in control 
of the needed funds to overcome their reluctance 
to finance needed buildings. Several prominent 
lumber dealers operating in the metropolitan 
territory concurred in this view when inter- 
viewed by the representative of the AMERICAN 
LUMBERMAN. They pointed out that the major 
cost of home building, including repairs, altera- 
tions and modernization, is labor employed on 
the job, and that actual wage reductions are 
considerably less than half the decreased cost 
of living. President Channing calls attention 
to the possibility of an early revival of build- 
ing by a further wage deflation which he be- 
lieves would soon result in more general em- 
ployment. This would mean that a building 
craftsman would be in as satisfactory an eco- 
nomic position today at greatly deflated wages 
as he was when employed on full time three or 
four years ago at the high scales until recently 
prevailing. 


Studio Parties Are Popular 


Do you want to see, as well as hear, the 
Sinclair Minstrel performance some Monday 
night at the National Broadcasting Co. studios 
in the Merchandise Mart, Chicago? Have you 
got your application in? If so, you are one 
of nearly 10,000 people. This weekly feature 
presented by the Sinclair Refining Co. over 
thirty-six NBC stations is so well liked every- 
where that not only do the listeners themselves 
contribute, from all over the country, the jokes 
that these black-face comedians use, but they 
write in to the oil company, seeking an oppor- 
tunity to be present at one of the programs. 
Offers of free passes are never given over the 
air, and the only indications there might be 
such things is the large volume of handclapping 
which would indicate a large audience, and the 
fact that the show is opened by saying it is a 
real show played before a real audience in Chi- 
cago. A Sinclair official explained why: 

We do this simply because we get so many 
letters asking if the applause is as genuine 
as it sounds, and how we manage to fake it 
so well if it isn’t genuine. Naturally, we 
don’t want people to think we're faking 
something which is real spontaneous en- 
thusiasm. y 

Sometimes in our announcements we men- 
tion the fact that the Sinclair Minstrel is 
broadcast from the world’s largest studio 
theatre. This, I suppose, gives our listeners 
the hint that a larger seating capacity than 
usual is available and that our show is well 
worth seeing as well as hearing—particularly 
the secret of how Bill Childs does his dance. 

We're hoping to satisfy all our applicants 
eventually; we can handle about 500 people 
in our audience which means that with the 
10,000 applications now on file, we’re filled up 
for at least twenty weeks to come. 





IMporT QUOTAS constitute the latest discovery 
of international commerce regulation experts. 
Several countries in both Europe and Asia have 
adopted quotas for various commodities within 
the last few months. In Poland the lumber in- 
terests of that country practically dictate what 
the quotas shall be. Already the quota for im- 
ports of certain lumber products into Algeria 
have been exhausted, 
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Southern Pine Manufacturers 
Urge 60-Day Shutdown to 
Reduce Stocks 


ew Ont , LA., May 23 
tions of the United tute 
Hoard for a reduction of 80% 
outhern pine mill stocks, a 


Recommend 
limber Conservation 
million feet oom 
a means ob restor 
ratio, destroyed 
were laid before 
manufacturers during the 
last week, the. response indicating that action 
hy the individuals will be forthcoming The 
meetings were held in Pensacola, bla, May 17, 
Hattiesburg, Miss, May 18: and Meriwhan 
Mi ‘ May 1% 


received the 


ing the proper stocks to sale 
by the drastic decline in sales, 


yroup meeting on 


Pollowmge each meeting, which 
recommendations ob the “Timber 
comment by the 
pomted to a OO-cdiay 
the only practical method of aches 


me the desired result 


Hoard and disctissed its tures, 


midividual manutacturer 


hutdown a 


The group meetings were held on the recom 
mendation of the peneral meeting m New OF 
leans, May 10, which appomted committees tor 
established districts for the purpose ot agitat 
speedy action by the individual mills 
along the lines laid down by the Timber Board 
In addition to the Timber Board data, expres 
ions from representative retail dealers im south 
territory 


Th) Cae 


ern pine sale were read mn the group 
these emphasizing the necessity lor 
action by the manufacturers to stabilize the 


iidustry at present levels 


miectiii 


Heavy Stocks Have Driven Down Prices 


stocks to demand im toe 
poe, 


Using the ratio ol 
as “normal” and the priee as of Jan. 4, 
as 100, the Timber Board showed that) stock 
had declined trom 2006 million teet as ot that 
date, to 1000 nullion feet at the close of 1Oct, 
While consumption had slumped trom StSO) mul 
lion feet mm 1020, to 28S mullion feet mm boot 
During the six months ending March 31, Loge, 
consumption had been but 1287 mullion feet, 
pudicating a ostull turthes With = the 
sump in consumption not met by reduetion im 
stocks, the price index had tallen to 600 as ot 
the close of 11, and te ST as of March St, 
moe, on whieh date the stock total had attamed 
a toes mullion toot level 


decline 


Ratio of Stocks to Sales Increasing 


The discussions of the manutacturers hinged 
on the tact that, though production of southern 
pine had materially decreased and some reduc 
thom of stocks had been attamed, the drastic tall 
in Consumption has prevented the ratio of sales 
to stocks from imecreasing On Jan. 1, ore, 
78 percent on the basis of 2006 
to SISO, while the present ratio ts far above that 
The Timber Board report states the desirable 
stocks of Dee. St, 1931, should be calculated 
on consumption during the 2-year pertod ended 
March 31, 1982. With stocks at 1925 million 
feet on March St, 1982, estimated demand tor 
the first six months of 1932 at 1195 million feet, 
a stock ratio of 43.616 percent exists 


the ratio was 32 


Speedy Reduction of Stocks Desirable 


Che point was made by manufacturers that 
to carry out the Timber Board recommendation 
for a reduction of southern pine stocks of 807 
million feet, the present curtailment of produ 
tion is inadequate, in that the time element ts 
too extensive if the proper benefits of a reduc 
tion in the ratio of stocks to sales are to be 
obtained. Compliance with the recommenda 
tion of the Timber Board, it was said, would 
be attained in a practical way by cessation of 
production tor a period necessary to permit 
consumption, which has been downward in its 
trend, to deplete stocks, it being estimated that 
sixty days would be required. With the board 
listing the restoration of “a reasonable bal 
ance between stocks and demand” as first in 
order of recommendations, practical action to 
carry out the mandate in the shortest possible 
time was urged as desirable and necessary. 

While the discussions centered on the bal- 
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ancing of production and consumption, creat 
ing of a better market through providing more 
generous financing for building and repair, and 
a trade promotion program, were considered 


Other meetings to be held in southern pine 
prodycmg territory as an aftermath of the New 
Orleans session included Shreveport, La 


May 14; Jacksonville, bla, May 1%; Montgom 
ery, Ala. May 24; Columbus, Ga., May 24; 
and Charleston, S. C., May 26 





Decreased Lumber Demand Re- 
quires Further Production 
Curb to Balance Supply 
and Demand 


Wastineron, DO. May 25. The reduction 
by three billion feet of surplus lumber stocks 
which has oceurred since Jan. 1, 1951, as a 
result of curtailed production would have been 
ua potent factor im restoring an even balance 
hetween supply and demand had it not been for 
the extraordinary decline in consumption, the 
lumber survey committee says m its report to 
the United States Timber Conservation Board 
on lumber consumption, stocks, and anticipated 
consumption for the first half of 1982. lacing 
conditions as they are, however, the committee 
finds it necessary to recommend further reduc 
tions to offset surplus stocks, which latter are 
estimated at about three and one-half billion 
leet 

Lumber consumption, the committee finds, has 
dropped from $7 billion feet in 1928 to an aver 
ave annual demand of but 20 billion feet during 
the two-year period ended March 3t, 1932. — Its 
present level is at the rate of only 13) billion 
feet a year. The committee finds that there is 
nothing to indicate a return to 1928 or 1929 
consumption levels. Present stocks, represent 
ing an uneconomic surplus of three and a half 
billion feet more than adequate reserves, pre 
vent re-establishment of a reasonable balance 
hetween stocks and demand 

Ry way of relieving the present situation 
through distribution it recommends that the 
industry consider pooling of stocks, consolida 
tion of sales, and deferred financing to stimu 
late building. It urges co-operation of the 
Department of Commerce in making a compre 
hensive marketing and distribution report for 
the industry and recommends co-operation of 
lumber manufacturers in furnishing mformation 
to the census bureau of lumber stocks. 

The committee calls particular attention to 
the adverse influence of increasing taxes on 
standing timber. It points out the decisive 
effect high taxation has in stimulating timber 
cutting in excess of public requirements for 
torest products 

Past recommendations of the committee urg 
ing radical curtailment of production, it notes, 
ire receiving wider attention and that “the 
economic burden of reducing excessive stocks 
is being shared more equitably and more 
evenly between competitors than at any time 
in the history of the lumber industry.” It is 
evident, however, that some important factors 
have not yet participated in the effort to restore 
balance, although substantial reductions in 
stocks have been shown in every important 
producing region during the last quarter. Pro- 
ducers are particularly urged to avoid additions 
to items that are exceptionally overstocked, and 
it is recommended that lumber production dur 
ing the rest of 1932, in so far as community 
and financial exigencies will permit, be adjusted 
by individual manufacturers with view to the 
accomplishment during the year of recom- 
mended regional reductions of stocks in the 
industry. 





Arrer you put the built-in ironing board in 
the display window there may be lots of room 
left, but don’t use it to show samples of roofing 
or building paper. The two things just don’t 
go together. Neither one helps to sell the 
other. 
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Southern Piners Survey 
Stocks, Profits 
and Losses 


The status of the southern pine industry js 
presented in a series of graphs recently issued 
by the Southern Pine Association. One of these 
shows the straight-line trend of demand for 
southern pine, given as an average per unit of 
production that for 1932 being only about 50 
percent of that for 1928 -and the effects of the 
depression on this group of the lumber industry 
are thus made clear. ; 


Production Shows Steep Decline 


The manner in which the largest groups in 
the lumber industry have adjusted themselves 
to conditions during the above 4-year period is 
depicted in a chart based on the total production 
of southern pine and Douglas fir mills, output 
of both groups having declined to practically 
the same proportion of their 3-year average 
production at the beginning of this year. In 
1928, pine production was below average of the 
preceding three years; from the middle of 1928 
to the middle of 1930 it fluctuated pretty closely 
around the average of each year, and then de- 
clined steeply and steadily until the beginning 
of 1932. The course of Douglas fir production 
was much more erratic, being marked especially 
by heavy curtailment around the turn of the 
year; it touched the 3-year average about the 
end of the first quarter of 1930, and the decline 
since then has been steep. Southern pine ship 
ments, almost constantly during 1931 and to 
date in 19382, have been above the production, 
another chart shows, so that stocks have been 
declining. 


Unsold Stocks Are Analyzed 


Gross stocks and unfilled) orders, and the 
difference between them representing unsold 
stocks, are considered in another chart. The 
trend of unfilled orders, since 1928, has been 
steadily downward, though in that year and 
1929 and 1930 there were slight bulges in the 
spring, but the descending line flattened out 
considerably in 1931, 

Unsold stocks are considered in detail in a 
statistical table, based on about 65 percent. of 
total unsold stocks of pine. Higher grades con 
stituted 41 percent of the total on May 31, 1931, 
and 51 percent of the total on March 31, 1932, 
so that there was a corresponding decrease 
betweeen these dates in the proportion of lower 
grades, from 59 to 49 percent of the total. The 
percentages of change in footages of leading 
items on hand are interesting, and as follows: 


Higher Grades 


In- De- 
crease crease 
Flooring, edge grain, B&better.. 23.7 
Flooring, flat grain, B&better & 

RAP Sa AS a eee 3.7 
Celling, B&better & No. 1 anim 19.5 
Drop siding, P&better & No.1... 0.7 
ge I SO eer ae 
ee SN ing ore aig gia ere ota 17.5 
ee ere ee 11.4 

Total higher grades.. ‘owns ea 


Lower Grades 
Flooring, flat grain, No. 2 35.7 
» 


CE NG Sas ak a diane od oes 5 9.1 
Drew siding, No. 2........ ee 30, 
No. 2 common......... 7 ; 23.9 
MO. 3 COMMMIOM. co ccccs 4h een 51.9 
No. 2 dimension........ aa ais 17.7 
No. 3 dimension.,....... 24.1 

Total lower grades........... 32.1 


Stocks of Low Grades Are Small 


This table shows what is to be expected 
during adverse business conditions—the turning 
of demand from higher-priced to lower-priced 
items. Taking both higher grades of flooring 
together, however (the footage-basis for B&het- 
ter being small), there was an increase of only 
0.5 percent, against the decrease of 35.7 percent 
in No. 2. The increase of 17.5 percent in No. 1 


common boards compares with an average de- 
crease in the two lower grades, Nos. 2 and 3, 
of 36.8 percent, though the remaining footage 
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of the lower grades was about three times that 
of the No. 1. Similarly, a decrease of only 11.4 
percent in stocks of No, 1 dimension, compares 
with an average decrease of 18.7 percent in 
stocks of Nos. 2 and 3, with remaining stocks 
of the two lower grades only about 20 percent 
larger than those of No, 1. Declines in stocks 
of both upper and lower grades of ceiling may 
be due to a falling off in demand for this work 
ing. Total stocks of the three grades of boards, 
Nos. 1, 2 and 3, declined 39.7 percent, and those 
of the three grades of dimension, 15.6 percent, 
and at the end of the period the stocks of 
hoards were only about 25 percent larger than 
those of dimension, 


Mills Operating at a Loss 


The effect of poor business on prices is shown 
in a Statistical table giving average cost to 
produce, ship and sell southern pine (excluding 
interest On loans and invested capital), and 
average sales realization, and this information 
is also presented in graphic form. Average 
price Jor 1928 of $28.80 exceeded average cost 
of $24.04 by $3.86; in 1929, price of $30.16 with 
cost of $25.80 left a profit of $4.36, though in 
December there was a loss; the 1930 average 
price of $26.24 with cost of $25.02 left a profit 
of $1.22, though there were losses in each of 
the last four months of the year; while in 1931 
the losses continued steadily, and the average 
price for the year of $19.78 was below. the 
average cost of $23.03 by $3.25, which repre 
ents the average per thousand foot loss. The 
reduction im cost between 1928 and 1931 was 
from $24.94 to $23.03, and, as this cost does not 
include capital charges, it 1s shown that, even 
with stringent operating economies, it has not 
heen possible to make large reductions in cost, 
hecause the smaller volume of output increases 
the per thousand overhead and this increase off 
sets other economies. 





Wooster Entertains First Lady 


Wooster, Onto, May 23.—This little city, 
long noted as an educational center, is settling 
down again after the most exciting, gay and 
colorful five days in its history. The occasion 
was the celebration of the city’s 125th anni 
versary, combined with the 28th annual “Color 
Day” and pageant at Wooster College. The 
climax of the celebration came on Saturday, 
May 14, when the central figure was the First 
Lady of the Land, Mrs. Herbert Hoover, lin 
¢al descendant of one of the founders of the 
city, and whose father and mother were both 
residents here in their youth. 

Mrs, Hoover's great grandfather, William 
Henry, came to this region in 1807 and with 
John Bever and Joseph Larwill, plotted the 
original town of Wooster on land granted by 
the Government, the following year. Her 
grandiather and her father lived in the city, 
as did also her maternal grandparents, and 
her mother, Vlorence Weed, attended school 
here. It was here also that the parents of the 
mistress of the White House became ac- 
quainted, though they were married in Iowa 
some years later. 

Mrs. Hoover spent the day in active partici- 
pation in all the events, received an honorary 
degree at the college, witnessed the historical 
pageant, lunched with the girls in the dormi- 
tory, addressed the Girl Scouts, laid a wreath 
on the monument to the town’s founders, at- 
tended the “Color Day” festivities at the col- 
lege, and altogether had an extremely busy 
and interesting day. 

Wooster is, as the lumber world knows, the 
home town of Wilson Compton, secretary-man- 
ager of the National Lumber Manufacturers’ 
\ssociation, his father having been a member 
ol the faculty of Wooster College, and he him- 
self a graduate of that institution. It is not 
SO well known that Mrs. Compton is also an 
alumnus of Wooster and that as Helen Har- 
rington she had the unique honor of being the 
oe May Queen of Wooster College back in 
910 

it was through Mrs. Compton that arrange- 
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ments were made for the participation of Mrs. 
lioover in the celebration, and she and her 
husband, with their three oldest children, made 
the journey to Wooster from Washington and 
back as guests in the presidential car. Mrs, 
Compton is the only woman member of the 
board of trustees of the college. 

Wooster stores took great interest in the 
celebration and display windows blossomed out 
into gorgeous coloring, many of them featur 
ing historical furnishings, clothing and knick 
nacks which attracted much attention. 





Proud of Twenty Year Record 


PortLaNnn, Oret., May 21.—This year marks 
the twentieth anniversary of the founding of the 
Sullivan Lumber Co.—tweity years of progres 
sive merchandising of lumber products. During 
this period the company has built goodwill 
through satisfactory dealings with a large circle 
of lumber buyers the country over. Past ex 
perience makes these dealers confident in’ the 
ability and desire of this company to give them 
satisfactory service and well-manufactured, 
high-quality products. Steadfast purpose and 
industry have brought to this company steady 
growth and recognized 
stability. At the end of 
twenty years the Sulli 
van Lumber Co. is rec 
ognized as an important 
factor in’ the lumber 
trade of Portland. 

The head of this com 
pany is FF. A. Sullivan, 





Kk, A, SULLIVAN, 

Portland, Ore.; 

Head of Sullivan 
Lumber Co, 





president and treasurer. 
Ile got his first exper- 
ience with the Standard 
Lumber Co., of Du- 
buque, lowa, which at 
that time had a white 
pine mill, cutting about 
250,000 feet of lumber a day. This was in the 
days when mills ran eleven hours a shift, and 
a day’s work was a day’s work. 

In May, 1902, he started to work for the 
Portland Lumber Co., just a week after arriv 
ing on the Pacific coast, and this for him, May, 
1932, is the thirtieth year of his beginning with 
this industry. Thirty years’ connection with 
the Pacific coast lumber industry has given 
Mr. Sullivan a wide circle of acquaintanceship 
among lumber producers of the Coast. He 
grew up with many of the men now prominent 
in the lumber manufacturing business. Through 
long friendship and acquaintance he has built 
up an intimate association among these manu- 
facturers. The result of this is hearty co-op- 
eration on their part, with the principal fac- 
tors among the sawmills. 

While in the employ of the Portland Lum- 
ber Co., working in the various departments, 
including sales, manufacture and shipping, this 
industrious young lumberman attended the Uni- 
versity of Oregon law school at night and grad- 
uated and was admitted to the bar in 1906. He 
has, however, never practiced law, but has con- 
tinued in the lumber business, and when the 
Douglas lir Sales Co. was organized he went 
with that selling company as sales manager. 
In 1912 he organized his present corporation, 
the Sullivan Lumber Co. Associated with him 
in this business, and active in all the affairs 
of the company, is his brother, Raymond A. 
Sullivan, secretary of the corporation. The 
officers of the Sullivan Lumber Co. are proud 
of the twenty-year record of this corporation 
and look forward confidently to its future 
achievements. 








So 





On Dec. 31, 1931, Class I railroads had 750,- 
696 surplus freight cars in good repair and im- 
mediately available for service. 


81 


Senate Lukewarm on Home 
Loan Bank Act 


Wasuincton, D. C., May 23.—The Senate, 
it now becomes known, is likely to give little 
favorable attention to the proposed Home Loan 
Bank Act. The measure was favorably re- 
ported to the House on May 20 after languish- 
ing in committee for many months. Supported 
by the banking and currency committee’s re 
port and in the aggressive hands of Representa- 
tive Luce, legislative father of the measure 
known as H.R. 7620, the bill is expected to re- 
ceive favorable House action as early as it can 
be brought before that body for vote by a spe- 
cial rule. When the rule permitting this vote 
can be brought in can not now be determined, 
but Speaker Garner is believed to be favorably 
inclined to its early consideration. 

It is not believed the Senate banking and cur- 
rency committee will report the measure out 
to the Senate of its own volition, but will await 
arrival of the measure as passed by the House. 
Senator Couzens is represented as opposed to 
the measure in its present form and with other 
members of the committee who are lukewarm 
toward it is responsible for its delay in commit- 
tee. In the Senate body there are other mem- 
bers who strongly oppose the measure, some 
on the ground it will duplicate the functions of 
the reconstruction finance committee, others 
because they doubt its efficacy, and still others 
who are influenced by strong finance interests 
who are among their constituents. Added to 
the present temper in dealing with the measure 
is the legislative jam which is daily growing 
more acute and will increase as Congress nears 
adjournment for the summer and because of the 
coming political conventions. 

As has been true from the beginning, the 
bill seems to lack the aggressive support of the 
folks back home. At one time congressmen 
were deluged with favorable appeals for it. 
This correspondence has dropped off. The 
Senate particularly has been allowed to grow 
lukewarm. The National Association of Real 
Iistate Boards, the National Lumber Manufac- 
turers’ Association and retail associations of 
lumber dealers, building and loan association 
groups and others have impressed upon the com- 
mittees the urgent need for such legislation. 
Sut while they have done their part weli, the 
thing now most lacking seems to be letters 
from the individual dealers or other voters to 
senators from their home districts telling them 
how much passage of such legislation means to 
the business of individual voters among their 
constituencies, 

The bill reported by the House committee pro- 
vides for a central lederal !'ome Loan Board 
of five members and a decentralized system of 
twelve regional home loan banks. Each bank 
would have a minimum capital of $5,000,000 to 
be provided by subscription of building and 
loan banks and institutions similarly engaged 
in the mortgage loan business. The total capi- 
tal of $125,000,000 would be subscribed in this 
manner and the Reconstruction Finance Cor- 
poration would be authorized to make up the 
difference between the sums subscribed and the 
total authorized capital. With the funds thus 
made available the home loan banks would lend 
to subscribing members a sum up to 60 percent 
of the value of mortgages presented by them 
for re-discount, thus making liquid capital again 
available in local communities for badly needed 
home building. 


Gets ened Order from 
Portugal 


Mr. PLEASANT, TEX., May 23.—An order has 
been placed with George C. Ehemann & Co. 
for a shipment of hardwood lumber to be sent 
from the company’s mill here to Oporto, Por- 
tugal. Since it began operations here, the 
Ehemann company has booked orders for lum- 
ber for shipment to several foreign countries. 
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Some Problems of the 


Wholesaler and Retailer’ 


The request made by the lumber wholesalers 
for time on this program is for the purpose of 
bringing before the membership a good many 
matters on which we would like a clear inter- 
pretation, some of which we consider discrimi- 
natory, not only to the wholesaler, but also to 
some of your members in the retail lumber busi- 
ness. These are materially affecting our volume 
of business and at the same time have meant 
little, if anything, to some of the retailers, in a 
capital way. In Florida there are yards that 
necessarily must be classified: 

(1) Yards owned, controlled or affiliated 
with mills. (2) Yards owned, controlled or 
affiliated with wholesalers. (3) Yards that in 
addition to a yard business in their own 
localities, branch out as wholesalers or mill 
representatives in a few items that they sell 
principally to industrial trade away from 
their localities (4) Those who do strictly 
a retail business in their own locality. 


Our purpose is to bring before you for a 
final decision what we wholesalers consider 
ethical business for us to solicit and over which 
there has been considerable controversy, from 
yards fittingly described as other than “those 
doing a strictly retail business in their own 
locality.” Our contention, and we think that 
your association will agree with us, is that we 
should be permitted, without question, to solicit 
the following business: 

(1) United States Government, directly or 
indirectly; (2) any State; (3) any county; (4) 
any municipality; (5) any railroad; (6) any 
lumber used for dock work or for construc- 
tion on the waterfront: (7) all yards; (8) all 
industrial buyers in full carloads or more: 
(9) all car shops; (10) all millwork plants 
and woodworking factories. 


Explanation of Classifications 


We feel that these classifications should have 
some explanation and also we want you to keep 
in mind that we are referring to lumber in 
carload lots and not endeavoring to hedge in on 
the retailer on less than carload lots. 

Item 1 covers United States Government 
business on which there is no question, when 
sold direct. However, we want the privilege 
of selling to contractors on Government jobs, 
when their purchases are in carload lots, and 
which business has been denied retailers 
heretofore on account of price and has gone 
to outside wholesalers and milis. 

Item 2 covers State business and according 
to our information and the practice of ethical 
wholesalers within this State, the wholesaler 
in figuring on such business must include a 
commission for a retailer within the territory 
to which the lumber will be delivered, despite 
the fact that the mills, some of which are 
associate members of your association, are 
figuring direct and are not considering the 
retailer. Even though your associate mem- 
bers may figure on allowing a retailer a 
commission, we have found that there are 
wholesalers and mills that are not members 
of the Florida Lumber & Millwork Associa- 
tion which do not consider the retailer, and 
they have consequently been accorded the 
most of the business that has been placed. 
Nevertheless, the retailer demands that he 
be brought into the picture by the whole- 
saler who is attempting to maintain an 
ethical standing with your association and 
it has put such wholesalers in such a posi- 
tion that they can not successfully figure on 
any State business. 

Items 3 and 4, which pertain to counties 
and municipalities are governed by the same 
conditions as Item 2, and we ask that we be 
permitted to solicit this business direct with- 
out considering any retailer. However, if 

*Presented at annual meeting Florida Lumber 
& Millwork Association, Orlando, Fla., May 13, 
1932. 


[By E. L. Chiasson] 


any retailer wants to figure on the business, 
we will have to meet his competition, but 
he will have to go after the business on his 
own initiative. 

Item 5, which covers any railroad business 
is, We think, unquestioned as are also Item 7, 
covering all yards; Item 9, covering all ear 
shops, and Item 10, covering all millwork 
plants, 

Item 6 covers any lumber used for dock 
work or for construction on the waterfront, 
which in Jacksonville would include the 
municipal docks and terminals, city electric 
light plant and other municipally owned en- 
terprises, which are, however, operated inde- 
pendently and are self sustaining. We whole- 
salers who do business in Jacksonville have 
constantly bid on City of Jacksonville busi- 
ness for the docks and other municipal en- 
terprises, in which instances we have always 
worked with the local yards, adding two or 
three dollars a thousand feet to our prices as 


a commission to these retailers. Other whole- 


salers in Jacksonville and even from other 
sections of the State, and from other States, 
have come in and underbid us, knowing that 
they have the advantage of not having to 
figure on paying or protecting the retailer, 
It appears to us that this practice is dis- 
criminatory and that a wholesaler is being 
penalized for being an associate member of 
your association. Of late some of your mem- 
bers have realized that the concerns that 
are helping in maintaining the association 


are being penalized and they have. epenly- 


advised us to go after the business direct. 
However, we want a definite ruling from the 
association su that we can not at some later 
date, while acting in good faith, be criticized 
by some of your members. 

Item 8 covers all large industrial buying in 
quantities of carloads or more. By this we 
mean materials that will be actually worked 
up by an industrial in furnishing its product 
and we do not take this to include lumber 
that it might require for actual construction 
work. We give as an illustration the Ford 
Motor Co., which buys 2 great deal of crating 
and it is understood that this is wholesale 
business. However, should the Ford Motor 
Co. desire to erect a building, it would be 
understood that we wholesalers would not 
attempt to compete against the retailer for 
lumber requirements in such building. 

Along with the industrials we class the sale 
of car strips. These car strips are bought 
regularly during the season in carload lots 
and the business is always handled direct 
either through wholesalers or direct from the 
mills, or from retailers who have agreements 
with certain mills for the handling of their 
output within a certain described territory. 
We consider this wholesale business, and 
although we do not expect to exclude the re- 
tailer who takes it upon himself to solicit 
this business direct; nevertheless, he is acting 
in a wholesale capacity and he must meet 
wholesale competition. 

There has been some question on fernery 
stock, but it is the consensus among us that 
it does not make a_ great deal of difference 
how this one mattef is handled and we do 
eandidly think that where a yard is in a 
reasonable radius and will handle it, it 
should preferably be yard business. 

On packing house construction it would 
appear to us that ‘this is legitimate yard 
business and we are not making any attempt 
to encroach upon that field. It has been re- 
ported that some mills are figuring direct on 
packing house construction jobs, in which 
action we do not agree with them and we 
think that the business should go to the re- 
tail yards, if, as stated, they are within a 
reasonable radius. 


Association Should Make Rule 


We feel that for the good of the retail 
lumber industry, the Florida Lumber & Mill- 
work Association should discuss and rule 
upon the territory in which a retailer should 
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What Is Ethical Practice 
as Covered by the Na- 
tional Distribution Code? 


do business. By this we mean that one dealer 
should not be allowed to ship into another’s 
territory for any reason. By this we mean 
that a retail lumber dealer in Orlando should 
not be permitted to sell lumber in say, Lake- 
land or Tampa, and which sales are handled 
from the Orlando office with no established 
connection in either Lakeland or Tampa, 
This practice is permitting the retail yard, 
owned and controlled by mill or wholesaler, 
to ship anywhere within the State, and it is 
not confining its activities to its logical ter- 
ritory. 

Another complained of and unethical prac- 
tice is the allowing by some of the mills of 
the 7% percent commission to a few yards in 
different sections of the State in considera- 
tion of which that yard is giving the mill all 
of its business. This practice was started 
some years ago by some of the roofing people 
and it was bitterly complained of by the 
yards. 


Allowing Wholesale Commission to Yards 


It is our understanding that the mills in 
allowing 7% percent commission to whole- 
salers were compensating them for soliciting 
the business, traveling the territory, carry- 
ing the accounts and paying cash for the lum- 
ber. It seems as though some of the larger 
manufacturers have seen fit to allow this 7% 
percent commission to some of the larger chain 
yards and some of the local yards, meaning 
that not only has the wholesaler been elimi- 
nated from competition, but also that the 
other retailers in these cities and towns are 
handicapped to the extent of about $2 a thou- 
sand feet in purchasing their requirements, 
and we can not see but that this is a dis- 
criminatory act on the part of the manufac- 
turer against the legitimate wholesale dealer, 
or a yard that is unable to discount. Further- 
more, it has been brought to our attention 
that one of the yards that gets this wholesale 
allowance is advertising its prices as whole- 
sale cost, plus the cost of doing business, and 
most likely the wholesale commission is 
being used to undersell the other yards. We 
do not know of anything that will induce 
price cutting and weaken the credit struc- 
ture of the yards more than this practice of 
allowing a wholesale commission to the re- 
tail dealers, and since we know that the 
Florida Lumber & Millwork Association has 
the good of the retail dealer first in mind, 
we vigorously protest against the practice of 
allowing 7% percent commission to any re- 
tail dealer under any condition. 

In the distribution code, which has been 
generally adopted, a lumber retailer is de- 
fined as “one who maintains adequate and 
permanent storage and handling facilities; a 
sales organization for the consumer, and ¢car- 
ries a well assorted stock of lumber adapted 
to the needs of the consumers in his sales 
territory.” 

We feel that this is a true definition of a 
retailer, and that if he intends operating in 
a wholesale way, he can not expect any con- 
sideration from the wholesaler. 


In this connection we wish to quote from a 
letter recently received from W. W. Schupner, 
secretary-manager of the National-American 
Wholesale Lumber Association, of which a 
good many of us wholesalers are members: 


When it comes to allowing retailers the 
wholesalers’ commission we are absolutely 
against such practice and I do not think that 
any mill that is a member of the manufac- 
turers’ association will deny that such a prac- 
tice is opposed to good distribution. We have 
agitated this before the retail associations 
and have had their co-operation toward dis- 
couraging their members to pose as whole- 
salers for the purpose of obtaining the whole- 
salers’ compensation. We consider this one 
of the most pernicious factors we have to 
contend with and it is unfortunate that some 
mills fail to see the demoralization they are 
bringing about by granting an unmerited 
concession to a customer which concession 1s 
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intended to cover the cost of a legitimate 
and recognized function. The retailer who 
overlooks the wholesaler and goes direct to 
the mill, in my opinion, can expect no con- 
sideration whatsoever from the wholesaler. 
Of course, one evil does not correct another, 
put I have no patience with the retailer who 
insists upon protection from the wholesaler 
and will not accord recognition in turn. This 
must all be handled on a reciprocal basis. If 
one could picture a community where all the 
retailers refused to buy of wholesalers and 
went direct to the mill, certainly no one 
could fairly say that wholesalers had no 
right to go into that community and sell any 
trade that they cared to solicit. 

While we do not wish to appear mandatory, 
we call upon the Florida Lumber & Millwork 
Association to give these requests prompt con- 
sideration, and if these matters can not be set- 
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tled at this meeting, it is our suggestion that 
a committee of two retailers, two manufacturers 
and two wholesalers be appointed to come to a 
mutual understanding and to pass this agree- 
ment on to your membership for final considera- 
tion. And we ask that in the appointment of 
this committee no one from the retailers who 
has been doing a wholesale business or who has 
been receiving the benefit of the 7% percent 
commission be appointed, and no manufacturer 
be appointed, who is allowing a 7% percent 
commission to retailers or who has an interest 
in any Florida yard; and that the wholesale 
representatives be appointed from the member- 
ship of the Jacksonville Wholesale Lumbermen’s 
Association. We consider these matters of great 
importance and we ask that you use every effort 
to give us an early answer to these requests. 








' 





these functions being 7.35 percent. 


A. General functions: 


EBON. 6.h6.00 ddd eéKD Keowee RS 0.54 
i MD 6 bbetavereen Nene ewer ees 18 
Se. PE bead oe cr teo0ede'e o's 01 
4. General administration— 

1. Fiscal administration ....... 1.69 


2. Government supply services... .10 
3. Public-buildings service .... .70 
4. Civil pensions and allowances 
and Federal payments to civil 


service and foreign service 

retirement TURES 2. cc cr cccses D4 
5. Other general expenses...... .09 
Total, general administration.. 3.12 


General Gov- 
buildings, including 


5. Construction of 
ernment 











GE 55 20a nue OO eee eee enne es .60 
Total, general functions ....... 5.25 
B. Military functions: 
1. National defense— 
CN nn ra nt Weeki eh a eel 13.70 
2. Buildings and other struc- 
tures, including sites ........ 84 
OEE cock Aw cheer Paronvess 88 
4. Naval construction, ships.... 1.10 
Total, national defense......... 16.52 
2. Military, pensions,; annuities; 
compensation, homes and hospi- 
tals for war veterans, and life- 
[MSUFANCE CIBIMIE 2.02 cccccceces 24.00 
Total, military functions ...... 40.52 


(. Civil functions: 
1. Foreign relations and protec- 
tion of American interests 
re eh 36 





2. General law enforcement ..... 1.29 
3. Provision for control of cur- 
rency and banking............ .28 
4. Administration of Indian af- 
GN.) 1 inlala a acme ara ack wma eine blame .79 
5. Administration of public do- 
BG chvccdteseanavhares ewe aeecs .99 
6. Promotion and regulation of 
commerce and industry........ 57 
7. Promotion and regulation of 
aerial transportation ....scccss 24 
&. Promotion, regulation and op- 
eration of marine transporta- 
tion— 
L, SND 5 cc oesnseceeseedeasan 1.88 





How Federal Income Is Spent 


As an aid toward clarity in thinking about Federal taxation and expenditures, 
the following figures are excerpted from the last report of Director of the Budget 
J. Clawson Roop, these covering actual expenditures for the fiscal year 1931. 
charges and retirement are classified as non-functional expenditures which amounted 
to 26.84 percent of the total; military functions took up 40.52 percent, and legisla- 
tive, judicial, executive and general administrative charges made up 5.25 percent— 
these three main classifications amounting to 72.61 percent of the total. 
civil functions the expenditure was 27.39 percent of the total; two items—postal 
deficit and agriculture amount to 9.20 percent, 18.19 percent of the budget being 
utilized to cover the other eighteen civil functions listed. Administration of the 
public domain, Indian affairs and the District of Columbia took 2.98 percent; law 
enforcement, 1.29 percent; labor and naturalization, 0.46 percent; welfare activities 
including public health, relief, education and research, 2.62 percent, the total for 
Of a nature more closely connected with busi- 
ness, currency and banking, foreign trade relations, regulation of commerce and 
industry, of land, marine and air transporation, and of the fisheries took 3.71 percent, 
and the remaining 7.13 percent was expended for public improvements. 


Debt 


For twenty 


2. Capital stock, Inland Water- 
WAFH COTPOTRTIOR .cccccceses 07 
Total, promotion, regulation, 
and operation of marine trans- 
er re er ee ee 1.95 


Promotion and regulation of : 
land transportation .........--. 25 

















19. Postal Service (deficiency in 
WONCEE TOVOGRGORD ccc csvecevecns 3.42 
11. Promotion and regulation of 
agriculture 
5. TOS bc cke td ncak and aie onwex 1.50 
2. Agricultural marketing loans 
DGG Gcntevenv rate bn aeedeaen 4.48 
Total, promotion and regula- 
tion G€ ASTICUITGrE. ..ccecere 5.78 
12. Promotion and regulation of 
Pe cinch ckd embed ane see es d 
13. Promotion of labor interests... .22 
14. Immigration and _  naturaliza- 
eer T ee rere ere 24 
15. Promotion of public health.... .47 
16. Promotion of public education. .40 
17. Science and research, general.. .59 
18. Public improvements— 
i 7 Ee ae ere re ee 4.05 
2. Rivers and harbors.......... 1.75 
Ss QUUENGS 26k ob vv cerevenn 90 
BW cece dtesbcswees sk acees 43 
Total public improvements... 7.13 
19. District of Columbia, Territorial, 
and other local governments... 1.20 
20. Relief expenditures ........... 1.16 
Total, civil functions..........2%.39 
D. Nonfunctional: 
1. Refunds, losses, and miscellan- 
COG ceccvesvevees re ne 2.13 
2. Fixed-debt charges— 
1. Public-debt retirements 
chargeable to ordinary re- 
ee ee eee er ee 10.35 








2. Interest on the public debt. .14.36 
Total, fixed-debt charges .24.71 
Total, nonfunctional ........ 26.84 

100.00 
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President's Conference Reports 
on Home Finance, Taxation 


The effect of taxation policies on home own- 
ership is reviewed in the second volume of 
reports of the President’s Conference on Home 
Building and Ownership, which is entitled 
“Home Finance and Taxation.” 


The high cost of financing is considered the 
chief reason for the high cost of homes, and the 
chief deterrent to home ownership. Second 
mortgages are needed in two-thirds or more of 
home purchases, and present legislation or poor 
appraisals is the reason for high bonuses on 
second mortgages, certain financial institutions 
being precluded from investing in mortgages 
amounting to more than 50 percent of appraised 
value, or, in order to insure liquidity of bank- 
ing assets, from holding them for more 
than a few years. It is believed that long-term 
amortized loans up to 75 percent of appraised 
value, discountable at the proposed Federal 
Home Loan Discount Banks, would avoid the 
necessity for second-mortgage financing, and 
would also make easier the renewal of mort- 
gages in time of depression, thus removing one 
of the hazards of home ownership. 

Reformation of local taxation practices, and 
reduction of local taxes, is urged, it being stated 
that millions of homes are now paying up to 
3 percent on their capital value, while there is 
often multiple taxation through mortgage taxes 
and special assessments. As remedies it is sug- 
gested that part of the tax burden be shifted 
from real estate to ‘securities. The probable 
effects of allowing a property tax offset under 
an income tax, and of tax exemption, are con- 
sidered. Remedies are proposed for bad fore- 
closure laws and clumsy mortgage acts. 


Complaint as to the heaviness of local taxes 
might be considered in light of the survey now 
being conducted by the Engineering News- 
Record, which indicates that local taxes have 
increased for two principal reasons—a raise 
in the standard of living and the undertaking 
by municipalities of necessary functions which 
they can perform at less cost than their citizens 
could perform them individually, so that they 
really represent economies. Another reason for 
high local taxation which is seldom mentioned 
is that during the Great War the local com- 
munities were forced by Federal legislation to 
defer needed improvements, which later had to 
be made at higher cost, which cost burden has 
been enormously increased by currency defla- 
tionary measures beyond their control. Simi- 
larly, it is not taken into account that all the 
immense burden of unemployment relief has 
been thrown on local communities, though Fed- 
eral reconstruction measures acknowledge that 
the principal responsibility is not theirs. 

Volume 1 of this series deals with “Planning 
for Residential Districts,” and contains reports 
of the committees on city planning and zoning, 
subdivision layout, utilities for houses and land- 
scape planning and planting. It furnishes con- 
cise and authoritative information on these 
wider aspects of the housing problem, and up- 
todate bibliographies. 

Volume 3, “Slums, Large-Scale Housing and 
Decentralization,” considers blighted areas as 
an expense, the cost of wiping out slums not 
being so great as the tax expense of maintain- 
ing them, and as a social menace, because slum 
votes maintain corrupt municipal governments. 
It considers decentralization of industry, 
through reform of the railroad rate structure, 
as one remedy. It also says that, for its own 
security, industry must accept the responsibility 
for housing improvement, or face the alterna- 
tive of housing by public authority. It believes 
that through tax exemption to limited-dividend 
corporations, and the economy of large-scale 
building technique, there may be an immense 
and profitable market created. 

Copies of these volumes may be obtained at 
$1.15 each, postpaid, from Dr. John M. Gries, 
exectitive secretary President’s Conference on 
Home Building and Home Ownership, Depart- 
ment of Commerce Building, Washington, D, C, 
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Southern Cypress TX Work Effective 


President in Annual Meeting Stresses Need for Intelli- 
gent Cultivation and Education of Consumer—Water 
Rates and Truck Transportation Regulation Urged 


JACKSONVILLE, FFLA,, May 23. The twenty 
seventh annual meeting of the Southern Cypress 
Manu‘acturers’ Association was held in’ the 
Mayflower Hotel here, May 18, with President 
(, R. Maepherson, of Palatka, I'la., presiding 
and practically all of the membership in attend 
ance, In addition there was 
number of visitors. 

In his annual address 
reviewed the lumber business of the last few 
years, and particularly the situation with rel 
erence to cypress and then said 


also a goodly 


President Macpherson 


These year of depression have forced the 
lumber industry to study its problems and to 
seek remedies New uses and new produets 
have been found Production costs have been 
tremendously lessened and waste reduced, 
Organized resistance has been set up against 
a competition which too long we let take the 
consumer away from us test of all, pet 
haps, thi depression ha tuught us that 
price alone will not sell lumber We have at 
lenst been forced to hecome consumer con 
clous and are now trying to protect the man 
who finally uses our product, with trade- and 
grade-mark and to tempt him with fabri 
cated item ready for his use. We know 
now that intelligent cultivation and educa 
tion of the ultimate constmer ts hecessarys 
if the industry is to survive, Old methods of 
distributing lumber are facing a test out of 
which | believe many changes in method will 
eventually come In these changes we, the 
manufacturers, must bear a foremost part to 
the end that we have greater control over 
our product after it leaves the mill 


In closing he stressed the value of association 
work and urged the membership to continue to 


contribute its part toward making the organ 
ization effective, 

In his brief annual report, Secretary T. M. 
True. of Jacksonville, told of the work of the 


association during the year and of the trade ex 
tension contacts of B. R. Ells, which had kept 
the secretary's office exceedingly busy. 


Trade Extension Work 


Reports of standing committees were routine, 
indicating, however, that in spite of an inactive 
market, all committees are functioning and 
looking after the interests and details of the or 
ganization. The report of Vield Representative 
Fllis, which was extemporaneous, was of par 
ticular interest. The personal contacts made by 
Mr. Ellis have developed an increasingly better 
understanding on the part of the architects, 
builders, yards and users of cypress. There is 
more faith developed in the good properties of 
cypress when a_ straight-out “talk from the 
shoulder” is put over. He also pointed out 
where mistakes had heen made, with recom- 
mendations to correct them. Particular stress 
was laid on the necessity for trade-marking and 
grade-marking cypress, so that the buyer and 
user would really have a guaranty of receiving 
tide-water He spoke of making in 
vestigation of an occasional complaint of failure 
of cypress, these investigations being made at 
important manufacturing plants and oftentimes 
where cypress had been used for many years in 
tanks, vats and the like. It developed that 
failure to give satisfaction was because the 
proper grade had not been used, the buyer get- 


cypress. 


ting a quality that was entirely unsuited for 
the purpose intended. Explanations brought 
about a renewal of cypress friendship, so to 
speak 

The matter of supervision of port-to-port 
water rates came in for a free discussion, and 
it was evident that the cypress lumbermen 
would like to see these rates come under the 


direction of some regulatory body, similar to 


the Interstate Commerce Commission, prefer 
ably the commission itself, so that so called con 
ference and non-conference rates, as well as 
rate slashing by independent lines that does so 
much to upset markets, could be brought under 
authority. The trattic department presented a 
resolutions for consideration. which were 
fully discussed and unanimously alopted. These 
resolutions called attention to the increasing 
growth of truck and bus transportation which 
is in dircet competition with the railroads to 
the detriment of the latter, and that therefore 
such carriers, including water and air, be placed 
under Federal jurisdiction and regulated pref 
erably by the Interstate Commerce Commission. 

The report of the traffic department as read 
by Secretary True told of the various claims 
that had been handled; of the numerous 
rate questions that had been investigated and of 
the various bills pending in Congress which 
should have the attention of all the membership. 


Election of Officers 


The election of officers was quickly disposed 
of, the same executives being re-elected and 
with only one change being made in the board 
of directors, John A. Bruce, Perry, Fla., taking 
the place of Vf. L. Dakin, Scranton, Pa. The 
elected executive officers are: 


ret ol 


resident—C. R. Macpherson, Palatka, Fla. 


First vice president—A. G. Cummer, Jack- 
sonville, Fla, 
Second vice president——-L. W. Gilbert, Don- 


ner, La, 
Treasurer—E, G. 
Secretary—T. M. 


Swartz, 
True, 


New Orleans, La. 
Jacksonville, Fla, 
Instructive addresses were made by Dr. 
Thomas I. Snyder, senior entomologist of the 
bureau of entomology, United States Depart 


ment of Agriculture, and by W. H. Scales, 
architectural engineer of the National Lumber 
Manufacturers’ Association. Dr. Snyder's sub- 
ject was “Termites,” and his address showed 
long and arduous study of this almost nation- 
wide pest. Stress was laid on the necessity for 
proper construction, ventilation, and other items 
that should be locked into, It is not always pos- 
sible for the builder of a modest home to use 
treated material, but he can at least make sure 
that ventilation be considered and that all waste 
aud reiuse about the building be destroyed. 

in his talk, Mr. Scales gave the meeting a lot 
of things to think about. tle especially featured 
co-operation of the sales departments with the 
field promotion work, recommending teamwork 
if the best results were to be obtained. 

Report of the statistical work of the associa- 
tion was made by LD. G. Coit. Requests for ac- 
curate information regarding production, stocks 
on hand ete. had been furnished by the mem- 
bers almost 100 percent. figures presented 
showed that the cypress manutacturers were 
holding down production to about 25 percent 
of capacity, a record that was not surpassed by 
any other wood. Ile stated, however, that in 
spite of the greatest curtailment in the history 
ot the industry, there was still too much lumber 
being made and that there was on hand a 
greater amount than could be consumed for 
mouths to come, even though production was 
entirely discontinued. The large manufacturers 
are curtailing, and while this did not come up 
for discussion at the meeting, it was discussed 
on the side. The fact is, the small mills are 
now cutting the finest trees that can be obtained. 
Inferior logs are not bought by the mills that 
own no timber, and it will eventually develop 
that if and when the market again becomes 
normal, a tremendous percentage of small and 
inferior timber will come in for manufacture. 

In spite of the quiet market and low prices, 
the cypress manufacturers looked cheerful. 
There was a smile with each handshake, and 
undoubtedly they have returned home with a 
feeling that conditions must eventually change 
for the better. 


Central Kansans in Annual 


SALINA, KAN., May 14.—The twelfth annual 
convention of the Central Kansas Lumbermen’s 
\ssociation was held this year in May, on the 
12th and 13th, though it has been customary 
for the association to convene in April. The 
change was justified, because cold and rain 
were avoided, and the members enjoyed warmth 
and sunshine. There were about 200 registered, 
from all parts of Kansas, the association being 
State-wide in its scope. 

The regular session opened Thursday after- 
noon at 2 o'clock in Memorial Hall, with Presi- 
dent D. D. Currier, of Leidigh & Havens Lum- 
ber Co., Concordia, presiding. FE. A. Duen- 
sing, of the Duensing Lumber Co., Concordia, 


Mo., president of the Southwestern Lumber- 
men's Association, brought the greetings of 
that body. 

C. C. Isely, of C. C. Isely Lumber Co., 
Dodge City, Kan., tried to answer the ques- 


tion, “What Is Essential for Business Recov- 
ery?” He asserted that it is generally acknowl- 
edged that war debts and reparations can not 
be paid in full, and that it would be good busi- 
ness to trade off the worthless part as a credit 
of 20 or 30 percent on purchases of wheat, meat 
and cotton by debtor countries, as such pur- 
chases would serve to restore farm prosperity 
and revive the activity of American industry, 
which is largely dependent on the American 
farmer for its trade. 

lor the annual banquet, served 6:30 Thurs- 
day in the Rorabaugh Tea Room, there were 
159 reservations, and this was the chief social 


event of the convention. The address of the 
evening was delivered by Rev. R. M. Pratt, of 
the Unitarian Church, Salina, and delighted his 
audience. A comic opera furnished much 
amusement, parts in this being taken by Her- 
rold de Grosse, E. F. Padgett, and Mesdames 
L. C. Webb and W. H. Cannon. 


Tells Breakfasters About Reconstruction 


The annual breakfast for attendants at the 
convention was served Friday morning—for 
women at the Rorabaugh Tea Room, and for 
men at the Lamer Hotel. The men’s break- 
fast session was addressed by J. R. Geis, of 
Salina, a member of the advisory committee of 
the Kansas City office of the Reconstruction 
Finance Corporation, who emphasized that na- 
tional confidence was being restored by the op- 
erations of that organization. 

At the Friday morning session, “A Plan for 
Tax Relief Needed by the Lumber Industry,” 
was the subject of C. O. Hendrickson, of the 
Hendrickson Lumber Co., Esbon. He pointed 
out the desirability of equalizing tax burdens, 
by placing a larger part of the load on intan- 
gibles, and thus abandoning the unwise policy 
of penalizing the home owners and the farm- 
ers, and he suggested that the State-supported 
colleges be asked to make a survey of the tax 
situation, and submit a program for revision of 
the taxation system. J. W. Berry, of the 


Golden Belt Lumber Co., Manhattan, Kan.. a 
veteran member of the association, was not in 
favor of drastic changes, warning that the 
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school system often suffered most from revi- 
sions in systems of taxation, and he urged care 
in adopting any program. 

H. B. Watkins, advertising manager of the 
Masonite Corporation, Chicago, gave an address 
entitled “New Business and How to Get It.”- 
A discussion of collections was led by W. A. 
Crihfield, Crihfield-Teeter Lumber Co., of Gen- 
eseo, second vice president of the Central Kan- 
sas association. David P. Livingston, of Chi- 
cago, delivered his address on “Increasing 
Farm Profits With Proper Buildings,” which 
was reported at length in the AMERICAN LuM- 
BERMAN itt connection with a meeting of the 
Illinois retail association. 

The annual election, held late Friday after- 


AMERICAN LUMBERMAN 






noon, resulted as follows: 
President—Evan P. Griffith, E. E. 

Coal & Lumber Co., Manhattan. 
First vice president—J. R. Montgomery, Sa- 


Griffith 


lina, 

Second vice president—Bert Hibbs, Her- 
ington, 

Secretary-treasurer—J. N. Elliott, Eber- 
hardt Lumber Co., Salina (re-elected). 

Directors—(New) Fred Bronson, Wichita; 
Clayton Fullington, Clay Center, and Biil 


Norton. (Hold-over) John M. Hous- 
Houston-Doughty Lumber Co., Newton; 
Nulty, Jewell Lumber Co., Jewell, and 
Church, Church Lumber Co., McPher- 


Isaacs, 
ton, 

a 
yr. H. 


son. 


Resolutions of the Convention 


The last business of the convention was the 
adoption of the resolutions. Two of these were 
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concerned with home ownership, one asking 
for such spreading of the tax burden that the 
investor in a home be not taxed any higher 
than if he invested his money in any other way, 
and another asking that Kansas senators and 
representatives give their support in Congress 
to the Home Loan Discount Bank measure. 
Cement manufacturers were urged, in one reso- 
lution, to confine their sales to established deal- 
ers, the Federal Government and the railroads; 
another resolution asked that cement manufac- 
turers sell, and retail dealers buy, for delivery 
by railroad only and not by truck, and a fur- 
ther resolution urged enactment of Federal and 
State laws to control motor truck operation, 
competition and rates. 


Arkansans Told of Employment Campaign 


Litre Rock, ArK., May 23.—At the twenty- 
eighth annual convention of the Arkansas As- 
sociation of Lumber Dealers, held here May 17, 
at the Hotel Marion, Oran J. Vaughan, of 
Searcy, was elected president. Mr. Vaughan 
is a member of the Smith-Vaughan Mercantile 
Co, and is past department commander and 
present membership chairman of the American 
Legion in Arkansas. Other officers elected are: 


Vice president—J. F. Heinz, DeQueen. 
Treasurer—R. J. Williams, North Little 
Rock. 

Directors—Frank Dyke, Fort Smith, J. W. 
Wilson, El Dorado, T. J. Reynolds, Hot 
Springs, C. R. Black, Corning, J. IL: Leslie, 
Pine Bluff, Gazzola Vaccaro, Forrest City, 


J.C. Robbins, Suttgart, Andrew Smith, Little 
Rock, John McLeod, Cotton Plant, C. C. Curl, 
Helena, J. J. Hiegel, Conway, E. C. Nowlin, 
Little Rock, FE. C. Barton, Jonesboro, W. C. 
Chamberlin and J. W. Trieschmann, Little 
Rock. 

Leonard P. Biggs, of Little Rock, is perma- 
nent secretary of the association. 

The one-day convention was opened shortly 
after 10 a. m. Group singing was led by 
Mrs. L. P. Hutton. Retiring President W. C. 
Chamberlin, of Little Rock, delivered an in- 
formal address. He was followed by the prin- 
cipal morning speaker, E. A. Duensing, of Con- 
cordia, Mo., president of the Southwestern 
Lumbermen’s Association. In his address, Mr. 
Duensing said: “It is time for the retail dealers 
in the lumber industry to assert their rights.” 
He declared that wholesale lumber dealers and 
lumber manufacturers had infringed on the 
rights of the retail dealers by venturing into 
retail selling themselves when times were good. 

There was a general discussion of subjects 
affecting the lumber industry immediately pre- 
ceding the luncheon, which was held at 12:30 
at the Hotel Marion. The luncheon speaker 
was A. G. Samuel, of Marianna. 

William Johnson, editorial staff writer of the 
Arkansas Democrat, Little Rock, opened the 
alternoon session with a semi-humorous address 
in which he said, in part, as follows: 

No business has been hit harder than the 
building industry. The trouble began in 1928 
With rising interest rates, in an attempt to 
check speculation. About the only building 
Foing on now is that of “building mansions 
in the skies,” and automobiles are providing 


plenty of tenants for those sky mansions, 
killing 32,000 a year. Nobody is more in- 
terested in the automobile industry than 
lumber dealers—you supply material for 


homes, and where would the motor industry 
be without homes to mortgage for purchase 


of cars. I don’t want to knock the auto, 
Which is a great invention, and has anni- 
hilated distance, bringing places close to- 


Sether that used to be far 
home and the poorhouse. 
You're in the business which will bring 
back good times, if the past is any index 
to the future. Recovery from every depres- 
Sion started with building, the nation’s sec- 
ond largest industry, next only to farming. 
Building is the first city and town industry. 
New construction normally runs $3,000,000,- 
000 a year; repairs, replacements, moderniz- 
Ing, $5,000,000,000. This has been halted for 
nearly four years as the decline began in 


apart—like the 


Value of Repair Work and Home Moderniza- 
tion Survey to Stimulate Lumber Trade in Little 
Rock Described by Speaker at Annual Meeting 


1928. It has been estimated that $25,000,000,- 
000 worth of building work is being dammed 
up and is ready to break loose with return of 
confidence and credit. The population gains 
1,500,000 annually with 1,000,000 marriages, 
so there is an enormous demand which soon 
must exert itself. To a large extent dull 
times prepare for good times; that is, they 
reduce costs, force economies, use up accum- 


ulations, preparing for the start up again 
with the national plant renovated. 
K. E. N. Cole, of 





Little Rock, director of 
the labor and employ- 
ment development com- 
mittee’s work here, told 
of the. work being done 
to provide work for the 
unemployed. This de- 





W. C. CHAMBERLIN, 


Little Rock, Ark.; 
Retiring President 





volved upon the build- 
ing industry and a plan 
has been worked out 
that is changed from 
time to time to meet 
the exigencies of the 
occasion. Speaking of 
the plan, Mr. Cole said, 
in part, as follows: 

Our plan is built around what we call the 
building and labor survey; that is, the ma- 
terial men and some of their free mechanics 
actually went out.and surveyed with a view 
to ascertaining the different items of work 
needed, if any, on every building, both busi- 
ness and residence, within the cities of Little 
Rock and North Little Rock. I could say 
that during the time this work was going 
on probably 300 different men gave their 
time. During the survey, the property own- 
ers saw the mechanics around, got in con- 
versation with them and decided then and 
there to have their homes put in condition. 
We also used this activity for numerous news 
stories, generously given by the local papers 
gratis, in creating interest and city con- 
sciousness of the need for repair and re- 
modeling of homes. 


Immediately after this survey was finished 
the material dealers got together and sub- 
scribed to an advertising campaign to be run 
for twelve consecutive weeks, a half page 
alternating in each paper each week during 
that period. During this time, in our further 
efforts to build up interest, we had speakers 
before all the civic clubs, the women’s clubs, 
Chamber of Commerce, and over some of the 
local radio stations. Simultaneously with 
this effort we prepared and mailed out 15,000 
copies of the Modernizing Booklet to every 
telephone subscriber within the two cities. 











We also prepared and placed on the street 
cars and in the show windows cards like 
those you see around the room. 

Our whole campaign has been built around 
the idea that he should do the work who 
needs it done and is able to have it done. 
We have kept away as far as possible from 
any idea of charity. 

In our advertising and talks we have been 
very careful to leave out anything that would 
indicate a reduction in wages for labor. We 
have tried to work around the thought of 
putting men back to work at normal wages 
and thus create normal conditions. 

The survey revealed chere were about 2,000 
vacant houses in the city. But of these 2,000 
more than 600 were reported as beyond re- 
pair; that is they were dilapidated to such 
an extent that it would be unwise to spend 
any money whatever on them. At the same 
time that survey revealed there were more 
than 1,500 antiquated homes—homes that 
could never be economically modernized, 
homes that. only the poor class of people 
would live in, homes that we ordinarily speak 
of as semi-business or boarding house prop- 
erty that must wait on development for their 
true income value. So if we take into con- 
sideration the houses beyond repair and those 
very much antiquated we find their number 
far exceeds the total number of vacancies. 

Now let me tell you what we found on 
vacant strictly modern homes. I happened 
to be one of those who rechecked this class 
of property in the territory six blocks wide 
running from Main to and including Gaines 
Street and that whole territory between the 
river and the city limits. In this area we 
found only three strictly modern vacant 
homes not needing repair. Only one of these 
homes was for rent. The other two were 
for sale. So with this information in mind 
I can not admit that Little Rock is really 
over-built. And I want to predict to you 
now that just as soon as general business 
conditions are stabilized and a little credit 
is available for building purposes, we will 
experience just about as big a demand for 
homes in Little Rock as we have ever had. 

Now about our prospects for repair and 
modernizing business. The survey in Little 
Rock will give you some idea as to what 
this means to us. We found, for instance, 
that there were something like 18,000 houses 
in Little Rock needing paint jobs. Think of 
it—18,000 houses! That means that if. the 
rain and sun and such things that go to- 
gether to deteriorate paint should suddenly 
quit, we would have no less than two years 
work for every painter within the city. If 
we could get that work started it would 
mean a boom in the paint industry and we 
could count out all houses beyond repair. 

This survey showed that there were 19,215 
other repair jobs needed in Little Rock, such 
as roofing, plumbing, wiring, bad founda- 
tions, plastering, walks and porches. Speak- 
ing of porches, there were 14,116 wooden 
porches in bad repdir. There were 4,308 
roofs that needed either replacing entirely 
or repair. 
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Floridians Study Merchandising Methods 


Business Ethics Also Come in for Frank 
Comment from Wholesale Group in Annual 
Meeting; Distribution Code Is Endorsed 


Or-_anpo, FLa., May 23.—By direction of the 
original charter, the Florida Lumber & Mill- 
work Association always meets in annual ses- 
sion in this city, and the twelfth annual con- 
vention got under way on May 12 with the 
address of welcome by Mayor S. Y. Way and 
response by Vice President Spencer Lainhart, 
of West Palm Beach. 

Rush H. Todd, of Ocala, president, expressed 
his gratitude for the excellent attendance and 
interest. He urged support of the efforts of the 
State forestry department to stop destructive 
fires and pleaded for the maintenance of ethics 
among all members and associate members for 
the safety of the lumber business. Clean yards, 
properly kept stocks and good merchandising 
are necessary to progress, in Mr. Todd's 
opinion, 

Secretary Frank Williams reported net in- 
crease of eleven in membership, seventeen new 
ones having been received and six lost. Treas- 
urer Ben Wand reported that all the activities 
since July have been financed with no decrease 
in financial strength. 

Recommendations of the directors, reported 
by R. S. Bechtelheimer, suggesting elimination 
of the initiation fee, leaving the financial re- 
quirement at $40 a year, payable quarterly, and 
that $200 be appropriated to fight against the 
forest fire danger were approved by the con- 
vention, 

The rest of the morning session was taken 
up by A. W. Holt, of Chicago, showing and 
explaining “The House Valuator Method of 
Merchandising.” 


Practical Sales Talks 


William E. Small, a former manager of the 
Wilbur Lumber Co., Milwaukee, who wintered 
at Miami, stood the afternoon forum on its feet 
by telling those present to keep mail order cata- 
logs handy and meet all beat-down-price efforts 
by comparison with the schedules carried by 
these so-called “sell it for less” organizations. 
These people have spent millions to convince 
the public that they are low in prices, and when 
a dealer can show that his price is in line with 
theirs, it’s sure some sort of a knock-out argu- 
ment, thought the speaker. 

“Make these people your competition,” advised 
Mr. Small. The customer, he argued, wants 
to know that he is not being over-charged. 
What can more readily convince him than when 
a dealer shows that his prices are no higher, 
and often lower than, the big far away organi- 
zations that he has been taught to believe are 
always under the scale of his home town mer- 
chant in any line. “And,” Mr. Small went on, 
“you can always beat the mail order houses if 
you know what they are doing. Make them 
your competition and forget the bankrupt or 
heartbroken dealer who is giving away his stuff 
for the moment.” 


Some Plans That Worked 


Mr. Small said he sent out a woman to ring 
door bells and invite the women of the neigh- 
borhood to come to the yard and see what was 
being done. A lot of them came and the result 
was .a great deal of excellent trade. He also 
saw that the yard was put in order and kept 
in beautiful shape, and thus created a good im- 
pression. 

Earl Harper, of Tampa and Plant City, stood 
up to say how right Mr. Small was. He got 
a bunch of Boy Scouts in uniform and sent 
them out to ring door bells. They found out if 
the occupants of houses owned or rented, what 


real estate men handled them, whether they 
needed repairs and paint, and who to see to get 
the jobs if they could be persuaded. 


This brought in information that netted $5,000 
worth of noncompetitive business and created a 
mailing list of owners and real estate men that 
is productive almost every day of profitable 
sales. This plan of direct to the customer is 
Mr. Harper’s best bet, and has had so many 
advantages over dealing with contractors that 
he wonders why he ever did it in any other 
way. 

Cites Foolishness 


H. H. Brenner, whose business at Davenport 
is often pointed to as one of the most successful 
in the State, said he was sore through and 
through. He buys lumber in carlots, pays for 
it in cash as soon as it is checked into the yard, 
and tries to maintain safe price levels. But the 
manufacturers and wholesalers who get his 
money often sell others who do not pay, and 
not paying, they put the 
lumber on the market 
at less than he can sell 
it for. “Why do they 
do it?” he asked, with 
intense feeling. “Here's 
what happened not long 
ago,” Mr. Brenner said. 





RUSH H. TODD, 
Ocala, Fla.; 
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for 





“We bought two cars of 
lumber and paid for it 
at once. The salesman 
on the same trip sold 
two cars to one of my 
competitors. This com- 
petitor has never paid 
for these cars yet, and 
he cut the price below what I could sell it for, 
and lost me a lot of trade. No wonder he could 
undersell me. He could have sold for $5 a 
thousand and made money, for he never paid a 
cent for the stock.” 

Mr. Brenner looked out over the crowd as 
if to say, “You asked for it,” and went on: 
“What are our associate members going to do 
about this? Their credit departments can find 
out whether a yard is good or not. They know 
all the time, but they are too frequently so 
greedy for business that any sort of risk is 
taken. I’m not telling them how to run their 
business, but I am telling them to stop ruining 
my business by any such methods. Sure, these 
fellows can undersell. Who could not if they 
do not pay bills? And dealers are getting 
stocks with which to tear down prices, from 
manufacturers who know when they ship them 
that there is grave doubt of ever getting their 
pay.” 

R. P. Paddison, of West Palm Beach, be- 
moaned no stability in prices on his side. Les- 
ter Foley thought that with closer dealer 
organization things were improving in Jackson- 
ville, and President Tedd told of a fellow at 
Lake City who sent himself a lot of telegrams 
quoting prices on a job in order to beat down 
dealers, who too frequently failed to check up 
on so called offers of low rates. 

Dave Lane, of Haines City, had quit giving 
a lot of time to big jobs that were always 








trimmed too low, and was centering on small 
jobs, usually secured without competition, 
Francis Igou, at Kissimmee, had adopted , 
policy of marking up instead of down, and ha} 
not been hurt at it. N. N. Jacobs, of DeLang 
told of nearly losing an order by careless figyr. 
ing, and Al Combs, of Gainesville, wondere 
what to do with the fellow who had stocks by 
no money and had to have money. “No wop. 
der he exchanges stocks for what money he cay 
get under such stress.” 

Earl Harper urged fairness to customers } 
Not long ago a man in a rural community tol 
him to ship a car of cement and one of rock 
for some buildings going up. He got to think 
ing about the cost in less than car lots. So he 
found a small dealer near the scene who could 
stock a car of each with the aid of the two 
orders, but could not take on so much without 
this certain sale. This dealer was given the c 
two orders, and made some profit out of them, | 
the purchaser saved money in the carlot rate 
thus secured, and Mr. Harper gained friends by 
conserving the interests of his customer and 
helping a fellow dealer to stock things he 
needed as well as to pick up a sale. 


Friday's Fireworks 

Lester Foley, of Jacksonville, reported on the 
Thursday afternoon forum at the opening of | 
the Friday session, and was followed by O. C€ 
Dick, of Brooksville, on “The Necessity for 
Orderly Distribution.” 

Harold S. Foley, assistant to the president 
of the Brooks-Scanlon Corporation, at Foley, 
led off for lumber on “Why Manufacturers, 
Wholesalers and Jobbers Should Support the 
Distribution Code.” He was quite sure the 
time had come for more clarity in the relation 
of the various departments of the manufacture 
and distribution of lumber; also that the busi- 
ness could not survive other than in fealty in 
every way to the legitimate and reliable dealers. 

H. L. Seymour, of the Phillips-Carey Co, 
Cincinnati, spoke for the roofing interests, and 
James L. Shands, of Shands & Baker, Jackson- 
ville, for the jobbers. 

Al Combs, with yards at Gainesville and St F 
Augustine, presented letters and documents to 7 
show that conditions in the brick and tile trade 
are very badly demoralized, with little prospect 
of relief. 

Gene Chiasson, vice president of the Mack- 
Chiasson Lumber Co., Jacksonville, in behalf ot 
the wholesalers, frankly discussed some prob- f 
lems of mutual interest. [Mr. Chiasson’s pres- 
entation appears in full on pages 32-33 of this § 
issue.—EpITor. | ‘ 

On motion, President Todd was instructed to 
name a committee of three dealers and _ three 
associate members to investigate the question 
of wholesale commissions to retailers and to 
report later to the directors and through them 
to the whole body either by mail or at a special & 


meeting. 
FRIDAY AFTERNOON 


Haynes Mahoney, of Jacksonville, did not 
think the dealers had any business worrying 
about the licensing of contractors, that being, in 
his mind, something for the contractors to work 
out. 

It was decided to go back to semiannual meet- © 
ings instead of quarterly, and on vote the lum- 
ber distribution statement was formally en 7 
dorsed. The place of the November meeting 
was left open. 

A resolution advocating more restrictions and 
control of truck and bus traffic was passed, 
even though opposed by the president, who was 
not sure the association was called upon to do 
any more for the railroads than it is now doing. 


New Officers Chosen 


The report of the nominating committee 
headed by Earl Harper, of Plant City, com 
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mended the work of the present executive staff 
in unstinted terms and named them for re-elec- 
tion, which report was adopted to select the 
following officers to serve until May, 1933: 
president—Rush H. Todd, Ocala. 


Vice president—Spencer Lainhart, West 
Palm Beach. 
Treasurer—Ben Wand, Jacksonville. 


Directors—National: R. R. Paddison, West 
Palm Beach, succeeding Courtney Knowles, 


Tampa; at large: W. E. Tylander, Fort 
pierce, succeeding W. F. Sneed, Lakeland; 
associate: Frank M. Traynor, Tampa, re- 


elected. Bob Lane follows Bill Tylander, di- 
rector at Fort Pierce; these others also being 
new: A. Renault, Coral Gables, Miami dis- 
trict; Tom A. Brotherton, Sanford, Orlando 
district; George Gault, Ormond, Halifax dis- 
trict, and Vernon C. Widerquist, Fort Meyers, 
Fort Meyers district. 

Directors re-elected were: P. J. Feitner, 
Oceola, associate; Lester Foley, Jacksonville; 
Winston Ramsey, Tampa; W. G. Shepard, 
sarasota; A. B. Crouch, West Palm Beach; R. 
s, Bechtelheimer (Lakeland district) Dade 
City; L. E. Todd, Ocala. 


NOTES OF INTEREST 


A. Renault, new director from the Miami 
district, is back in offic'al harness. He’s a 
great traveler and is familiar with a large 
part of the United States. 

Bob Lane, named director at Fort Pierce, 
recognizes the hard job he has to follow Biil 
Tylander, so many years a leader of the as- 


sociation work. Mr. Tylander, by the way, 
missed the meeting because he was at the 
South Florida Episcopal Church convention 


at Lakeland. 

President Rush Todd is proud of the part 
he had in making a lighting contract for his 
city of Ocala, that will save a million dollars 
in ten years. 


Bill Sneed, past president, of Lakeland, who 


has sold out his business, was elected an 
honorary member of the State association. 
The same honor was accorded Hervey W. 


Laird, of Lakeland, news representative of 
the AMERICAN LUMBERMAN, 


Tom A. Brotherton, of Sanford, who suceeds 


Joe McCormick as Orlando district director, 


is a serious minded fellow in business and 
a civie leader of his section. 
George Gault, of Ormond, a new director, 


is an Ohio transplant who has dug in solid 
in Florida. 


0. C. Dick, of Brooksville, objects to the 
term “dealer.” “TI like ‘lumber merchant’ much 
better,” he said. 

Harvey Dickson, wholesaler of St. Peters- 
burg, always says: “Be sure to play me up 
on the front page of the AMERICAN LUMBER- 


MAN.” He never misses a meeting and is 
ever helpful to the dealers. 
A rule that is always kept by Vernon G. 


Widerquist, of Fort Meyers, is to know every 
day what his business is doing. 

30b Bechtelheimer, of 
escaped politics 
forced him to 


Dade 
in his county. 
run for the 


City, barely 
They almost 
legislature. 


H. H. Brenner, of Davenport, is a machine- 
gun type of speaker. He shoots at the spot 
and there is no chance to misunderstand him. 


Harold Foley, of the Brooks-Scanlon Cor- 
poration, had the fellows sitting up when 
he told about his father taking a couple of 
“snorts” out of a jug in the old days when 
he figured deals. 

Baker Arnold, millman of Groveland, and 
“Nancy” Hankins, same sort, of Loughman, 
are regulars at dealer meetings. Baker's 
mind works easily on financial discussions, 
and Hankins turns often to literature. Each 
tells a story well. 





British Honpuras is making arrangements 
to have its own sawmills so that it can export 
direct instead of sending the logs to United 
States sawmills, said Sir Philip Cunliffe-Lister, 
Colonial Secretary for Great Britain, at a re- 
cent luncheon held at the House of Commons 
in London to disseminate knowledge of Empire 
timbers, and he is proposing a scheme to give 
colonial forest officers six to nine months’ train- 
ing with English firms to acquaint them with 
tre needs of that market. 


afternoon 
mittee, under the chairmanship of John W. 
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Wasuineton, D, C., May 23.—To meet the 


convenience of as many of the directors, com- 
mittee members and regional associations as 
possible, the National Lumber Manufacturers’ 
Association has postponed its annual meeting 
to June 2, 3 and 4, Congress Hotel, Chicago. 


Open sessions will be held the first day, with 


various committees meeting simultaneously in 
different rooms of the Congress Hotel. 
the chairmanship of Frank G. Wisner, the nomi- 
nations 
meet in room 1158. 


Under 


committee will 
At the same time a meet- 
ing of the trade extension committee and reg- 
ional association representatives, under the 


and recommendations 


chairmanship of R. B. White, will be held in 


room 1164, at which time consideration will be 


given to research, promotion, publicity and mer- 
chandising, and co-ordination of National-re- 
gional individual company promotion activities. 
The Blue Book executive committee, under the 
chairmanship of George W. Dulaney, jr., will 


meet in room 1156 in the morning, and in the 
the inter-insurance exchange com- 


Watzek, jr., will meet in the same room. 

At the Friday morning session the president 
and secretary-manager and trade extension 
manager will make their reports, followed by a 
report and discussion on the recommendations 
made at the recent sales managers’ conference. 
This session will be held in room 1164. At the 
afternoon session the stockholders and directors 
will meet and the committee on recommenda- 
tions will make its report. There will also be 
reports on pending Federal legislation, which 
will include revenue bills, antitrust laws, protec- 
tion against Russian lumber, timber acquisition 
by the Federal Government, home loan bank 
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National Manufacturers’ Program 


bill, and proposed legislation covering Federal 
purchases. 
to the 
Board and the American Forest Products In- 
dustries. 


Consideration will also be given 
= . By : , 
United States Timber Conservation 


In the evening directors of the National asso- 


ciation and delegates of the retail and whole- 
sale associations will gather at dinner. 
dent A. C. Dixon will be toastmaster and there 


Presi- 


will be addresses by a representative of the 
National Association of Purchasing Agents and 


by a prominent architect. 


At the Saturday morning session there will 
be a joint meeting of directors and delegates of 
the retail and wholesale associations, and at- 
tempts will be made to answer the question, 
“What Can the Three Branches of the Indus- 
try Jointly Do to Relieve Conditions?” Sug- 
gested questions coming up at this session are: 

1, What can be done to reduce the cost of 
getting lumber from producer to consumer? 

2. How can lumber meet the current trend 
for low cost housing? 

3. What can be done to further co-opera- 
tion in merchandising and distribution? 

4. Which markets are most attractive to 
lumber this year? 

5. Lumber’s interest in reports of the 
President’s Conference on Home Building and 
Home Ownership. 

6. Plan for use of radio in behalf of lum- 
ber and forest products. 

7. Shall the organized lumber industry ex- 
hibit at the Century of Progress Exposition? 

What can be co-operatively done on Fed- 
eral legislation such as Home Loan Bank 
bill; Russian lumber imports; antitrust legis- 
lation, and such national projects as the work 
of the United States Timber Conservation 
Board? 


Associated Coopers in Annual 


MeEMPHIs, TENN., May 23.—Guy Frazier, 
G. I. Frazier Co., Memphis, was elected presi- 
dent of the Associated Cooperage Industries of 
America, at its seventeenth annual convention 
which closed a three-day meeting at the Hotel 
Peabody here May 13. Louis F. Horn, of St. 
Louis, Mo., was re-elected secretary, and Miss 
M. T. Rogers. of St. Louis, was re-elected 
assistant secretary-treasurer. Other officers 
elected were: 

Slack stave heading and hoop group—H. T. 
LaNieve, Cate-LaNieve Co., Memphis, vice 
president; O. T. Steudle, Mills-Shoals-Coop- 
erage Co., St. Louis, Mo., and L. D. Boone, 
Boone Cooperage Co., Grenada, Miss., mem- 
bers of the executive committee. 

Tight stave and heading group 
Nervig, J. C. Pennoyer Co., 
president; R. C. Clark, G. I. Frazier Co., 
Memphis, and A. H. Wrape, Henry Wrape 
Co., Paragould, Ark., members of the execu- 
tive committee. 

Coopers group—H. P. Krallman, Pioneer 
Cooperage Co., St. Louis, Mo., vice president; 
H. C. Huntington, Sandusky Cooperage & 
Lumber Co., St. Louis, and C. J. Scott, Pioneer 
Cooperage Co., Chicago, members of the ex- 
ecutive committee. 


George I. 
Chicago, vice 





The convention opened on the morning of 
May 11 with meetings of the committees on 
traffic, grading rules and specifications, trade 
promotion and classification of tight barrels and 
kegs. A general meeting of the tight coopers 
group, led by C. J. Scott, Chicago, was held 
the same afternoon, at which time there was 
general discussion in reference to classification 
of barrels and kegs, and also of statistics. 

On Thursday morning, May 12, a general 
meeting of the slack cooperage group was held, 
led by L. D. Boone, of Grenada, Miss. After 
hearing the report of the grading rules com- 
mittee, W. F. Little, a member of the group, 
addressed the members on “Planning for 
Profit.” An open discussion of business condi- 
tions followed and it was pointed out that some 


improvement had been shown in the slack 
cooperage business during the last year. 

A meeting of the tight stave and heading 
group was also held during the morning with 
A. H. Wrape, of Paragould, Ark., presiding. 
A discussion of general business conditions 
featured this meeting. 

On Thursday afternoon a general meeting 
was held presided over by E. A. Powell, Mem- 
phis, the retiring president, who has served for 
two years. Reports of various officers and 
committees were heard, and officers were 
elected. This meeting was featured by an ad- 
dress by W. H. Gatchell, of the Southern Rail- 
way System, Washington, D. C., on the sub- 
ject of “Packages From the Carriers’ Stand- 
point.” 

On Friday morning a joint meeting of the 
tight and slack coopers was held to hear an 
address by C. A. New, secretary-manager of 
the Southern Hardwood Traffic Association, on 
the subject “Freight Rates on Finished Barrels 
—Tight and Slack.” Mr. New gave a complete 
resume of the rate situation and made recom- 
mendations as to plans for the next year. H. C. 
Huntington, of St. Louis, presided at, this 
meeting. 

Following this, a general meeting of all 
groups of the tight cooperage branch was held 
to hear reports of committees and an address 
by E. J. Kahn, on the “Future of the Tight 
Barrel.” Mr. Kahn’s address was most opti- 
mistic, and showed that some business improve- 
ment had been noted by tight barrel manu- 
facturers. 





Spruce production on the Prairie Provinces 
of Canada will be well below that of 1931, 
according to J. F. MacMillan, president Spruce 
Manufacturers’ Association, Edmonton, Al- 
berta. He emphasized that production in 1931 
had been 50 percent below that of the preced- 
ing year. 





Associations’ Plans and Activities 


Manufacturers’ Asso- 
Chicago. Annual, 
Club, Columbus, 


June 2-4—National Lumber 
clation, Congress Hotel, 
Roofer Manufacturers’ 
Monthly meeting 
14-15—Carolina Retail Lumber & 
Material Dealers’ Association, Seaside 
Myrtle Beach, 8. C Summer meeting. 


June 12 
Ga 

Building 

Hotel, 


July 





Illinois Association Board Meets in 
New Headquarters 


SPRINGFIELD, ILt., May 23.—At the first 
meeting of the board of directors of the Illinois 
Lumber & Material Dealers Association held 
since the headquarters were moved to this city, 
ten members of the board were present, there 
being only two absentees. After giving thor- 
ough consideration to association finances and 
the need for active field work, the board decided 
to retain two field service directors as long as 
possible. One service man will work the north 
half of the State, the other the South half, with 
the managing director getting out into the field 
in central Illinois territory. 

The board decided to hold four summer meet- 
ings, the first at Mt. Vernon, the second at 
Springfield, both of these to be held this week; 
the other two will be held during the first half 
of June, the dates and places yet to be de- 
termined. 

Managing Director James F. Bryan and his 
staff are now comfortably located in the new 
headquarters in the Public Service Building, 
and Mr. Bryan is giving active attention to the 
promotion of campaigns in various Illinois 
cities for the re-employment of men and 
money, largely through repairs and remodeling, 
and reports that eighteen cities in Illinois are 
doing special work along this line, with all civic 
organizations co-operating. 





Merchandising ‘Problems 


Mr. VERNON, ILL., May 24.— The southern 
Illinois midsummer meeting of the Illinois Lum- 
ber & Material Dealers’ Association here today 
was well attended and various parts of the 
territory more represented. The East St. Louis 
district had a delegation of fifteen. There were 
dealers present from as far south as Cairo and 
Harrisburg and some from the extreme east 
side. 

The opening session at ten o'clock, with 
President Fred C. Wenthe, of Effingham pre- 
siding, was attended by 35 dealers, and the two 
hours before lunch time were devoted to the 
subject “Selling Ethics of Manufacturers and 
Dealers.” President Wenthe outlined the sub- 
ject with a number of pertinent suggestions, 
and J. F. Bryan, of the headquarters office, 
followed with a brief talk. Then came general 
discussion. A majority of the dealers took part 
in this feature. There was a lot of interest and 
some constructive ideas and suggestions that 
can well be used by retail merchandisers in 
building materials; in fact, all lines of mer- 
chandisers could have profited had they been 
in attendance. 

Luncheon was served at 12:30, with more 
than forty dealers at the tables. There was no 
after-dinner program but at one o'clock the 
men_ re-assembled for the afternoon session. 
Charles Easterly, of Carbondale, a member of 
the State board of directors, presided by re- 
quest of the president. 

The first speaker was W. G. Joyce, field serv- 
ice director for southern Illinois, who discussed 
the “Importance of Up-to-date Cost Account- 
ing.” Mr. Joyce had some interesting and sug- 
gestive charts, and his address was replete 
with valuable information and instructions on 
the importance of every retailer knowing the 
state of his business at the end of each month. 
It was a fine presentation of the subject. 
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Ray Durham, of Harrisburg, a past president 
of the State association, gave one of his splendid 
addresses on the subject “Need of Co-operative 
Effort.” Mr. Durham is an interesting speaker 
and his address was one of the outstanding 
features of the day’s program. 

Mr. Bryan, managing director of the State 
association, discussed the subject ‘“Re-employ- 
ment of Men and Money” and gave information 
about the eighteen Illinois cities now organized 
and doing good work on behalf of unemploy- 
ment with the object of aiding a revival of 
business, 

About an hour was spent in general discus- 
sion and questions followed the three addresses. 
This was a valuable part of the day’s schedule, 
and it was gratifying to have so many retailers 
participate. The interest was an outstanding 
feature, and the meeting was voted one of the 
most profitable that has ever been held in this 
part of the State. 


Dealer Tells of Results a Cash-Credit 
Price List 


Toronto, ONT., May 23.—The Eastern On- 
tario Retail Lumber Dealers’ Association on 
May 12 held a meeting at Arnprior, the home 
town of A. D. F. Campbell, chairman of the 
association, and the members honored him by 
turning out in such numbers as to set a record. 

FE. D. Hardy, of Ottawa, gave the dealers an 
explanation of the recent developments in con- 
nection with insurance legislation. 

The dollar-for-dollar lumber trade promotion 
scheme was discussed and resulted in a motion 
being unanimously carried in favor of the 
scheme. As a result of this motion, negotia- 
tions will be entered into with the Wholesale 
Lumber Dealers Association to put the scheme 
into operation in the Eastern Ontario district 
in much the same manner as it is already in 
operation in the Southwestern district. 

At the afternoon session Chairman Campbell 
discussed the marketing of lumber and building 
supplies under present economic conditions, em- 
phasizing particularly the practical advantages 
of offering stock at two prices, one for credit 
sales, and one for cash sales. He was making 
a practice of this and was distributing printed 
lists of many of the more important items 
carried in stock, showing two columns of prices, 
one for credit and one for cash. By following 
this policy in practically all cases, he had suc- 
ceeded in bringing about an important change 
in his business. The reduction in price for 
those who paid cash was made sufficiently at- 
tractive to induce them to dig up the money if 
possible. Under his former policy, only about 
4 percent of his sales were cash sales. Under 
the new policy, during the last two or three 
months, cash sales have amounted to from 40 to 
50 percent of his total sales. 

Several other members reported that they 
were making use of the same idea, and getting 
good results. 





Mountain States Dealers in District 
Meet 


Puesio, Coto., May 23.— Officials of the 


Mountain States Lumber Dealers’ Association. 


were present at a well attended meeting held 
here last Tuesday at the invitation of the local 
organization of dealers. The meeting was pre- 
sided over by R. C. Todd, president of the 
Mountain States association. There were fifty- 
five dealers present from the area bounded by 
Colorado Springs and Limon on the north, 
Salida and Monte Vista on the west, Trinidad 
on the south, and Lamar on the east. The 
meeting continued from noon until 5 p. m., and 
was declared by all the dealers present to have 
been the most successful from the standpoint of 
actual results accomplished that they have at- 
tended in recent years. A good many “kinks” 





May 28, 19% 





in connection with business practice in this se. 
tion were satisfactorily smoothed out and , 
general willingness was expressed by the deal. 
ers present to co-operate toward complete 
elimination of all objectionable practices. 

30th President Todd and Secretary Allan T 
lint, of the Mountain States association, ex. 
pressed gratification at the results of the me. 
ing and the interest manifested by the dealer 
in this territory, _ 


Invite Recommendations for Dimer. 
sion Grading Rule Changes 


MEMPHIS, TENN., May 23.—At a meeting oj 
the Hardwood Dimension Manufacturers’ As. 
sociation on May 6, committees were appointed 
to receive recommendations for changes in the 
grading rules, this being the most important 
matter that came before the meeting, which wa; 
in session continuously from 10 a. m. until 5 
p. m. All interested users of dimension stock 
who have any suggestions to offer as to desired 
changes in the grading rules are invited to 
refer these to C. D. Dosker, secretary of the 
association, 4600 Louisville Avenue, Louisville 
Ky. If preferred, suggestions for grading rule 
for glued dimension may be sent to William 
Donnell, National Casket Co., Asheville, N. C, 
and for solid furniture dimension to M., M. 
Haden, EF. L. Bruce Co., Little Rock, Ark. 

An even dozen companies were represented 
at this meeting and all present expressed conf- 
dence in the future. The reception given di- 
mension stock by the-consuming trade during 





the present subnormal state of general business, | 


the members report, is proving in practice as 


well as in theory the economic soundness of the § 


use of dimension stock by various industries. 

Members of the association desire to give the 
users of dimension full opportunity for an ex- 
pression of their wishes in connection with 
changes in dimension grading rules, and it is 
hoped that there will be a large response to 
this invitation. 

It was voted to hold the next meeting of the 


association at Memphis during the annual con-f 
vention, in September, of the National Hard-! 


wood Lumber Association. 
ae 


Urged Passage of Federal Home 
Loan Bank Bill 


PitrspurGH, Pa., May 23.—The principal 
subject for discussion at the meeting of direc- 
tors of the Retail Lumber Dealers’ Associa 
tion of Western Pennsylvania, held here on 
May 13, was the Federal home loan bank bill 
now pending in Congress. After a full discus- 





f 


sion of the necessity for such legislation, tf 


was decided to urge every dealer to wire of 


write his congressman, giving specific reason = 
of a local nature why this measure should k® 


quickly passed. Dealers were asked to give 
some examples of the business condition @ 


they see it in their local communities, with 


actual examples showing the inability of home 
owners to secure funds for home financing 0 
for refinancing sound home investments. 

Among reports made by directors as to the 
conditions in their communities that were 0 
especial interest were these two: 

Very little figuring on new construction 
however, there has been some repair work 
which has helped our business. Mortgagt 
money being impossible to get, this is hold 
ing back new business. 

Business is on the upward trend. This wa 
supposed to be a depression; in reality it is4 
bankers’ panic. Let the banks loosen up ané 
we will go forward with a bang. Let ever) 
dealer get a profit on his sales, attend to hi 


own business, and forget what his competito] 


is doing. 
The general report was that because of it 


ability to secure mortgage money, the volum yy 
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of business throughout western Pennsylvania 
is off 50 to 60 percent. 


Western ont Northern Cedar 
Associations Consolidate 


MinneapPotis, MINN., May 25.—The “West- 
ern Red Cedar Association-Northern White 
Cedar Association, Consolidated,” a consolida- 
tion of the two organizations named, has come 
into existence after several years of discussion 
and debate among members. Although the 
consolidation has been expected for some time 
it was not until recently that officers of the two 
cedar groups got together and formulated a 
definite plan of action. 

Headquarters of the consolidated groups are 
at 703 Lumber Exchange, Minneapolis, where 
Norman FE. Boucher, for ‘a number of years 
secretary of the northern group,.is performing 
the duties of secretary. Other officers of the 
consolidated group are: 

President—J. E. Gerich, MacGillis & Gibbs 
Co., Milwaukee, Wis. 

Vice President—-W. T. 
Pole Co., Minneapolis. 

Treasurer—T. M. Partridge, T. M. 
ridge Lumber Co., Minneapolis. 

Directors—Don C. Bell, Bell Lumber & Pole 
Co., Minneapolis; W. lL. LaFean, Naugle Pole 
& Tie Co., Chicago; L. A. Page, Page & Hill 
Co., Minneapolis, and Ralph Hunner, L. VD. 
McFarland Co., Sandpoint, Idaho. 


Kuntze, National 


Part- 


Officers declare that inasmuch as the aims 
and interests of the associations are nearly iden- 
tical, objectives can be accomplished better 
through one large association than through two 
small ones, 


Refinements’ for 1932 
Furniture 


Pleasant and convenient little refinements in 
furniture, dropped by manufacturers in recent 
years in the mad scramble for lower prices and 
hoped-for greater volume, will again be seen 
on the offerings of most companies at the sum- 
mer market of the American Furniture Mart, 
in Chicago, in July, according to predictions of 
officials of the mart who have been question- 
ing exhibitors about summer plans, 


“There will be no major changes in our line,” 
many exhibitors reported, “but we’re trying to 
add to the value offered by every item on the 
list. Small refinements, eliminated in an effort 
to justify lower price, are being returned. We 
studied the market very carefully in the spring 
season and found that buyers are now hunting 
value, rather than price alone. They'll pay a 
little more for merchandise that gives them 
more talking points to parade before their cus- 
tomers, helping to close sales.” 

The result, it is believed, will be a swing back 
toward the more elaborate—a tendency that 
the lumber industry will do well to keep in 
mind, At any rate it seems to be a good sign. 
These manufacturers who saw the necessity for 
reducing their costs have been doing it, by elimi- 
nating large stocks, cutting out the frills and 
thus lowering the unit cost but not the dollar 
value. They have given their attention not so 
much to the discovery of new processes as to 
the study of cost cutting, which price-difference 
was promptly handed over to the buying public. 

hey have cut their staffs down to the bone and 
maybe lopped off a few limbs, bone and all. 
Now they can go no further in that direction 
and still be in so-called business. The wonder- 
ful structure of business they built they have 
been tearing down. 

They have torn down all they dare. Now 
they must build anew. They are starting, and 
the first timid little blows of the reconstructive 
hammer are these “refinements” returning. 
They must have something to sell, something 
Worth talking about. Furniture manufacturers 
know they can retreat no further, for there’s no 
Place to retreat to, so now they are really 
ready to fight. 


Lumber industry take notice. 
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National Tie Producers in Annual 


MEMPHIS, TENN., May 23.—S. S. Watkins, 
Chicago, was elected president of the National 
Association of Railroad Tie Producers, at the 
closing session of the annual convention last 
Wednesday at the Hotel Peabody. The place 
for the next annual meeting was not fixed, the 
decision being left up to the executive commit- 
tee. About 150 members and railroad men 
were in attendance. 

Other officers elected were: 

First vice president—B. N. Johnson, Rich- 
mond, Ind. 

Second vice 
cago. 

Secretary-treasurer—Roy M. Edmonds, St. 
Louis (re-elected). 

The following district officers were elected, 
who will also compose the board of directors 
along with other officers: R. M. Kelley, Reed 
City, Mich., north central district; E. C. 
Jones, Chicago, south central district; S. D. 
Hicks, Pittsburgh, Pa., northeastern district; 
T. E. Merritt, Louisville, Ky., southeastern 
district; and E. R. Wade, Portland, Ore., Pa- 
cific coast district. 

The meeting opened May 17 with reports 
from President E. E. Pershall, Secretary-treas- 
urer Roy M. Edmonds, and other officers. Mr. 
Edmonds gave a resume of the work which 
has been accomplished during the last year, 
and a general outline of matters which will 
come before the association during 1932. 

FE. T. Howson, Chicago, western editor of 
Railway Age, told of the stiff fight the railroads 
are making toward recovery, and said that they 
would always be the backbone of the country. 
He pointed out that while railroads were doing 
all in their power to get out of the present 


president—E, C. Jones, Chi- 


depression, he felt that general business condi- 
tions will have to improve before the roads can 
hope for any better business. He mentioned 
the necessity for legislation which would tax 
competitive carriers in the same way and meth- 
ods by which the railroads are being taxed. He 
pointed out that during 1931 the railroads used 
$77,000,000 worth of railroad ties; however, 
they only purchased $47,000,000 worth, as the 
balance were taken from stocks on hand, 


The Wednesday meeting was taken up with 
reading of many technical papers by engineers 
and members of the association, R. C. Hobbs, 
of St. Louis, former president of the associa- 
tion, read a, paper on the advantages offered by 
the tie contractors, eliminating differences which 
arise between railroad purchaser and producer 
by the middleman. E. A. Hadley, consulting 
engineer for the Missouri Pacific Railroad, 
read a paper outlining requirements in the 
spread of burden, placing of plates and roadbed 
construction with relation to tie choice. Tim- 
ber comparisons were made by Dr. Hermann 
von Schrenk, Chicago, consultant, who spoke 
of the merits of southern pine, oak, Oregon 
spruce and fir, and their receptivity to treat- 
ment necessary to extending the life of the ties. 

The convention adopted resolutions memo- 
rializing Congress to cut Federal expenses by 
bureau elimination and combinations, and also 
reduction in salaries. A resolution was also 
adopted urging regulation and taxing of car- 
riers competing with railroads on a parity with 
the latter systems. 

The annual dinner was served on Tuesday 
night at the Hotel Peabody and was attended 
by about 200 persons. 


West Coast Association’s Status 


SEATTLE, WASH., May 23.—The following 
resolution was adopted by the board of trustees 
of West Coast Lumbermen’s Association at a 
meeting held in Tacoma May 17: 

That the board of trustees recommends to 
the stockholders of the association that the 
payment of dues under membership contracts 
be terminated with and including the dues 
payable on business conducted during April, 
1932; that the association services be ter- 
minated on June 1, 1932; and that the asso- 
ciation proceed thereafter to liquidate its 
current obligations and affairs while retain- 
ing its corporate existence. 

The trustees also directed that a meeting of 
stockholders of the association be called at 
Tacoma, on May 31, to consider final action on 
the foregoing recommendation. The meeting 
will be held at the Winthrop Hotel at 10 a. m. 

On account of the trade and goodwill value 
of the name of West Coast Lumbermen’s Asso- 
ciation, its trade-mark, and its registered sym- 
bol, the trustees do not recommend that the 
association be disincorporated. The primary 
reason given for this drastic recommendation is 
lack of interest and support on the part of a 
sufficient proportion of the industry to carry on 
the association work. The present —_ 
situation of the industry makes it difficult to 
carry on a co-operative organization without 
the united support of all West Coast loggers 
and lumber manufacturers. 

The industry’s need for an organization of 
this kind and the splendid work of the associa- 
tion under the able direction of Col. W. B. 
Greeley are both acknowledged by a vast ma- 
jority of the individuals connected with the in- 
dustry, and during the last two months strenuous 
effort to reorganize the association and bring 
to its support many operators who have re- 
mained on the outside has been made. The result 
of this effort has been discouraging and the 
trustees decided that there is no alternative for 
the present than the action outlined in the above 
resolution, 

The trustees expressed themselves through 





the president and the secretary-manager as fully 
appreciating the losses that will be sustained by 
the industry from termination of the services of 
the association and such fundamental activities 
as lumber grades and inspection, traffic matters, 
trade extension, industrial statistics and repre- 
sentation of the industry in national matters. 

The association is entirely solvent, and the 
recommendation of the trustees is that in term- 
inating its active work provision be made for 
proper and orderly liquidation of its outstand- 
ing obligations and affairs. 

As is pointed out above the action of the trus- 
tees is merely their recommendation to the 
stockholders, as being the only course open to 
them to pursue. The work of the association 
can, of course, be terminated only by a vote of 
its members, which will be taken at the meeting 
of May 31. It may be that with a full realiza- 
tion of the loss the industry would suffer by 
abandoning its organization a reorganization 
may be accomplished without carrying out the 
liquidation as recommended. It is the thought 
of many that even should the recommendation 
be consummated it would be only a question of 
a short time until the necessity for co-operative 
work would bring about formation of a similar 
organization to carry on the essentials of trade 
association activities. 





Texas Mills to Resume 
Operation 


BEAUMONT, TEX., May 23.— Announcement 
has been made that two of the largest mills and 
a logging camp of the Kirby Lumber Co. will 
resume operations on June 1, giving employ- 
ment to more than 600 men. After being idle 
for a year, the company’s hardwood mill at 
Call and the pine mill at Bessmay will resume 
operations, the center of logging activities be- 
ing located at Blox. According to F. E. Tux- 
worth, of Silsbee, acting manager of pine opera- 
tions, these mills will operate six days a week. 
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QUERY AND COMMENT 


A Method for Joining Lumber 


Please advise us if there is any method of 
joining lumber together at the ends, as per 
sketch, and still have strength at the joint equal 
to anywhere else.—INQuIRY No. 2813. 

{As indicated in the sketch submitted with 
this inquiry,-A represents two pieces of lumber 
three-quarters inch thick, which should be 
joined together to form one piece as B. Out 
of this joined piece the inquirer wishes to cut 
pieces in the shape of C. These pieces would 
be expected to stand any strain which solid 
pieces would stand, with no support of any kind 
at the joint. In submitting this sketch, the 
inquirer says that he does not believe it can 


a 


NO. NO. 2 














be done as a practical proposition, but would 
like to get an opinion on it. Well known en- 
gineering experts in the lumber industry, to 
whom this inquiry has been submitted, believe 
that there is no such method. Any one know- 
ing of a practical method of joining lumber at 
the ends, as indicated in the accompanying 
sketch, is invited to pass the information along 
to the AMERICAN LUMBERMAN. The name of 
the inquirer will be given upon request.— 
Epiror. | 


Determining Grain in a Walnut Tree 


I am interested in some standing walnut 
trees and wish to be able to determine 
whether or not any of them have the figured 
grain without having to cut them down. 
Some experts seem to be able to distinguish 
the figured walnut by the roots of the tree 
or else by the appearance of the bark. If 
there are any publications or any written 
information relative to this subject, will you 
kindly give me the references.—INQuIRY No. 
2818. 

[While there seems to be no absolutely cer- 
tain method of determining whether or not a 
tree has figured grain without cutting it down, 
some experts find it possible to judge by the 
appearance of the bark whether there is a 
curly grain. If the bark is rather rough and 
coarse and seems to be different from the ordi- 
nary bark, this usually is an indication of fig- 
ured grain, but does not always prove to be 
true. One way of determining whether or 
not the tree has a figured grain is to chip it 
three or four feet above the ground. This 
methed is not always certain, because some- 
times a grain will show in the sap but after 
the log is opened up it will be found that the 
heart section has only the plain, ordinary grain. 
If a tree is chipped in order to determine the 
grain, this should be done very carefully and 
the wound should be painted so as to prevent 
decay or damage to the tree. This inquiry was 
referred to the Forest Products Laboratory, 
Madison, Wis., to which Arthur Koehler, of 
the section of silvicultural relations, replied: 

“Observations made by our staff have indi- 
cated that curly grain in black walnut can be 
detected without cutting the trees or inflicting 
injuries which would affect their value. As 
would be expected, the direction of the grain 
is the same in the inner bark as in the wood 
formed at the same time so it is only necessary 
to remove the outer portions of the bark to 
determine whether or not a tree is figured. 
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While we have not examined a_ sufficient 
amount of figured material to be certain our 
observations are conclusive, we have consider- 
able faith in their reliability and are willing to 
give them out, with our explanations, to in- 
quirers who will have direct use for the in- 
formation,”—EpITor. ] 


Yucca Boards Wanted 


Can you tell us where we can secure a 
small amount of Yucca boards?—INQuIRY No. 
2815. 

[ Yucca, frequently referred to as the Joshua 
tree, is commonly found in the Mojave Desert 
and other portions of the arid regions of the 
Southwest. Its root stalks are used for soap; 
its leaf fibers for ropes, baskets and mats; its 
seed is ground into meal by the Indians and 
baked into edible loaves; its wood fiber is used 
for packing; its lumber for small articles and 
boxes; its flower cluster as fodder for cows, 
and the fleshy fruit is sometimes fermented 
into an alcoholic beverage. Yucca is the favor- 
ite friction firewood used in Scoutcraft. The 
Joshua tree, or Yucca, is ideal for surgeons 
splints; after being soaked in water it easily 
conforms to the injured limb, where it is 
bound, because, being porous, it admits of a 
circulation of air. The wood being fibrous and 
pliable, it also is used in the making of arti- 
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A Source for Turned Novelties 


Would you please give us the names of foy 
or five manufacturers who make novelty turns? 
What we are desirous of obtaining is a_smalj 
wood wheel and balls for a particular toy item 
which we manufacture, and in order to make 
the proper prices it is necessary for us to get 
in touch with a mill which has automatic equip. 
ment.—INQuiIRY No. 2812. 


[To this inquirer, a manufacturer of wooden- 
ware, located in Indiana, have been given the 
names of concerns equipped to make toys and 
novelties on contract, including names of 
those listed as having automatic equipment. To 
any reader of the AMERICAN LUMBERMAy 
equipped for making the kind of items men. 
tioned, the name of the inquirer will be given 
upon request.—EbITor. | 


Wants Model House for Display 


We have been invited to use a window ip 
one of our downtown banks for a “new home” 
display. One of the most important things 
for the purpose is a model home, We do not 
have one suitable for this display, but 
thought perhaps you could tell us where we 
could get one. The display will be viewed 
by hundreds of prospects every day and we 


want something attractive.—INQuIRY No. 2814, @ 
{This inquiry comes from a concern located | 


in one of the larger cities of the South, to which 





ficial limbs. 


tities. 


There are few known sources of 
supply of Yucca lumber in commercial quan- 
To this inquirer has been given the 
name of one concern in Arizona which the 
AMERICAN LUMBERMAN has been advised occa- 
sionally fills orders for this material. 
one having information as to sources of sup- 
ply of this material, the name of the inquirer 
will be given upon request.—EbirTor. ] 


has been sent 


To any- 


which make miniature houses. 
tion to supply attractive model houses for dis- 
play purposes are requested to communicate with 
the AMERICAN LUMBERMAN, stating prices (sale F 
or rental basis) and, if possible, sending illus- § 
trations showing the types of houses furnished 
This information will be promptly passed along 
to the firm making this inquiry.—EbITor.] 


the names of several concerns 
Firms in posi- 
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VIEWS OF 





50 YEARS AGO 
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The Star & Crescent mill at 
Orange City, Tex., has been 
furnished with electric light 
and will run night as well as 
day. The electric machine used 
has a capacity of 7,500 candle 
power. 

* - * 

Saginaw planing mills are 
crowded to their utmost ca- 
pacity, and the mill and box 
factory of W. B. Mershon is 
running a force of 60 hands 
and turning out an immense 
number of boxes. 

* *# @# 

Doudtless yellow or southern 
pitch pine was the first build- 
ing wood used extensively in 
America. When Ponce de Leon 
first struck the shores of Flor- 
ida on his fountain hunting ex- 
pedition in 1513 he no doubt 
erected log huts of yellow pine 
and cooked his first Florida 
dinner with pitch pine knots. 
When General Oglethorpe 
founded Savannah in 1733 the 
houses of the infant city were 
probably built of yellow pine. 
* * * Yet, up to the present 
time it has attained no posi- 
tion of importance in the Chi- 
cago market because the white 
pine of Michigan and Wiscon- 








sin has been so abundant and 
easily accessible by water. * * * 
The floors of the new custom 
house are yellow pine as are 
those of the Cook County court 
house and the new First Na- 
tional Bank Building at Dear- 
born and Monroe streets will 
have yellow pine floors, William 
C. Ott having contracted to fur- 
nish 170,000 feet for that ob- 
ject. * * * A commission dealer 
of this city states that he has 
sold yellow pine to 70 different 
lumber dealers. One regular 
wholesale yard has carried 
quite a stock for some time. 


The Rust-Owen Lumber Co. 
is the name of a newly incor- 
porated concern at Eau Claire, 
Wis., with mills at Sawyer on 
the North Wisconsin road. The 
stockholders are John H., A. J. 
and R. E. Rust, John S. Owen, 
John G. Rigg and F. Drum- 
mond. It has a paid-up capital 
of $300,000. These gentlemen 
are also stockholders of an- 
other new company with mills 
and headquarters at Eau Claire 
known as the Westville Lum- 
ber Co., with a paid-up capital 
of $100,000. 


E. A. 


tures moldings, base-boards and 


other finishing materials from 7 
that wood. * * * He believes © 


that gum doors can be made of 
two thicknesses so that they 
will hold together and _ keep 
straight, thus overcoming the 
tendency to warp which is the 


drawback to the extensive use 


of gum lumber. 
* . 


James Bell, of Ullin, Il, § 


writes: “In the Lumserman of 
March 27 I notice that logging 
roads and locomotives for hauw- 
ing logs are put down as Ire 
cent inventions. In the winter 
of 1856-7 there was built here 
a tramroad on which mules 
and oxen were used. 
a locomotive was put on which 
was worn out, and the dis 
carded machine was replaced 
by another which also was 
nearly worn out in the service.” 
* a + 

G. W. Hotchkiss, secretary 
of the Lumbermen’s Exchange 
has been busy for the past few 
days getting settled in his new 
place at South Evanston. 











Hartwell, the sash, § 
door and blind man, has gone § 
somewhat extensively into the F 
handling of gum and manufac: © 
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[NO. 63 OF A SERIES] 


In contrasting the pine logging methods 
used out West with those of other sections, it 
is well to keep in mind not only the difference 
in topography and climatic conditions, but also 
the fact that Pacific Coast pine grows to an 
almost unbelievable size. 


Its inaccessibility, viewed from a physical 
standpoint, together with its great weight, 
combined to foster the early use of machinery. 
Without steam, electric, and gasoline engines 
much of it could never have been handled 
at all. 


A large percentage of the California pine, 
and particularly Sugar Pine, is of mature 
growth; and, when felled, is shoulder high ly- 
ing on the ground. The butts are very close 
grained, and, unless cut from dead trees or 
old windfalls, are extremely heavy due to their 
moisture content. Logs containing three or 
four thousand feet and weighing ten tons or 
more are not uncommon, and equipment to 
handle them must be provided, as it is from 
such timber that the highest percentage of 
upper grades of fine texture is produced. 


Madera Sugar Pine was many years ago 
selected by discriminating Eastern Cork Pine 








Old time woodsmen cross cutting pine from the 
Great Lakes region. 


producers who blocked out a tract of the best 
pine which ever grew. It grows to an immense 
size and produces corky lumber of excellent 
texture and very generous dimensions. 


Madera Sugar Pine is manufactured by the 
best known methods and is all water cured 
and air dried by processes which greatly en- 
hance its value for wood working purposes. 








A large percentage of Madera Sugar Pine is of mature growth; and, when felled, is shoulder high lying 
on the ground. 


MADERA SUGAR PINE CO., Madera, Calif. 


{PIONEER CALIFORNIA PINE PRODUCERS} 








More Activity in Re- 
modeling Indicated 


[By F. J. Caulkins] 

Boston, MAss., May 23.—Seasons have been 
almost forgotten as a guide in determining just 
where the high and low spots in each year’s 
lumber movement is to develop. There was 
freer buying in January and February than in 
April and May. In a long list of recent con- 
tacts at retail yards there was a very definite 
trend toward increased activity, particularly in 
the line of remodelling and repair work, to 
which class of business the yard men are now 
paying close attention. All recent comparisons 
made by the Massachusetts department of in- 
dustries indicate that more money is being spent 
in the State for remodelling than for new resi- 
dential construction. It also serves to emphasize 
the point that house schedules now coming to 
the retail offices are from the well financed 
home owner, while the speculative builder is 
quite out of the picture. 


Shortage of Housing Is Likely 


Real estate experts claim that the over- 
supply of certain classes of residential prop- 
erty is more apparent than real. They con- 
tend that the number of houses in the market 
for sale or rental does not reflect the actual 
situation that we will have when the un- 
employed get back to work, and are able to 
pay for proper accommodations. At the mo- 
ment there is a surplus of unoccupied hous- 
ing but this results from the doubling-up 
process. The building commissioner at Pro- 
vidence, R. L, recently declared that “when 
it is realized that business is on the up 
grade, hundreds of families that are now 
bunched-up and living in cramped quarters, 
will hustle for tenements and homes of their 
own, and then it will be realized that build- 
ing has not actually kept pace with our 
growth in population.” He quotes facts and 
figures from his office records to prove that 
last year, probably for the first time in the 
history of the city, there was an actual 
shrinkage of housing accommodations. While 
there are no funds at the loaning banks to 
pass out to the speculative builders, the posi- 
tion of the home owner, with proper security 
for his loan, has been greatly improved dur- 
ing the last two months when he approaches 
the co-operative and savings banks, and the 
building and loan associations in the States 
outside of Massachusetts are again function- 
ing normally. 

The movement for better housing for the 
poorer families of Greater Boston so gener- 


ously championed by the late George E. 
Henry is being energetically pushed by his 
widow, who has just been elected president 


of the Massachusetts Housing Association. 
The Henry fortune resulted from the lumber- 
ing operations of the father, the late J. E. 
Henry, and centered at Lincoln, N. H. 


Would Stimulate Building to Revive Business 


A novel plan for a forced stimulation of 
general business by means of Federal sub- 
sidies to certain types of new construction 
and to new capital investments, has just been 
published in the Harvard Business Review. 
It merits attention, for its proponent is M.C. 
Rorty, engineer-economist at the Harvard 
Graduate School of Business, a former vice 
president of International Telephone & Tele- 
graph Co., and is approved substantially by 
Dean Donham, head of this business school. 
The plan calls for the immediate borrowing 
by the Federal government of $300,000,000, 
and for the raising of $50,000,000 extra a 
month for twelve months by special taxes 
and, in the opinion of Mr. Rorty, a small 
sales tax would be sufficient. 


West Coast Movement Increasing 


Receipts of intercoastal cargoes of fir and 
hemlock at Boston thus far in May total 
3,682,935 feet, exclusive of the regular liners 
discharging at Commonwealth Pier. There 
are indicated somewhat heavier receipts in 
May than in April, when the total was but 
5,098,357 feet at. all piers. Price levels are 
lower than one month ago. Boston quota- 
tions at the docks f. o. b. cars or trucks are 
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$16.50 to $17.50 off page 11% of the West 
Coast manual for 2-inch, with 3-inch and 
thicker at $17.50 to $18 off for fir, and $18 
to $18.50 off for hemlock. The so called 
“pool” of unsold lots here or to arrive, which 
was set up in February, was terminated on 
May 15, when the stock still in the pool 
reverted to the owners. The stock remain- 
ing is of desirable sizes and grades, which 
will find a ready market, and is held today 
at as high price level as current mill orders. 
The outlet for West Coast boards is narrow, 
while the price range is wide, at: $18@18.75 
for No. 1; $17 to $17.75 for No. 2, and 
$14@15 for No. 3. One distributor quotes 
No. 1 boards at $18 for square edge, and 
$18.50 for matched. The quotation for freight 
—May and June loading—is uniformly $10. 


Will Promote Interest of Cedar Shingle 

Following the closing of the Atlantic Coast 
office of the West Coast Lumbermen’s Asso- 
ciation in New York, Reginald T. Titus, its 
manager, has been temporarily engaged by 
the Red Cedar Shingle Bureau, of Seattle and 
Chicago, to represent it in New England and 
New York territory, retaining his old office 
in the Graybar Building. His primary duty 
will be to co-operate with the Boston and 
New England dealers, as well as National 
Lumber Manufacturers Association, in an at- 
tempt to have wood shingle roofs permitted 
in the proposed uniform code of the New 
England Building Officials Conference, now 
in tentative form, which leaves wood shingles 
out as a permissible roofing material. Sec- 
retary Bevan, of the Shingle Bureau, was in 
Boston Thursday evening, May 19, when he 
addressed the Lumber School upon this 
shingle problem. Mr. Titus is a graduate of 
the New York State College of Forestry, 
where he won his degrees of B.S. and M.F. 


Eastern Woods Meet Stiff Competition 


Eastern spruce is slow, and prices are be- 
ing shaded when a desirable order comes to 
the surface. Asking prices for dimension 


are: 2x3-, 3x4-, 4x6- and 4x4-inch, $23@25; 
8-inch. $26@28; 10-inch, $32@34; 12-inch, 
$24@35. For random the 2x3- and 4-inch 


should be quoted at $19.50@20; 6- and 7-inch, 
$20; 8-inch, $23@24, and 10-inch, $30@32. 
Covering boards, 5-inch and up, $21@22; with 
the 1x6- and 7T-inch matched boards at 
$23@ 24. 

For hemlock, both eastern and northern 
(Vermont) clipped boards, the uniform quo- 
tation is $21, with the random selling as low 
as $19.50@20. With West Coast hemlock 
boards selling as low as $17@17.75 for the 
No. 2 grade, competition is keen, and gen- 
erally claimed to be profitless for both manu- 
facturers and distributors. 

Eastern spruce lath are steady 
and offerings are not excessive. Standard 
slab lath sell at $3.75@4 for the 1%-inch, 
and $4.75 for the wider. 

Maine and New Brunswick white cedar 
shingles are moving freely, and are quite 
tteady in price at $4.25 for extras; $3.25 
tor clears and $3 for second clears. Wash- 
ington and British Columbia red cedars, now 
quoted exclusively on the per square basis, 
are now held at $3.09 for the xxxxx 16-inch, 
and $3.44 for the 18-inch Perfections. 

Native pine round edge boxboards show a 
reduced surplus on the mill yards, but hold- 
ers are still dealing with a buyer’s market, 
and lots are moving at a range of $22 to $27, 
delivered, according to average widths and 
condition of the stock. 

Eastern spruce, vertical grain clapboards 
continue td be held at the standard price of 
$120 a thousand pieces for the 6-inch, 4-foot 
extras, with the 5%-inch $10 lower. The 
invasion of the West Coast cedar siding in 
long lengths has resulted in a sharp eurtail- 
ment of the call for the shorter native pro- 
duct, and comparatively few clapboards are 
now made. Orders for a few thousand pieces 
in a mixed car is the rule today, and full 
carload lots are seldom shipped. 

For the hardwoods, demand is generally 
light. Prices for eastern birch and maple 
tend upward, as the mills are trying hard 
to win a profit from operations. A good run 


in price, 
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of 4/4 birch sells at $58@63 for FAS, with 
maple a shade higher. For No. 1 heel stock 
maple, 2-inch rough sells at $62.50@65, with 
the 9/4 $5 to $10 more. 

Lumbermen Golfers in Tournaments 

The twenty-seventh annual tournament of 
the Lumber Trade Golf Association will be 
held at White Sulphur Springs, W. Va., from 
Monday to Thursday inclusive, May 30-31 ana 
June 1 and 2, with headquarters at the 
Greenbrier Inn. Originally, membership in 
this association was drawn from the whole. 
sale and retail lumber concerns in New Eng- 
land, New York and Philadelphia, but now 
includes members from West Virginia, Ohio 
and Kentucky, and is limited to 150. The 
location of each tournament alternates be- 
tween points north and south of New York, 
and last year was held at the new course 
at Montauk Point, Long Island. The 1932 
officers are President Thomas B, Thames, of 
Cincinnati; Secretary-Treasurer J. Elmer 
Troth, Philadelphia. The annual meeting and 
dinner will be at the Greenbrier Inn Wednes- 
day evening, June 1. 

Twenty-two members participated in the 
golf tournament of tne Sliver Club at the 
grounds of the Woodland Golf Club in West 
Newton on May 3, and on Tuesday of this 
week (May 24) there should be a large at- 
tendance of members at the Unicorn Golf Club 
in Stoneham. Edward (Ted) Richardson is 
secretary-treasurer of the  Slivers, and 
Ernest K. Ingalls, of Watertown, is presi- 
dent. Membership is made up of principals 
in the lumber firms of Greater Boston and 
is limited to fifty. 


Changes Among the Retail Yards 


The retail business of P. W. Wood Lumber 
Co., at Worcester, Mass., which has in recent 
months been liquidated, will be continued 
under the title ‘““Wood Incorporated,” by A. 
Wayland Wood, Pliny W. Wood, jr., and 
Stanley B. Milton, all of Worcester. The 
former two are sons of the late Pliny W. 
Wood, founder of the business in 1909. 

The retail yard of Proctor Bros., at Nashua, 
N. H., which was liquidated more than a year 
ago, has been taken over by the William P. 
Proctor Co., of North Chelmsford, Mass. The 
new owners are assembling a complete line 
of building material at the Nashua vard. Ne- 
gotiations are pending for the establishment 
of two additional yards in southern New 
Hampshire. 

It is reported that the retail business of 
Burnham & Davis Lumber Co., at Lowell, 
Mass., has been purchased from the receivers 
by Edgar H. Douglass, former principal 
owner, and will be continued by him under 
the old title. 

The Herbert C. Veno retail yard at New- 
ton Highlands, Mass., which suspended busi- 
ness several months ago, has been taken 
over by J. Edward Dpwnes, of Downes Lum- 
ber Co., Boston, and is again in full opera- 
tion as the Veno Lumber Co., of which Mr. 
Downes is the president and treasurer, and 
Mr. Veno, general manager. 

Ross A. Shepardson, well known lumber 
salesman in New England, has withdrawn 
from the wholesale field, and started a small 
retail yard at 2054 Commonwealth Avenue, 
Auburndale, Mass. 

At a meeting of creditors of Hartford Lum- 
ber Co., in Hartford, Conn., on Thursday, 
May 12, the Hartford (Conn.) Trust Co. was 
chosen receiver, and the business is being 
continued under its direction. 

Receiver Macauley is now managing the 
yard business of New Britain (Conn.) Lum- 
ber Co. 

Hugh McKenna, formerly with the Hard- 
ware City Lumber Co., of New Britain, Conn. 
is now associated with the Swift & Upson 
yard in that city. 


News of Trade Personalities 


Ed. Lacroix, head of the Madawaska Lum- 
ber Co., operating a 2-band, electrically 
driven sawmill at Van Buren, Me., was 4 
Boston visitor last week. His mill is run- 
ning both saws five days each week and has 
a good supply of logs. For the first time 
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over a hundred years, there will be no log 
drive on the St. John River this season. 
When spruce was king the annual log drive 
on this river ranged from 140,000,000 to 
160,000,000 feet. On the Kennebec, the 
Augusta Lumber Co. has brought down a 
small drive, cut in the Moosehead Lake re- 
gion, and including both pine and spruce. 
At present the mill is running on pine ex- 
clusively. 

B. W. Elliott, treasurer, and T. J. French, 
general superintendent of plant, of the El- 
liott Hardwood Co., Potsdam, N. Y., were 
visitors last week at the office of W. R. 
Butler & Co., Boston, New England sales 
agents for the company. With Mr. Butler 
they inspected several wood heel factories. 
The Potsdam plant ships heavily of 2- and 
2%-inch maple heel stock, mostly in 3- and 
4-foot lengths. 

The Edw. J. Hammond Co., of 136 Federal 
Street, Boston, has completed three summer 
cottages at Pleasant Lake, Deerfield, N. H., 
and all are rented. More will be built dur- 
ing the present summer. 

Fred D. Sterritt, of F. D. Sterritt Lumber 
Co., Cambridge, Mass., has returned to his 
desk from a winter sojourn in Florida, where 
he was sent by his physician to recuperate 
from a major surgical operation. 

Chester C. Whitney, of Perry Whitney Lum- 
ber Co., 148 State Street, Boston, is still con- 
fined to his home in Dorchester by a series of 
severe colds. He is now recuperating rap- 
idly. 

Mr. Hayes of the Hammond Cedar Co. 
(Ltd.), of New Westminster, B. C., was a 
Boston visitor last week. 


Stringency Causes Home 
Builders to Wait 


[AMERICAN LuMBERMAN Staff Correspondent] 
Boston, MaAss., May 23.—Lack of mortgage 
money is still the one big thing that holds 
back building, in the opinion of the best in- 
formed lumber dealers in this territory. The 
growing number of mortgage foreclosures on 
homes is played up in the newspapers, and not 
only discourages prospective home-builders 
from “taking a chance” in acquiring the 
ardently desired home, while construction costs 
and building materials are cheap, but also in- 
fluences those in control of the needed funds 
to hang onto their money. Refusals of banks 
to renew first mortgages, even to owners who 
have paid interest faithfully and by careful, 
systematic saving discharged second mortgages 
on their properties, are general and widespread. 
A well known Boston lumber dealer ventures 
the opinion that if all foreclosures could be 
held up for one year, hundreds of homes could 
be saved to their owners, and other hundreds 
of prospective owners would be encouraged 
to take up homes. 
_ The number of employed building laborers 
Increased in April 15.4 percent over March, 
and hours of actual employment increased 
16.3 percent, according to the State depart- 
ment of labor and industries. Building con- 
Struction contracts in New England during 
April aggregated $12,791,600, a gain of 27 
Percent over March, but 33 percent below the 
volume for April, 1931. 


To Oppose Tariff on Lumber 


The Davenport, Peters Co., one of Boston’s 
oldest, most conservative and generally re- 
Spected wholesale lumber concerns, has been 
designated to assist A. A. D. Rahn, of the 
Shevlin Pine Sales Co., Minneapolis, in op- 
Posing strenuously in behalf of the nation’s 
wholesale trade the imposition of any duty 
on lumber by the present Congress. Mr. 
Rahn took the lead two years ago in the 
Successful effort to prevent the imposition of 
heavy duties on lumber and, with the able 
assistance of the Davenport, Peters Co., he 
hopes to have the proposed lumber tariffs 


eliminated from the present bill pending 
before the national Senate. 


Maritime Mills Are Busier 


Decision of a number of producers in 
Quebec and the Maritime Provinces to re- 
sume part time manufacture, despite their 
present large inventories, has resulted in 
more urgent offerings of eastern softwoods 
and hardwoods in the Northeastern States, 
and a further weakening of prices. 

Abnormally dry weather has been responsi- 
ble for numerous forest fires in the North- 
east during the last two or three weeks. 
Forest lands have been closed to fishermen 
in some sections as a precautionary measure. 
A fire which broke out near South Narnstead, 
N. H., last week, destroyed several square 
miles of timberland, and a stock of 500,000 
feet of lumber yarded near a portable mill. 


Recent Changes in the Trade 


The Cypress Lumber Co. has moved from 
161 Devonshire street, Boston, to 308 Boylston 
street. F. R. Moseley, the manager, formerly 
head of the A. T. Stearns Lumber Company, 
announces that the organization will dis- 
tribute at wholesale southern hardwoods and 
longleaf southern pine in addition to Florida 
red cypress. 

The Kehoe & McDonald Lumber Co. began 
business here last week with authorized capi- 
tal of $25,000. William H. Kehoe, of Milton, 
is president; Frank L. McDonald, of Quincy, 
treasurer, and Daniel W. Flynn, of Dorchester, 
clerk. 

The Cook Borden Co. (Inc.) has begun busi- 
ness in Fall River, with capital of 500 shares 
of no-par value. The officers, all Fall River 
men, are: Everett N. Slade, president; Richard 
Cc. B. Hartley, vice president, and Charles C. 
Smith, treasurer and clerk. 


Hardwoods—-All classes of hardwood con- 
sumers buy for current requirements only. 
The very modest takings of the automobile 
industry are disappointing. Furniture mak- 
ers are buying hand-to-mouth way. 

Purchases by finish mills are few. Prices 
are quite irregular. Quotations, 4/4 FAS and 
No. 1 common: Ash, $63@66 and $39@40; 
basswood, $55@65 and $36@40; beech, $50@65 
and $35@38; birch, $60@65 and $40@45; 
maple, $60@65 and $38@46; oak, plain hard 
red, $70@73 and $50@55; plain hard white, 
$78@83 and $53@56; plain soft white, $95@100 
and $58@62; quartered medium texture white, 
$100and110 and $70@73; quartered soft white, 
$130@135 and $78@82; poplar, medium tex- 
ture, $70@75 and $38@42 (saps, $47@50); 
soft, $87@95 and $47@51 (saps, $62@65). 
Flooring, plain white oak, clear, $50@54.50; 
select, $43@47.50; No. 1 common, $33 @37.50; 
first grade maple, $50@52; first grade birch, 
$45 @ 48. 


Southern Pine—Demand for southern pine 
is still very quiet, and prices are not at all 
firm. Air dried 8-inch roofers are offered at 
$18.50@19. B&better 11/16-inch partition has 
sagged to $28. A quite modest business in 
timbers is being done. Flooring sales are 
mostly confined to B&better, near rift. Quo- 
tations, 1x4 shortleaf and longleaf flooring: 
B&better rift, $50@54; C rift, $38@45; B&bet- 
ter near rift, $38@41; B&better flat, $28@33. 


Douglas Fir—Demand for Douglas fir is 
unseasonally quiet. Prices show further 
weakness. Schedules for mill shipment, Bos- 
ton dock delivery, are now $17.50 off page 
11%, Atlantic differentials. The market is 
still over-supplied with spot and transit lum- 
ber, and some extremely generous concessions 
are reported. Asking prices for boards on 
the Boston dock: No. 1 common, D4S, $17.50; 
M&B, $18.50; No. 2 D4S, $16.50; M&B, $18; 
10-inch M&B, $17.50; No. 3, D4S, 10- and 
12-inch, $14.50; 8-inch, $14; M&B, $16. The 
cargo rate remains steady at $10. 


Hemlock—City yards have been taking 
practically no eastern and northern hemlock, 
and buying of western hemlock is very 
limited. Some small lots of native hemlock 
are being moved locally by country mills. 
Wholesalers quote $21 for clipped boards, 
and $20 for random. Western hemlock, Bos- 
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“Little 


by 

Little’’ 
instead of 
Leading Up! 


No long ago at a lumber dealers’ 











convention, I overheard one dealer 
say to another, “Display anything 
you think will sell—but don’t stock it 
until you have found that it will sell, 
and the best way to go about selling it.” 


And this is exactly why the Sellers line 
of Built-In Kitchen Furniture offers 
you a perfect “natural” for today’s 
merchandising conditions. You make 
no large investment in stock. All you 
need is one set of floor samples. You 
order units from the factory when and 
as you sell them. Each sale gives you a 
better profit than you would realize on 
a mill work job. And Sellers sales 
plans, proved by actual experience, 
show you how to get this kind of 
business. 


Furthermore, today’s market is a re- 
modeling market—Sellers fits it better 
than any other line; it opens up sales 
opportunities you couldn’t otherwise 
reach. A Sellers kitchen costs your cus- 
tomer no more than a comparable mill 
work kitchen installed and painted 
would cost. Sellers gives you something 
exclusive—competition can’t offer it. 
Each job advertises you—because no 
one else in your town can sell it. And 
Sellers gives your customers the con- 
veniences and labor saving devices that 
no mill work job can possibly approach. 


You want business. You want it NOW. 
The Sellers line offers the one best way 
to get it. All of the facts concerning 
the line and the franchise will convince 
you. May we have the opportunity of 
sending them? Just say the word in a 
letter to me—and Ill look after the 
rest. 


P President 


G. I. Sellers & Sons Company 
Elwood, Indiana 
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A 
STRAIGHT TALK 
TO EVERY INSULATION DEALER 


There’s just two kinds of lumber 
dealers that are now in existence— 
the man who has rolled up his 
sleeves and gone to work, and the 
man who is just coasting along— 
hoping. Those men with their sleeves 
rolled up are selling a good insula- 
tion line. A lot of them sell INSO 
BOARD and INSO LATH—and are 


realizing good profits. 


INSO BOARD and FREE EXPAND.- 
ING INSO LATH offer dealers, 
larger profits because of their im- 
proved, exclusive features. And 
what’s more—they are backed by 
real merchandising plans to the 
dealer. 


REMEMBER — the INSO BOARD 
and INSO LATH line of insulation 
will sell where others fail. Drop us a 
line to find out just why this is true. 


EXCLUSIVE 
FEATURES 


1 Permanent expansion space, 
which can not be filled with plas- 
ter, is provided around all the 


edges of INSO LATH. 


Nailing slots provide free expan- 
sion space. 


3 INSO LATH does not warp, bind 
or bulge. 


4. INSO LATH walls are smooth— 
free from cracks. 
Is It Any Wonder That INSO 
LATH Leads in Sales? 


Write for Details 
of Our “Dealer-Profit” Plan 


STEWART INSO BOARD CORP. 
St. Joseph, Missouri 











BUILDING INSULATION 


OEPENOAGLE 
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ton dock delivery, is $16.50@18 off page 11% 
Atlantic differentials. Mill shipment orders 
are not easily secured while offerings of spot 
and transit lumber at concessions are ample. 


Easter Spruce—There is very little demand 
for eastern spruce, and prices are weak. Di- 
mension has receded about $2 since the first 
of May. Effort to get more than $19 for 
scantling is now seldom successful. Quota- 
tions: Dimension, 8- to 20-foot, 2x3-, 4-, 6-, 
3&4x4-inch, $22@23; 2x8-inch, $24@27; 2x10- 
inch, $30@32; 2x12-inch, $32@34; 4&6x6-inch, 
$23@25; 4x8, $24@26; 6&8x8-inch, $30@31; 
random lengths, 2x3-, 4-, 6-, T-inch, $19; 2x8- 
inch, $23@24; 2x10-inch, $30@31; covering 
boards, 5-inch and up, 8-foot and up, DIS, 
$21@22; matched, random lengths, 1x6-, 
7-inch, $22@23; furring, 2-inch, $19@20; lath, 
1%-inch, $3.75@4; 15g-inch, $4.65@4.75. 


Western Pines—The New England market 
is dull. Sellers are competing hungrily, and 
are conciliatory about prices. There is some 
small lot buying of Ponderosa. Call for Cali- 
fornia pines is slow. D select and No. 2 com- 
mon Idaho white pine are receiving some at- 
tention, and there is more or less conceding 
from following regular quotations: D select, 
1x4-inch, $46.50; 1x6-inch, $47.50; 1x8-inch, 
$50.50; 1x10-inch, $55.50; 1x12-inch, $91.50; No. 
2 common, 1x4-, 6-, 8-, 10-inch, $41.50; 1x12- 
inch, $51.50. 


Cypress—Volume of business in cypress is 
well below that normally expected in May. 
There are some moderate requisitions for 
greenhouse work and tanks, and another 
bright spot is a little buying of wide, clear 
cypress for seats in pleasure boats. Prices 
are somewhat irregular within a fairly wide 
range, and the bulk of trading is at the lower 
figures. 


North Carolina Pine—North Carolina pine 
trade is very dull, and low prices are not 
stimulating demand. Industrial demand is 
fully 50 percent below normal. Finish mills 
are doing a little hand-to-mouth buying. 
Band sawed narrow edge is offered at more 
or less erratic prices, and some quite nice 
lumber can be had around $35. 


Clapboards—Retailers are carrying excep- 
tionally light yard stocks. Offerings are so 
light in the case of eastern spruce and native 
white pine clapboards that quotations keep 
about steady, while sellers are urgently 
seeking orders for clapboards from the West 
Coast and are more or less conciliatory. 


Boxboards—Demand is slow and prices are 
unprofitably low. Production has been radi- 
cally curtailed. There always seems to be 
just enough distress offerings to keep values 
depressed. White pine inch boxboards are 
offered around $18@20 for round edge, and 
$21@24 for square edge. 


Redwood—Attractive price and serviceable 
quality have centered the attention of various 
buyers on this wood. Some definite ground 
has been gained. Some nice orders recently 
have been booked for tank stock and vats. 
Redwood garden furniture is being intro- 
duced. 





Construction Is Picking 
Up a Little 


New York, May 24.—There is, if anything, 
less inquiry in all lines than there has been. 
Wholesalers claim that they are laying plans 
for a big business campaign, stressing dimen- 
sion and grade-marked trade-marked lumber; 
but the mill representatives say that there has 
been no buying for stock, and no change in 
the general market condition. Prices continue 
to fall on every species but western pines. 
Ponderosa and Idaho pine prices remain pretty 
much on the firm price basis. But inquiries for 
lumber outside these species is subject to a 
good deal of competitive bidding. 


Building Trades Resume Work 


Construction and building are picking up a 
little. The building strike in Manhattan has 
ended without attracting very much public in- 
terest, and the 30,000 men working on Rocke- 
feller City, the new St. John’s Park Terminal, 
and the one or two other Manhattan projects, 
have gone back to work at the new wage 
scale, which, while $2@$5 a day cheaper than 
the former union listed wages, actually is 
said to represent more money for the worker, 
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as “bootlegging” of wages by sub-contrae. 
tors has been eliminated. 


Much Remodeling Being Done 


Great activity in lot selling and small home 
building is reported by the Sunday real estate 
sections in Connecticut, the New Jersey lake 
section, Westchester and Long Island, byt 
the yards in those places say that they have 
not been providing lumber for much build. 
ing. There is, however, a good deal of re. 
modelling going on, especially in West. 
chester and on Long Island, and this creates 
a steady drain on the yard bins, and causes 
regular orders for mixed cars and truck. 
loads. 

Monthly requisitions for all the railroads 
that do their purchasing here are not run. 
ning over sixty cars, and competitive bidding 
and short selling take all the profit out of 
the business. The railroads are asking for 
very badly mixed cars, in some cases expect- 
ing lumber from three or four mills to go 
in one car. 


Intercoastal Rate Instability Feared 


There is a growing feeling of distrust 
among intercoastal shippers. The rate igs 
firm at $10, with no breaks reported, but spe. 
cialists in waterborne intercoastal lumber are 
beginning to whisper that their competitors 
must be paying less than $10, or they could 
not sell their lumber so cheaply. These 
rumors are the usual prelude to a wide-open 
break in the shipping conference and by next 
month the Shipping Board will probably be 
appealed to to start another conference, 


Douglas Fir is selling at $17@18 off page 
11, Atlantic differentials, on the dock. Lum- 
ber companies having their own boats, and 
one or two commission men, are giving a 
differential about 50 cents to $1 below these 
prices on large orders, and are cornering a 
good deal of the profitable business. Mill rep- 
resentatives and the majority of the commis- 
sion men are either holding completely aloof 
from the market, or are bidding on parcels 
of a carload and less, pretty badly mixed. 


Eastern Spruce is coming in on consign- 
ment, and not finding a very good reception. 
The eastern spruce mills are trying to take 
advantage of the scarcity of Ponderosa to 
sell their product on a quality basis, and a 
good deal of improvement can be seen in the 
appearance of this year’s shipments, over 
that of the lumber the schooners brought in 
during last year’s open-water period. Some 
samples of “precision marked” spruce are 
being passed around, but are not gaining 
much attention. 


Western Pines are holding their own, in 
both a price and volume. Competition is not 
at all on a price basis; there are such broken 
lines at the mills that the commission men 
are sticking to their lists, and bidding on 
a basis of who can come closest to the buyer's 
requirements. Most sales, except by two or 
three of the largest companies, are being 
received through commission men, but there 
is no short selling reported. 


Redwood activities are being expanded in 
this market. The representatives of the red- 
wood mills have gotten about the same 
volume of rail-borne, high-grade business 
all along, and, while they have not handled 
a tremendous volume of shipments, have not 
suffered as acutely as most lumbermen. Now 
they are going after a class of trade that 
has never been a redwood prospect here 
before. A good deal of redwood has been 
coming in by water, and clear heart siding, 
shiplap etc. are being offered at very low 
prices. 


Southern Pine prices do not remain the 
same from morning to afternoon. There are 
very few inquiries circulated, and_ the 
handlers of the wood sell it short at every 
opportunity. Volume of straight-car orders 
for longleaf has declined to practically noth- 
ing, and the bookings of mixed and pool cars 
remains about the same. Mixtures with hard- 
woods, cypress and shortleaf are frequently 
asked for. The railroads are buying only 
to fill monthly requisitions from the shops, 
and are insisting on sharp bargains. 


Hardwoods are falling in price, and vol- 
ume is fairly stable. Slightly less oak has 
been sold in the last two weeks, and a little 
more gum, but otherwise the market remains 
the same. No scarcity is felt in any line, 
and beech, maple, oak, birch and gum get 
most of the attention. Export business is 
duller than it has been and prices are un- 
satisfactory. 
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Show Me Your Wealth 


Show me the little houses made of lumber, 
Show me the little streets a little back. 
Though I have seen your mansions without 
number, 
It always seems there’s something that they 
lack. 
Your mansions have so many lights they blind 
me, 
Such turrets and such tow’rs they hide the 
sky, 
But, oh, for just a bungalow to find me, 
And just one little lamp to find it by! 


Show me the riches of your mighty city, 
But just be sure just what your riches are! 
Not walls of stone without a smile of pity, 
Not doors of steel that men must bolt and bar. 
Because the richest always are the poorest, 
The poorest richest in the things worth while, 
The simplest joys forever are the surest, 
The little windows wear the largest smile. 


Show me the little houses made of lumber, 
Show me the little streets not very wide, 
Show me the homes where love lies down to 
slumber 
And knows the rest the richer are denied. 
Your wealth is not in turret, tow’r and steeple, 
Your greatness only avenues of stone; 
Show me the houses of the humbler people— 
There peace resides and there content is known. 


About the Same 


ForEMAN—Does your wife still keep that 
school girl complexion she had when you were 
married ? 

CasHIER—NOoO, but I started a savings account 
when I was a kid, and it still keeps that boyish 
figure. 


We See b' the Papers 


We used to soak things in gasoline but now 
we soak gasoline for everything. 

Speaking of paradoxes, there are the banks 
that stay solid by keeping liquid. 

What is the meaning of this word “nerts”? 
It is what people are who use it. 

The government at Washington still lives, 
and, not only that, still lives beyond its income. 

“Trades Off His Chest, Fonseca to Play.” 


Ya he had traded off nearly everything 
else. 


We wish Europe would set her house in 
order, and then come over and do the same to 
our Senate. 

Our main trouble seems to be not enough 
people on the payroll, and too much payroll on 
the people. 

From David Lawrence’s radio talk, the little 


that could be saved at Washington wouldn’t be 
worth saving, 


3ut the old saying is “A penny saved is a 
penny earned”—not “Don’t save unless you can 
Save at least a pound.” 

_The only time we have ever felt that the 
little that would be saved wouldn’t be worth 
Saving was at a revival meeting. 

_Eggs are selling for $2.50 each in some parts 
of Russia. _Evidently the Five-Year Plan 
neglected to include a hen. 

We talk about Uncle Sam so much we over- 
look the fact that it is his nephews who are 
wasting most of the money. 

As for the scheme for a five-day week at 
" ashington, we imagine that, with the present 
six-day week, five days is already about all we 
get out of them. 

<— course, we may be optimistic about it, at 
at. In our better days we used to be around 








Washington quite a bit, and the only man we 
ever saw busy was the President. 

Maybe Congressmen are going to raise the 
postage to 3 cents so that their constituents 
can not write to them at once. 


Nearly everybody can think of a four-letter 
word that describes 3-cent postage. 

Two British scientists have succeeded in 
splitting an atom. Perhaps we shall be able 
to make that salary do, after all. 

If the banks can keep liquid, they are more 
successful than the fellow with numerous 
friends and something in his cellar. 


When Congress gets through with a bill it 
looks a good deal like a popular novel when a 
movie director gets through with it. 


Congress threatens not to adjourn June 10 
after all. Well, one of us shall have to ad- 
journ soon—either Congress or the country. 

Members of the Interstate Commerce Com- 
mission are to receive only ten thousand a year. 
3ut it isn’t the upkeep of the I. C. C. that 
worries us. 

In Chicago 115,000 families were given re- 
lief during March. We didn’t suppose that 
that many neighbors had had to get rid of 
their radios. 

There is a lot of talk in Washington about 
the new 5-day-week idea, that the Shaw- 
Walker Co. in our old home town has been 
using for ten years. 


Last year 26 percent of American income 
went for taxes, direct or indirect. This will 
be sad news to a lot of city-haul pay-rollers, 
who can’t understand how the other 74 percent 
got away. 


All Het Up 


Mrs. Smith was calling on Mrs. Brown at 
their new apartment. “I suppose your janitor 
fairly freezes you,” she said. 

“No,” said Mrs. Brown. “As a matter of 
fact, he keeps it so hot in this flat that we can 
hardly breathe.” 

“That’s strange. How’s that?” 

“Why, the coalman dumped the winter’s coal 
in the basement right over the spot where the 
janitor had hid his liquor.” 


Just Outside the Window 


Just outside my window, where I can watch 
and see, 

Two robins red are building a nest within a 
tree. 

He brings a twig or feather, she brings a bit 
of down, 

And yet some people say that there’s no build- 
ing in the town. 


Just outside my window, where feathered folk 
reside, 

A mother is preparing, a father will provide. 

They always manage somehow, if winds are 
east or west, 

To find some sort of garden, and build some 
sort of nest. 


Just outside my window the world keeps build- 
ing on, 

With here a shingled cottage, and there a 
seeded lawn; 

Yes, I alone am idle, and I alone complain, 

Forget about the sunshine and only see the 
rain. 


Just outside our windows, if we would watch 
and see, 

The world is much the same world the old 
world used to be. 

The robins go on building, the weather warm 
or chill, 

And man’s the only creature who’s really 
standing still. 








Buy 
Meadow 


River 
Mixed Cars 


Flooring— 


Red Oak Maple Beech 
White Oak Birch 


Trim and Mouldings— 


Oak Poplar Basswood 
Chestnut Birch Ash 


Stepping and Risers— 
Oak Birch 


Poplar Bevel Siding— 
Poplar 


A quality line that is 
building business for hun- 
dreds of dealers through- 
out the country. 


A line that means satis- 
fied customers because our 
lumber is cut from soft- 
textured West Virginia 
stumpage—the Cream of 
the Appalachians. 


A line you can buy in 
mixed cars that will reduce 
freight costs and your 
stock investment and in- 
crease your turnover. 


Get more business, 
make more money, 
have better satisfied 
customers — sell 
Meadow River stock. 


Meadow River 


Lumber Co. 
Rainelle, West Va. 





























Geat * 
Gave Its Nanie to 


TAXICAB 


Taxicab is an abbreviation of taximeter-cab- 
riolet —avehicle carrying an instrument for 
automatically registering the tare. The name 
cabriolet is the diminutive of the French cab- 
riole, meaning “‘a leap” like that of a goat, 
and was applied to this type of carriage 
because of its light, bounding motion. 
Cabriole came from the Italian capriola 
meaning “‘a somersaulr,”’ from Latin caper 
“a he-goat,"’ capra ‘‘a she-goat.”” There are 
thousands of such stories about the origins 
of English words in 


WEBSTER’S NEW 
INTERNATIONAL 
DICTIONARY 


“The Supreme Authority” 


Write for Free Booklet, which 
©\ suggests how you may obtain a 
a command of English through 
\ the knowledge of word 
*, origins. 


G. & C. MERRIAM 
COMPANY 
Springfield, Mass. 


























How Much Profit 
MUST You Earn? 


That’s a_ vital 
question today 
for all lumber 
manufacturers 
and dealers to 
consider. 





Here’s a 


New Book 


“Pricing 
for Profit’ 


By 
W. L. Churchill 


This book is truly A Guide to Profitable Busi- 
ness because it clearly and _ specifically 
answers such important questions as: 
Where should your profits come from? 
How must you determine right prices? 
How shall you get the right prices? 
What is the correct ratio of selling cost 
to profit? 
How do you synchronize your sales and 
production ? 
@ Where should your price corrections 
begin? 
Every Lumberman Needs 


This Book--Order Today! 
315 Pages — $3.00, Postpaid 
For Sale by 
4315S. Dearborn St. 


American Lumberman ‘Gyicigo, iinois 
|] <<< 
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Among the Lumbermen’s Clubs 


Appalachian Club Drive Successful 


CINCINNATI, OHIO, May 23.—Announcement 
is made by the Appalachian Hardwood Club 
that its recent drive for new members has 
placed the trade extension program on a basis 
that assures continuance on the augmented 
scale recently undertaken. Production pledged 
as a source of revenue for the current year has 
exceeded the minimum goal of 175,000,000 feet 
set for the trade extension department at the 
last annual meeting. As a result of the efforts 
directed by E. M. Bonner, chairman of the 
membership committee, twenty-seven of the 
largest producers of Appalachian hardwoods now 
are participating in the club’s trade extension 
program. This guarantee of additional support 
at a time when the general policy is to curtail 
rather than increase expenditures is evidence 
that the manufacturers participating in the 
trade extension program, planned and carried 
forward under the supervision of David G. 
White, managing director, consider this an in- 
dispensable activity in behalf of Appalachian 
hardwoods, 


Carolina Club Discusses Hardwood 


Business 


Cotumeia, S. C., May 23.—The Carolina 
Hardwood Manufacturers’ Club, which was or- 
ganized the early part of April, held its first 
meeting at the Hotel Columbia, here, on May 
19. J. C. Vergison, second vice president of 
the club, representing the Santee River Lumber 
Co., of St. Stephens, S. C., presided. 

The meeting was featured by addresses by 
Frank R. Gadd, field representative of the 
Hardwood Manufacturers’ Institute, and H. C. 
Crosby, of the National Hardwood Lumber 
Association, Chicago. Mr. Gadd gave some in- 
teresting statistics on the growth of the insti- 
tute and on matters pertinent to the hardwood 
industry. Mr. Crosby talked on trade exten- 
sion work, placing stress on how to recapture 
some of the business that is being lost. 

No business matters of particular importance 
were discussed, although there was consider- 
able discussion on the hardwood business in 
general. Occasionally an optimistic expression 
came from the members but the consensus was 
that business would not improve to any great 
extent until fall. The outlook, according to 
Mr. Gadd, was that the bottom of the depression 
will be seen this year, probably this summer. 

Part of the day was given over to social ac- 
tivities, including a lunch at the hotel. The 
next meeting will be held in Columbia in July. 

In his address Mr. Gadd said: 

Most of the bankers seem to have had only 
one objective in view, and that has been to 
make their assets more liquid. Liquidation 
has been forced where the bankers felt their 
own interests would not be adversely affected, 
and every effort has been made to restrict 
lines of credit. Forced liquidation of lumber 
inventories can result in only one thing, and 
that is lower prices. If the bankers are 
willing to permit you to market the lumber 
you have on hand in an orderly manner, there 
is no doubt whatever but what more will be 
realized from its sale. 

Since January, 1931, total stocks of South- 
ern hardwoods have decreased 25 percent and 
on April 1, 1932, were 95 percent of the estab- 
lished normal, according to Mr. Gadd. During 
this same period unsold stocks have decreased 
23 percent, but are still 10 percent above nor- 
mal. The statistical position of unsold stocks 
of southern oak has improved more than any 
other hardwood species, he said, having de- 
creased 39 percent from the peak of Jan. 1, 
1931, and is today 24 percent below normal. 

Mr. Gadd spoke of the increase in mass pro- 
duction being partly responsible for the de- 
pression in the hardwood industry, and pre- 
dicted that many firms have been or soon will 
be definitely removed from the picture as pro- 
ducers of hardwood lumber. 
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The speaker also discussed other things that 
are tending to restrain capital and individuals 
from further adding to the producing facilities 
of the industry, and declared that the effect 
should be constructive. 


Roofer Manufacturers Endorse 


Curtailment Program 


Co_umBus, Ga., May 24.—The Roofer Manu- 
facturers’ Club in session at the Ralston Hotel 
this afternoon voted to co-operate with the 
Southern Pine Association in a program look- 
ing toward a curtailment of production by the 
members. 

The action followed a splendid presentation 
of the situation of the lumber industry at this 
time by A. S. Boisfontaine, assistant secretary 
of the Southern Pine Association, who re- 
ported on similar meetings he had attended 
recently and gave a great amount of data on 
conditions, 

According to Mr. Boisfontaine some of the 
groups with which he has met have agreed on 
closing down 60 days out of 120 days in the in- 
terest of curtailment, while some others have 
agreed to hold their production down 20 per- 
cent below shipments. One of these group 
meetings, held at Pensacola, Fla., a few days 
ago, was attended by President J. G. Reynolds, 
of the Roofer club, it was brought out, and he 
stressed the point that club members are already 
curtailing as a rule and have been for some- 
time and he urged this practice among the 
larger mills, in whose hands rest largely the 
control of supply and demand and prices. 

President J. G. Reynolds named a committee 
to handle details of the curtailment movement 
as follows: D. G. Bland, Lumpkin, Ga., H, 
Dixon Smith, Columbus, and Frank S. Wilkin- 
son, LaGrange, Ga. 

The members voted to ask Mr. Boisfontaine 
to carry a resolution offered by Tom Griffin to 
other meetings. Mr. Griffin introduced a reso- 
lution suggesting a “Buy an Extra Car of Lunm- 
ber” campaign and hope was expressed that 
dealers will respond in every section. 

The resolution by Mr. Griffin, of the Co- 
lonial Lumber Co., of this city, carried with it 
the suggestion that the AMERICAN LUMBERMAN 
and other papers of the trade give publicity to 
the movement, which he expressed the hope 
would be as successful as was the “Buy a Bale 
of Cotton” to that industry several years ago. 


There was a general discussion of the effect 
the depression has had on the lumber industry 
and the general tenure of opinion expressed 
was that the end is not yet in sight, but that 
everything possible should be done to maintain 
the hopefulness which has characterized the 
industry for the last two or more years. 

Before adjourning for luncheon at 1:30 
o'clock it was voted to hold the next meeting 
of the club on July 12 in Columbus. 





Visit Treating Company's Plant 


MINNEAPOLIS, MINN., May 24.—Fifty mem- 
bers of the Twin Cities Hoo-Hoo Club mo 
tored to the plant of the National Pole & Treat- 
ing Co. last Thursday, to enjoy an entertain- 
ment and luncheon as guests of the company, 
the Insulite Co. and the International Lumber 
Co., all part of the E. W. Backus interests. 
The entertainment consisted largely in an in 
spection of the treating plant and laboratories, 
one of the largest of its kind in the world 
The three companies were represented at the 
dinner by L. A. Furlong and G. H. Ramsey, 
National Pole & Treating Co.; George Borre- 
son, International Lumber Co., and R. &. 
Sherer and V. S. Larson of the Insulite Co. 
Mr. Larson presided at the dinner and Messrs. 
Furlong and Sherer conducted the tour of the 
plant, which occupies about 160 acres. 
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Show Application of Molding 


“Standard Wood Moldings 7000 Series” in 
revised form includes not only full scale draw- 
ings of individual patterns, but also examples 
of their application in historic design, which 
illustrate the great variety of combinations that 
may be obtained from stock moldings, and 
show that it is possible to obtain from them true 
copies of the most renowned and architecturally 
beautiful buildings in the world, and individ- 
uality of design at low cost. Another advan- 
tage of the revised designs is the practicability 
of producing them from lumber of American 
Standard thicknesses and widths. Nearly 70,000 
copies have been distributed, 21,000 of them to 
establish retail yards, and formal acceptances 
have been filed by 95 percent of the production 
of stock moldings, 90 percent that of stock and 
special millwork, and 80 percent of retail lum- 
ber associations. It will be incorporated, says 
the division of simplified practice of the Bureau 
of Standards, in the next, fifth, edition of “Sim- 
plified Practice Recommendation R-16 on Lum- 
ber,’ known as American Lumber Standards. 
“Standard Wood Moldings” can meanwhile be 
obtained, at 30 cents for single copies or 20 
cents a copy in lots of a hundred or more, from 
the Central Committee on Lumber Standards, 
1337 Connecticut Avenue, Washington, D. C. 





Hymeneal 


BELDING-CAMPBELL. A simple ceremony 
performed at the home of the bride’s parents, 
Mr. and Mrs. F. H. Campbell, 2196 Oak Knoll 
Terrace, Highland Park, a suburb of Chicago, 
on Sunday, May 15, at 7 p. m., united in mar- 
riage Dr. Leyland J. Belding and Miss Cosette 
Campbell. The father of the charming bride 
has a wide acquaintance throughout the lum- 














DR. AND MRS. L. J. BELDING 


ber industry, and for the last several years 
has been effectively promoting in southern 
and eastern territory the use of redwood, as 
a field representative of the Pacific Lumber 
Co. of Illinois, whose mills in California are 
among the largest producers of redwood. 
The groom is connected with the Naval Hos- 
pital at the Great Lakes Training Station 
hear Chicago. He is a native of Waucoma, 
lowa, and a graduate of the University of 
lowa. Her father having lived in Louisiana, 
Texas, California, Pennsylvania, Michigan 
and Illinois during his long connection with 
the lumber industry, the bride has grown up 
in the atmosphere of that industry and has 
many friends and acquaintances throughout 
lumber circles. Following the wedding cere- 
mony, the young couple departed on a honey- 
moon trip to the groom’s old home in Iowa, 


and the trip will include a visit to his Alma 
Mater. 


WIMAN-DONOVAN. The marriage of Miss 
Catherine Donovan, daughter of Mrs. Harry 
Hamilton, of Belle Plaine, Iowa, to Fred- 
erick Wiman, of Rock Island, IIl., took place 
on Tuesday morning, May 10, at St. Michael’s 
Church in Belle Plaine, requiem high mass 
being celebrated by Rev. Rr. Flynn. The 
bride has a large acquaintance in Illinois 
lumber circles, having been bookkeeper for 
the Henry Lumber Co., of Belle Plaine for 
a number of years. The young couple will 
make their home in Rock Island, where Mr. 
Wiman is in the railway mail service. 


WITH THAT MUTUAL IN TEeEeST 


| ASSOCIATED — 
| LUMBER 
| MUTUALS ze 


Specialized Protection 
and Profitable Insurance! 


Lumber Mutual Policies have been developed to provide 
the most specialized protection for the lumber industry. 
Our expert fire prevention engineers have made an ex- 
haustive study of lumber fires and their causes, and the 
full benefit of such investigations is given to policy- 
holders to wipe out every possible fire hazard, to preserve 
property and to prevent loss. If fires do occur, in spite 
of all efforts to prevent, loss claims are fairly adjusted 
and promptly paid. 


Economical business management and reduction of fire 


losses effect substantial savings which come back to Up to January 1, 1932, our com- 
policy-holders in dividends. Deducting dividend returns, panies had paid $75,350,833.12 
Lumber Mutual Policies offer highest quality and lowest for losses and had returned to 
cost protection for the lumber industry. Considered from the lumber industry a total ot 
every angle, they unquestionably pay. $56,407,288.66 in dividends. 


Full information about our policies and what they offer 
you in protection and in cost will be gladly given by any 
of our companies on request. 


ASSOCIATED LUMBER MUTUALS 


Indiana _Lumbermens Mutual Insur- Pennsylvania Lumbermens Mutual 7s 3 
ee ance Co., of Indianapolis, Ind. ond paeente Co., of Philadel- & 
> The Lumber Mutual Fire insur- Central Manufacturers Mutual 

In- 

ance Co., of Boston, Mass, surance Co., of Van Wert, Ohia. 
Lumbérmens Mutual Insurance Co., Northwestern Mutual Fire Associa- 
of Mansfield, Ohio. tion, of Seattle, Wash. 







































SERVICE Plus — 








When you have an order— The Lumbermen’s Blue Book has 
Th ds of stat nts on file as the result of 
You want prompt information regard- annual statement solicitation. 
° . Lye Up to the minute trade information through 
ing the customer’s responsibility. constant sevisien. 
Monthly experiences reported by manufacturers 
You want to know whether credit can of regional associations. } 
. Investigators and adjusters traveling out of coast 
be extended with safety. to coast offices. 


The Lumbermen’s Blue Book, Ine. 


It’s the industry’s own service. Write for special offer. 
EXECUTIVE OFFICES 


323 South Franklin Street, CHICAGO 


Eastern Office Western Office | 








465 Stuart Bldg., SEATTLE, WASH 


Grand Central Terminal Bldg... NEW YORK CITY ° 
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That Counts 
WIER Long Leaf Yellow Pine 


is genuine Pinus palustris — 
the strongest, most durable 
structural wood obtainable. 

Recommend it for all building 
jobs from sills to roof boards. 
Write Long Leaf into fu- 
ture specifications. 


WIERLONG LEAF LUMBER CO 


‘ H¢ OUSTON.TEXAS. 
ee 


( ettd te Reel 4 ah 


"WIERGATE. TEXAS || 


Shipments 10 Percent Above Output 


AMERICAN LUMBERMAN 


May 28, 


[Special telegram to AMERICAN LuMBERMAN] 


Wasuincton, D. C., May 26.—Six associations for the two weeks ended May 21 reported 
as follows: 
Week No of 
Softwoods ended Mills Production Shipments 
Southern Pine Association (North Carolina May 14 118 23,872,000 26,922,000 
EPP errr May 21 122 24,665,000 23,079,000 
West Coast Lumbermen’s Association.......May 14 216 58,946,000 71. 873,000 
May 21 216 58,132,000 60,185,000 
Western Pine Association (Inland Empire May 14 123 31,291,000 25,6 554,000 
and California mills)..........sceceseee. May 21 122 31,939,000 32,707,000 
Northern Pine Manufacturers..............May 14 7 1,534,000 2,230,000 
May 21 7 1,603,000 1,494,000 
Northern Hemlock & Hardwood Manufac- May 14 19 197,000 1,044,000 
Se «=SEUNNSIOND veces ccvccccéccccesscs ny 31 19 178,000 809,000 
Totals .......ccccceccecccceccccececceceeMay 14 483 115,840,000 137,723,000 
May 2 6 ¢ 000 118,274,000 
Hardwoods lay l 486 116,517, 7 

Hardwood Manufacturers’ Institute.........May 14 170 9,632,000 10,192,000 
May 21 174 9,870,000 10,925,000 
Northern Hemlock & Hardwood Manufac- May 14 19 461,000 1,058,000 
SE MSs cane deweeecessowes eoccces May 21 19 643,000 1,067,000 
I eiiG i 55s donsmepwaeee cceeeeeeseMay 14. 189 10,093,000 11,250,000 
May 21 193 10,513,000 11,992,000 





1939 





Orders 
24,591,000 
25,053,000 
63 3,523,000 
59,87 6 000 
40,155,000 
31,025,000 

1,630,000 

1,234,000 

979,000 
641,000 


130,678,000 
1 17'8 29 000 
11,056,000 
8,877,000 
612,000 
1,226, 000 


y 1,6 68 000 
10,103,000 





WestCoastWaterborne 


SEATTLE, WASH., May 21.— 


Report of cargo 


shipments of lumber from the Pacific North- 


west during April, 


1932 and 1931, as compiled 


by the pacific Lumber Inspection Bureau, shows 
a decline of 46 percent in domestic cargo ship- 


Districts of origin of the 1932 shipments are 


given as follows: 


—T_umber—— 

Domestic Export 
Ratt tt 
2,968, 4: 26 


British 
Columbia.. 

Washington. 

Oregon 


TOCA ics 


— Cer- 


24,597,966 
26,686,342 
ae 2,111,357 16,314,438 


67. 598.7 746 


Logs and 
30lts 


tificated 

964,658 
2,746,237 
1,983,798 


























Y ELLOW PINE 


Timbers 

Lumber 
Lath and 
Shingles 


For our high grade dressed stock— 
Ask the Wholesaler" 


The Alger-Sullivan 


Lumber Co. 
CENTURY, FLORIDA 
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VON PLATEN-FOX 
COMPANY 


Iron Mountain, Mich. 


Manufacturers of 17 
Different Species of 


NORTHERN 
HARDWOODS 


17 17 




















RANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 
AMERICAN LUMBERMAN, 


431 Se. Dearborn St., CHICAGO 





ments, one of 43 percent in foreign shipments, 
and a 45 percent decline in the total, as com- 
pared with April of last year. Trade with 
China and Japan fell off 69 percent, the prin- 
cipal loss being in Japanese business, which had 
been good until recently. South American trade 
showed improvement, especially that with the 
west coast, over its low totals of last year. 
Australian takings increased 54 percent, but 
over 86 percent of that business went to Can- 
ada; similarly, United Kingdom purchases in- 
creased 44 percent, but over 73 percent of the 
orders went to Canada. Only about 7 percent 
of the shipments to the Atlantic coast came 
from Canada, however; and Canada shipped 
not a foot to the east and west coasts of South 
America, to any European destination other 
than the United Kingdom, nor to China, and 
its share of Japanese trade was only about 16 











percent. Detailed figures follow: 
Domestic 
INTERCOASTAL— 
193 1931 
Atlantic Coast ...... 56, O08 106 111,959,185 
CoASTWISE— 
ce eee 48,098,226 88,544,332 
6c bh aeoaw eau 352,375 467,752 
OTHER— 
Hawaiian Islands... 4,825,649 2,026,094 
Panama Canal ...... 723,903 383,168 
Philippine Islands... 50,813 663,405 
co eee 3,688,322 5,604,542 
Total domestic ..... 114,644,394 209,648,478 
Export 
AUSTRALASIA— 
pe a ee 8,550,913 5,531,301 
New Zealand ....... 45.613 272,177 
South Sea Islands.. 155,657 103,693 
DP cacstaexne <«aeebee %kwetas 
LATIN AMERICA— 
SE eee 3,450,816 
West Indies ....... 1,817,945 2,124,444 
Ce UO naire -ceceee . sednen 
S. Amer. (east coast) 2,765,038 945,123 
S. Amer. (west coast) 2,658,878 2,023,139 
ORIENT— 
RE! oo carne Graeaanes 5,418,795 27,088,136 
Brea oa et bate 24,220,382 57,711,563 
I is ie a aude i ee 58, 209,985 
AFRICA— 
South Africa ....... 93,708 1,222,731 
DE chiveteenetace €te0ee j- aewene 
EuUROPE— 
United Kingdom .... 16,689,836 11,587,881 
Norway and Sweden _....... 06,488 
i ck cence | ieee 451,206 
ce awee ebea 444,777 770,385 
ES rrr 1,332,604 2,375,665 
ED case vad eenen 2,205,930 1,473,987 
eee 525,989 901,749 
ED on mith ach daar 118,907 268,864 
ee 238,619 349,894 
Unclassified ........ 56,397 44,000 
Total foreign..... 67,598,746 118,922,966 
Grand total .cocccceses 182,243,140 328,571,544 


114,644,394 5,694,693 

Following are lumber footages for the first 

four months of 1932 and 1931: 
1932 1931 

290,685,673 

285,340,882 


January 


a A eee 214,987,794 


0 ES rae 216.797.545 307,829,418 
Se eieacadiatannee uve 182,243,140 328,571,544 
Four months ....... 830, 170, 719 1,2 212 427,51 517 





California Redwood 





San Francisco, CAuiF., May 23.—The fol- 
lowing information is summarized from the re- 
ports of 11 mills to the California Redwood 
Association for April: 

—Redwood— White 
Percent of Wood 
Feet production Feet 
Production ..... 10,694,000 eae 2,394,000 
Shipments ..... 14,394,000] 2,658,000 
Pee WOE occ 1,617,000 § 149 310.000 
Orders— 

Received ..... 14,836,000 139 2,373,000 
On hand . 20,917,000 4,054,000 
Detailed Distribution of Redwood 

Shipments Orders 

Northern California*.... 6,668,000 7,020,000 
Southern California*.... 2,936,000 2,529,000 
WOON -wewatensesenas 219,000 223,000 
RR ern a 3,402,000 4,268,000 
a eS ree 1,169,000 796,000 
SG: -cchecdewen ewan 14,394,000 14,836,000 


*North and south of line running through 
San Luis Obispo and Bakersfield. 


*Washington, Oregon, Nevada and Arizona. 
tAll other States and Canada. 





Installs Modern Kiln Built Entirely 
of Wood 


Witson, N. C., May 23.—The Southmont 
Manufacturing Co., this city, has just com- 
pleted a high powered, modern kiln with the 
Moore reversible cross-circulation system and 
is using it for kiln-drying southern pine. The 
kiln building is constructed of wood throughout. 
Tracks are on ground level, thereby eliminating 
cost of constructing platforms, also making ex- 
cavating and foundations unnecessary. The 
fans are located on one shaft and are driven by 
one engine, requiring only one drive. The 
Southmont company is headed by Messrs. C. W. 
Surrott, C. G. Peeler, A. S. Smith and W. B. 
Flake, all experienced lumbermen. They 
had operated mills at Thomaston and Hawkins- 
ville, Ga., also Lafayette, Ala., before moving to 
Wilson, N. C. 
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National Production, Shipments and Orders 


Wasuincton, D. C., May 23.—Following is the National Lumber Manufacturers’ 
nineteen weeks ended that date, covering mills whose statistics for both 1932 and 1931 
identical mills for the corresponding period of 1931: 
Average No. of 


Two WEEKS 
Softwoods: . 
Southern Pine Association (Including North 

Carolina pine) nee 
West Coast Lumbermen’s Association........ 
Western Pine Association (Inland Empire and 

California mills) .......... Covcccsccccoseos 
Northern Pine Manufacturers............<+e. 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 


Total softwoods 


Hard woods: 
Hardwood Manufacturers’ Institute.......... 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 


Total hardwoods 
Pi SE: ccicchnadeeee ene heed Oneneniones 
NINETEEN WEEKS 
Softwoods: 
Southern Pine Association (Including North 
Carolina pine) ae 
West Coast Lumbermen’s Association........ 
Western Pine Association (Inland Empire and 
Californian. MIB) .cccccceces cen eedueweeeen 
Northern Pine Manufacturers.........seeeees 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 


| 


| eeee 


Total softwoods 
Hardwoods: 
Hardwood Manufacturers’ Institute.......... 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 


Total hardwoods 
Grand totals ..... bie iné Owen ee enae sane 


ee ee ee) 





Association report for two weeks ended May 14, and for 
are available, and percentage comparison with statistics of 


: Production Percent Shipments Percent Orders Percent 
Mills 19 of 1931 1932 of 1931 1932 of 1931 
105 43,247,000 70 44,982,000 68 43,407,000 71 
201 116,598,000 52 132,237,000 57 122,347,000 60 
101 54,006,000 46 63,273,000 58 66,037,000 67 
7 3,164,000 43 3,822,000 65 2,880,000 59 
18 310,000 6 1,844,000 67 2,005,000 85 
432 217,325,000 52 246,158,000 59 236,676,000 ” 64 
137 15,492,000 5 18,251,000 57 17,007,000 60 
18 991,000 19 1,952,000 48 1,277,000 43 
155 16,483,000 50 20,203,000 56 18,284,000 58 
569 233,808,000 52 266,361,000 59 254,960,000 64 
109 374,628,000 60 447,762,000 66 454,860,000 67 
201 1,067,493,000 56 1,227,937,000 61 1,153,825,000 57 
100 307,174,000 41 650,636,000 69 654,977,000 70 

7 5,431,000 12 36,541,000 68 31,771,000 60 
19 11,093,000 30 16,310,000 65 17,410,000 69 
436 1,765,819,000 52 2,379,186,000 64 2,312,843,000 62 
158 152,249,000 56 212,116,000 67 201,596,000 63 
19 18,825,000 30 29,722,000 68 26,912,000 61 
177 171,074,000 51 241,838,000 67 228,508,000 63 
594 1,936,893,000 52 2,621,024,000 64 2,541,351,000 62 





West Coast Review 


[Special telegram to AMERICAN LuMBERMAN] 


SEATTLE, WASH., May 25.— The 216 West 
Coast Lumbermen’s Association mills giving 
production, shipments and orders during the 
two weeks ended May 21 reported: 

Production 117,078,000 
Shipments 132,058,000 12.79% over production 
Orders 123,199,000 5.22% over production 

A group of 321 mills whose production re- 
ports for 1932 to date are complete, reported as 
follows : 

Average weekly operating capacity 285,997,000 
Average weekly cut for 20 weeks— 

1931 108,072,000 

67,486,000 


Average cut for two weeks ended 
May 21. 


68,114,000 


A group of 216 mills, whose production for 
the two weeks ended May 21 was 117,078,000 
feet, reported distribution as follows: 





Unfilled 
Shipments Orders Orders 
Rail 50,471,000 45,750,000 53,935,000 
Domestic 
cargo ... 49,257,000 41,278,000 70,628,000 
Export 18,699,000 22,540,000 39,405,000 
Local 13,631,000 See 0k wnesues 
132,058,000 123,199,000 163,968,000 


A group of 201 identical mills, whose reports 
of production, shipments and orders are com- 
plete for 1931 and 1932 to date, reported as 
follows: 

Average of two 


weeks ended Average for 20 weeks 


May 21, 1932 1932 1931 
Production 57,940,000 56,254,000 101,404,000 
Shipments 65,295,000 64,363,000 106,254,000 
Orders 60,865,000 61,492,000 106,112,000 





Relation of Unfilled Orders to Stocks 


_ Wasuincton, D. C., May 23.—Following is a statement for five associations of the gross stock 
lootage May 14, and the percentage relationship of unfilled orders to stocks: 


Orders of 
No. of Gross Unfilled Stocks— 
—Association— Mills Stocks Orders Percent 
Southern Pine Association............. Chbeomen es 103 609,249,000 55,461,000 9 
West Coast Lumbermen’s Association....... esoe 271 1,172,109,000 135,489,000 12 


Western Pine Association (Inland Empire an 


California mills) 


ee . 


Northern Pine Manufacturers’ Association...... 


Hardwood Manufacturers’ Institute....... 


163,244,000 10 
13,325,000 6 
84,315,000 11 


123 1,593,037,000 
7 215,447,000 
154 776,813,000 





Western Pine Summary 


[Special telegram to AMERICAN LUMBERMAN] 


PorRTLAND, ORE., May 25.—The Western 
Pine Association reports as follows on opera- 
tions of Inland Empire and California mills 
during the two weeks ended May 21: 


Average number of mills reporting, 1224: 


Total production for two weeks.. 63,230,000 
i IR PT Tee 68,361,000 
PE SNE 66 sibilant: bie ea wae 71,180,000 
Report of average of 100% mills: 

Average weekly capacity......... 124,831,000 
Weekly aver. for 3 previous years. 84,934,000 
Actual production, weekly average 28,680,506 


Report of average 122% mills: 


Average weekly production....... 
Unfilled orders—May 21 


63,482,500 
158,549,000 


Weekly averages of identical mills, average 
number, 100%: 


c—Two Weeks Ended—, 
May 21,1932 May 22, 1931 


ProGuctiobn. ..csvccs 28,680,500 59,281,000 
ae 31,272,500 55,504,000 
Orders received.... 32,721,500 51,905,500 


Identical mills reporting, average No. 120%: 
Production, weekly average for 3 





SPOTIOUS SORES 45s i. 000G 508 620 00% 63,264,500 
On May 21, On May 22, 

1932 1931 
Unfilled orders..... 157,998,000 193,872,000 
THE EQguaporEAN Government has been 


authorized to negotiate tariff reciprocity treaties 
particularly with neighboring countries. 





Mixed Car Service 


Order anything you need— mixed as you want it 


Longleaf Pine Lumber and Dimension 
All Standard Items in Pine Shed and Yard Stock 


Oak Trim and Mouldings 


Red and White Oak Flooring, Plain and Quartered 
Southern Hardwoods, Rough or Dressed, Air or Kiln Dried 
Industrial and Railroad Timbers Our Specialty 


TREMONT LUMBER COMPANY 


ROCHELLE, LOUISIANA 
CHICAGO OFFICE: 307 North Michigan Avenue 


Shortleaf Pine Finish 


Gum Trim and Mouldings 
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“@ 
GOLDSBORO 


N. C. PINE 


Our “Jiffy Service,” by rail 
and water, will keep you 
supplied with all items in 
YARD STOCK 
SHED STOCK 


Let us prove it on your next order 


JOHNSON & WIMSATT 








Washington, D. C. al 








CYPRESS 


We annually produce 40,000,000 feet of 
Louisiana Red Cypress 
Lumber, Lath 


and Shingles 


Also Tupelo Lumber, and have Complete 


vg ' ; 
ait 
sd Planing Mill Facilities. 


Dibert, Stark & Brown Cypress Co. Ltd. 


Manufacturers DONNER, LOUISIANA 














ae en 4 
AS) |=) 3) aeotes 


KANSAS CITY, MO. 


EP form ir 


COLOR 
TEe<TURE 
QUALITY 


Aa 
as) 


——— 





. . ID 
White Pine MINNESOTA 
WESTMONT 


LONG and SHORT LEAF 
ALso { Yellow Pine 


WM. SCHUETTE CO. 
Pittsburgh. Pa. New York, N. Y. 














North Carolina Pine and 
West Virginia Hardwood 














iin Dried, Well Manu- CASING, 
gam yy BASE AND 
Capacity, 250,000 feet MOULDINGS 
An Mixed Cars Our Specialty. 
WILLSON BROTHERS LUMBER CO. 
1530-35 Oliver Bidg., PITTSBURGH, PA. 











Resawed Fables 


is a collection of the funniest 
prosewritings of ‘the lumber- 
> 

it is the ev ay e i- 
ences of the lum : n, told 
with a smile. Every lumber- 
man owes it to himself. 

Price postpaid, $1.00. 


AMERICAN LUMBERMAN, Publisher 


AMERICAN LUMBERMAN 


Veneer Plants Try Mexican 
"Parota’ Wood 


WasHIncGTON, D. C., May 26.—A trial ship- 
ment of about 140,000 board feet, log scale, of 
“Parota” wood (Enterolobium Cyclocarpium) 
was recently made from the State of Colima, 
Mexico, to veneer plants in the United States, 
for experiment in veneer manufacture, states a 
report to the lumber division, Department of 
Commerce. 


Profitable New Insulation Ma- 
terial Introduced 


With the purpose of producing an adequate 
home insulation that could be sold at a profit 
by retail lumber dealers under existing condi- 
tions, a new product—Gimco Sealal Rock Wool 
“Bat”—has been placed on the market by the 
General Insulating & Manufacturing Co., of 
Alexandria, Ind. It is “full wall thick,” yet 
extremely light; is fire- and vermin-proof, giv- 
ing complete insulation as long 
as the house stands. 

Rock Wool is made from nat- 
ural stone, which, by an intense 
heating, melting, and blowing 
process, is changed into a light, 
fluffy form, which is treated 
while being blown to toughen 
and anneal the fibers, some one 
having been inspired to call it 





“Devil’s Snow” because of the 
transformation thus _ brought 
about. 

This new Gimco Rock Wool 


product contains no paper or in- 
flammable material and is made 
up into sections 15x18 inches and 
thick enough to fill a standard 
4-inch wall. Being extremely light, but firm 
in texture, it is easily installed without the 
use of nails or other fastening by simply shov- 
ing it into place between the studding or joist. 
It can be easily sawed or cut into desired sizes 
with a large knife. For those dealers who 
want to sell insulation for old homes 
as well as new, the company has de- 
veloped a process of blowing the ma- 
terial in fluffy form between the walls 
of homes already built. 

The General Insulating & Manu- 
facturing Co. has worked out many 
types of home insulation to fit various 
needs and requirements, and during 
the last few years gigantic strides 
have been made in the development of 
proper home insulation. Adequate in- 
sulation against heat, cold, fire and 
sound should be one of the first con- 
cerns of the home builder or owner, 
and the Gimco “Sealal Bat” is de- 
signed to give adequate protection at 
the lowest possible installation cost. 
Complete information about this prof- 
itable new product will gladly be 
furnished any dealer by writing the 
company at Alexandria, Ind., or by 
calling its nearest district office. 


A Family of Experts 


SpoKANE, WaSH., May 21.—Perhaps if a 
vote were taken in the Inland Empire to de- 
termine the personality that has wielded the 
greatest influence on the lumber industry of 
that section, the name J. P. McGoldrick would 
so far out-shadow any other candidates that 
there would be no need to count the votes. This 
veteran pine manufacturer is a believer in pre- 
paredness in more ways than one. Gangsters 
and Japanese militarists please take note! 

Edward McGoldrick, eldest son of J. P. Mc- 
Goldrick, and a member of the city sales de- 
partment of the McGoldrick Lumber Co., is a 
captain in the 384th Reserve Infantry and holds 
many records with medals and trophies, won as 
an expert shot in many classes. But that is 
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only the beginning. It is to Mrs. Ed Mc- 


Gimco Sealal Rock Wool “Bat” in fluffy form 





Showing how easily the “Sealal Bat” is placed between 
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Goldrick, wife of the captain and daughter-jp. 
law of J. P. McGoldrick, that the highest hop. 
ors continue to come, She is an expert with, 
shotgun, rifle and pistol. Her latest achieye. 
ment was at Fort Wright in the Northwey 
Olympic match earlier this month, when on th 
50-yard pistol range she defeated the nation 
champion in that event. 

For twelve years Mrs. McGoldrick has bee § 
shooting and winning honors along with he & 
husband. The principal diversions of this hys. 
band and wife are hunting, fishing and oy. 
board motor boating, all of which they shar 
mutually as well as enthusiastically. 





Construction Contracts Show 
Gain 

The F. W. Dodge Corporation reports tha 

of the thirteen districts comprising the thirty. 

seven States east of the Rockies all but three 


showed higher construction contract totals jy 
April contract totals for 


April than in March. 





the entire eastern area showed an 8 percent 
gain over March in contrast with a loss of § 
percent between the corresponding two months 
of 1931. Analysis discloses that the gain was 


entirely due to public works, especially high- 
ways. 









the studs 






Metropolitan New York, southern Michigat, 
and the Chicago territory were the exceptions 
which did not partake in the April advance over 
March this year. The April total for the entire 
thirty-seven States east of the Rockies was 
$121,704,800. Residential building formed $28; 
894,700 of this total; non-residential building 
formed $45,515,000; and public works and utili- 
ties amounted to $47,295,100. 


Residential building gains over March of this 
year were shown in the New England, Chicago, 
central Northwest, southern Michigan, St 
Louis, Kansas City, and New Orleans districts. 
In the case of non-residential building, gains 
over March were shown only in the New Eng- 
land, metropolitan New York, upstate New 
York, middle Atlantic, and St. Louis territories. 7 

In public works the April gain over March 
amounted to 93 percent, while a year ago a loss § 
of 14 percent was shown between March 
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April. For residential building the April con- 
tract record showed a loss of almost 13 percent 
from March, and for non-residential building 
April contracts were almost 8 percent smaller 
than the March awards. 


Northern Wholesale Hard- 
wood Men in Spring 
Session 


MiLwWAuKEE, W1s., May 23.—A fair repre- 
sentation of the membership of the . Northern 
Wholesale Hardwood Lumber Association was 
in attendance at the spring quarterly meeting, 
held here May 20 at the Milwaukee Athletic 
Club. Addressing the meeting, President G. A. 
Vangsness, of Chicago, declared that the present 
conditions are due to the fact that in the de- 
velopment of civilization of thousands of years 
back, man has always tried to take the best 
there was in life without putting anything back. 
“There are certain basic laws which can not be 
transgressed with impunity,” he said, “and 
the law of economics is one of these. Natural 
laws are unchanged, and the laws that governed 
our forefathers are the same today and will 
continue to operate in all of the generations un- 
born. By patient perseverance and a return to 
those principles will we come out of our slough 
of despond and then we will have reached a 
normal condition.” He spoke of the disparity 
between the price of food stuffs and the cost 
of union labor, declaring that while this con- 
dition of inequality exists we can not hope for 
a settled condition. 

In the absence of Treasurer R. G. Maislein, 
his report was read by Secretary J. F. Hayden, 
who then made his own report. Secretary Hay- 
den spoke of the letters the membership had 
received from members of Congress in reference 
to reducing the cost of Government expense, 
stating that about half of these replies were 
noncommittal, while others expressed sympathy 
with the movement and a determination to act 
accordingly. The secretary made a plea for 
greater co-operation among lumbermen, stating 
that “the stronger the association, the greater 
will be its influence in assuring conduct in 
business matters which is best for every mem- 
ber of the industry it represents.” 

A recently published report in Memphis, the 
secretary said, showed that the average unsold 
hardwood stocks held by southern mills on 
March 1, 1932, were 4.9 percent less than on 
July 1, 1929. Statistics of the cut and sales of 
northern and southern hardwood lumber for 
the first eighteen weeks of this year and last 
were given by the secretary, these figures show- 
ing that for both regions combined sales last 
year exceeded production by 8.7 percent, and 
for the same period this year the excess of sales 
was 33.1 percent. The decline in production 
was 52.4 percent and in sales 42 percent. Pro- 
duction of northern hardwoods last year for the 
Same period exceeded sales by 58.4 percent 
while this year sales were larger by 29.4 per- 
cent. Production declined 69.3 percent, and 
sales 37.5 percent. 

Z 2. Jones, as chairman, and A. H. Ruth 
and Vilas Ruhmer were appointed as the mem- 
bership committee for the year by President 
Vangsness. ¥ ‘ 

The discussion on market conditions and 
opinions as to the future of the trade were in- 
dulged in following which invitations were re- 
ceived for the August meeting of the associa- 
tion—for Shawano, John Adams, of the M. J. 
Wallrich Land & Lumber Co.; for Phelps, 

larry Christiansen, of the General Lumber Co., 
Milwaukee, and for Park Falls, Ed Ruhmer, 
National Lumber & Cedar Co., presented the 
merits of their various cities. It was decided 
that each of these men present their argunients 
i writing, which in turn would be sent to the 
membership for their approval by a mail vote. 
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LIGNASAN GIVING 





NATALBANY LUMBER CO. 


© H. Jj. HARVEY 


The picture tells 
the story—convinc- 
ing proof that Lig- 
nasan kills sap 
stain fungi. Tops 
of boards did not 
receive Lignasan 
protection, bot- 
toms did. Try it at 
yeur mill. 


846. U. 5. PAT. OFF. 


LIGNASAN 


REG. U. S. PAT. OFF. 


Prevents Sap Stain Keeps Lumber Bright 








E. I. DU PONT DE NEMOURS & CO., Inc. 
Organic Chemicals Dept., Wilmington, Del. 


Gentlemen: I should like to know the easy, 
inexpensive way to get Bright Lumber. With- 
out obligation please send me full details and 
prices of Lignasan. 























FYAHE Natalbany Lumber Co., Hammond, 
Louisiana, produces some of the highest 
grades of lumber for both domestic and export 
trade. This alert mill was one of the first to 
adopt Lignasan for the control of sap stain. 


A letter dated March 4, 1932, written by 
their General Manager, F. W. Reimers, says in 
part (referring to their Norfield, Mississippi, 
plant), “‘has been using Lignasan for more than 
a year with satisfactory results.” 


Every week we receive just such reports 
from satisfied users of Lignasan. Already over 
150 lumber manufacturers are getting bright 
air-dried pine and sap gum with this DU 
PONT product. In numerous U. S. Dept. of 
Agriculture tests Lignasan has proved again 
and again to be the most effective chemical 
tried for both pine and certain hardwoods. 


And, best of all, Lignasan is economical. 
Average dipping cost is about 12c per M board 
feet users report. It is used by most mills in 
cold solution. Mail coupon for prices and fur- 
ther information on Lignasan. It’s the first 
step toward licking sap stain, and saving 
money while you do. 





Thinks Construction Costs 
Too High 


At a recent meeting of southern pine manu- 
facturers in New Orleans, as reported in the 
May 14 issue of the AMERICAN LUMBERMAN, 
there were interesting discussions on ways and 
means of increasing the demand for lumber and 
avoiding the practice of producers endeavoring, 
through inordinately low prices, to force lumber 
on a market that is not in position to buy. 
Writing to the AMERICAN LUMBERMAN con- 
cerning this situation, M. J. Hale, secretary, 
Central Lumber Co., Brookhaven, Miss., re- 
ferring to the discussion, said: 

For many months, the mill prices of lum- 
ber have been at or below the level of the 
other lowest priced commodities. This is not 


true of finished construction costs, which still 


carry many inflated items. 


Rail freight, a most important factor in the 
has not been reduced 
at all, but, on the other hand, was recently 
increased in spite of radical declines in all 


retail cost of lumber, 


commodity prices. 


Lumbermen continue to temporize with this 
very serious interference with readjustment. 
Freight rates on lumher average perhaps 50 
percent higher that they were in 1915, though 
many commodity prices are lower than the 


1915 base. 


This fact alone is sufficient to prevent the 
delivered 


sale and movement of lumber at 
prices in keeping with present conditions. 
Taxes, governmental costs, 


and other intermediate costs must fall 


proportion to commodity prices before there 


can possibly be a free flow of business, 


extravagance 
and graft remain at the peak. All of these 
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BUSINESS CHANGES, 1 








Business Changes 


ARIZONA. Phoenix—H,. H. Shoup succeeded by 
H. H. Shoup Lumber Co. 

ARKANSAS. Texarkana—National Lumber & 
Creosoting Co. moving treasury and accounting de- 
partments to main office in Pittsburgh, Pa., but 


sales and operating departments remain in Tex- 
arkana. 
CALIFORNIA. Los Angeles—George H, Walker 


& Son succeeded by George H. Walker. 
Nevada City—M. L. & D. Marsh Lumber Co. sold 
to F. E. Connor. 
CONNECTICUT. 


Hartford—Andrews & Peck 


Co. sold millwork department to Lockwood Sash 
& Door Co. 
FLORIDA. Blountstown—Midway Hardwood Co. 


succeeded by Midway Lumber Co. 
GEORGIA. Macon—Case-Fowler Lumber Co. 
plant sold to Georgia Central Lumber Co. 


IDAHO. Moscow—Harry Rawson sold lumber 
yard and planing mill to John Jacobson. 
INDIANA, Clark’s Hill—Clark’s Hill Lumber 


Co. succeeded by Farmers Lumber Co. 
Indianapolis—E. E. Mitchell Veneer 
Co, moving to 3177 E. 10th St. 
Wabash—Foltz Lumber Co, 
Wabash Lumber Co. 

IOWA. Reinbeck—Reinbeck Lumber Co, recently 
purchased by Henry L. Hettler, of New Hampton, 
has been sold to P. M. Mettlin, of Reinbeck. 

KANSAS. Hillsboro—E. R. Burkholder Lumber 
Co, sold to Badger Lumber & Coal Co. 

KENTUCKY. Dawson Springs—J. E. Hayes (Es- 
tate) succeeds to the hardware and lumber busi- 
ness of Bishop & Hayes. 

Harrodsburg—Harrodsburg 
succeeded by W. H. Atkinson. 

LOUISIANA. Arabi—St. Bernard 
sold to Pontchartrain Lumber Co. 

MASSACHUSETTS. Boston—Cypress Lumber Co. 
moving from 161 Devonshire St. to 308 Boylston 

MINNESOTA. Hendricks—Botsford Lumber Co. 


& Lumber 


changing name to 


Lumber & Coal Co. 


Cypress Co. 
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ing buyers for furniture factories, sash 

and door plants, retail yards, etc. 
We'll satisfy you, too, because we specialize 
in Northern Veneers and Plywood. l 
We also invite orders for Northern Pine, Spruce, 
genes Hemlock, Cedar Posts and Poles, Lath, Shingles, and 
Ameciation = “Peerless Brand” Rock Maple, Beech and Birch flooring. 
Order in straight or mixed cars. 

THE NORTHWESTERN COOPERAGE 
& LUMBER COMPANY 
GLADSTONE, MICHIGAN 
Chicago Office: N. J Clears Lumber Co., 1331 Monadnock Block 
Minneapolis Office: G. W Cricten, 516 Lumber Exchange 


J. W. WELLS 


Lumber Company 
MENOMINEE, MICH 
Manufacturers of 


“DIAMOND HARD” 
MAPLE and BIRCH 
FLOORING 


Manufactured from the finest 
Northern Hard Maple trees by 
the newest machinery and latest 
methods. We would appreciate an 
opportunity of furnishing your 
requirements. 























sold yard to Hendricks Farmers Lumber Co. 


MISSOURI. Belton and Cleveland—George D. 
Hope Lumber Co. sold to G. A. Noland. 

Hurricane Deck—Mac-Nic Lumber Co., recently 
established here, is succeeded by MacKenzie Lum- 
ber Co, 

Mooresville—R. Lee Lumber Co. closing out lo- 
cal yard and moving stock to Ludlow and Dawn 
yards. George Foreman becomes manager of the 
Ludlow yard. 

St. Louis—Wilson Lee & Co. 
to 5794 Kingsbury Place. 

NEW YORK, Afton—Raymond D. Allen has sold 
his East Side Lumber Yard to Briggs Lumber Co., 
of Oneonta. 

Westfield—Westfield Lumber & sold 
to Farr Lumber Co. 

NORTH DAKOTA. Williston—Murphy Lumber 
& Construction Co, disposed .of lumber operation 
and continues in contracting business only. 

OHIO. Cincinnati—Harry F. Hendy Lumber & 
Veneer Co. succeeded by Hendy Lumber Co. 

Marengo—Jeffrey Lumber Co. sold by estate of 
the late A. L. Jeffrey to George Dunlap, of the 
Ashley Lumber Co., who will move the stock to 
Ashley. 

OKLAHOMA. Fairland—George D. Hope Lum- 
ber Co. sold to G. A. Noland. 

OREGON. Cherryville—Sandy Lumber Co. 
ceeded by Deaton & Brandes Lumber Co. 

Philomath—The Griswold-Grier sawmill has been 
leased to Co-operative Lumber Co 

PENNSYLVANIA. Philadelphia—B. C. 
Lumber Co. moving to Sharon Hill. 

SOUTH DAKOTA, Corsica—J. F. Anderson 
Lumber Co, has purchased the local yards of the 
Corsica Lumber Co. and Floete Lumber Co, and 
will combine. 

WASHINGTON. Seattle — Mackintosh - Truman 
Lumber Co. and Marsh & Truman Lumber Co. 
have moved to 670 Skinner Bldg. 


moving local office 


Supply Co, 


suc- 


Currie 


Tacoma—Buffelen-Hubbert & Loonan (Inc.) 
changing name to Buffelen-Hubbert (Inc.). 
WISCONSIN. Stoughton—Stoughton Co. suc- 


ceeded by The New Stoughton Co. 





CANADA, ALBERTA, F't. Saskatchewan— 
Hunter Lumber Co. (Ltd.) succeeded by Simmons 
Lumber Co. 

= 
Casualties 

ARKANSAS. Russellville—Sandusky Heading 
Co., loss by fire, $2,500; office, furniture, saws de- 
stroyed. 

CALLFORNIA. Oakland—Eastbay Lumber & 
Mill Co., loss by fire, $7,000. 

IOWA. Benton—Fred Augustine lumber yard 
destroyed by fire; loss, $10,000. 

Sioux City—Spalding-Avery Lumber Co., loss by 
fire, $40,000. 

KENTUCKY. Hodgenville—Hodgenville Lumber 
Co., loss by fire, $5,000. 

MISSOURI. Aurora—Planing mill plant of Au- 
rora Lumber Co. destroyed by fire; loss, $25,000. 


NEBRASKA. Omaha—tTebbins - Bittinger Co. 
(Inc.), retail lumber and building materials; loss 
by fire, $10,000. 

NORTH CAROLINA. Concord—F. C. Niblock 
Co., loss by fire, $50,000; plant destroyed with ma- 
chine shop, warehouses, etc. 

Four Oaks—Pope & Tarp Co., 
000; mill and stock burned. 

Trinity—Auman Lumber Co., loss by fire, $30,000. 

PENNSYLVANIA. Ardmore—Smedley &« Mehl 
Lumber Co., loss by fire, $75,000; sheds and stock. 

SOUTH CAROLINA. Springfield——-Badham Lum- 
ber Co.’s plant near here destroyed by fire; loss, 
$50,000. 


loss by fire, $15,- 


TEXAS. Dallas—Texas Oak Flooring Co., loss 
by fire, $150,000; warehouse and 3,000,000 feet of 


finished hardwood flooring destroyed. 
WASHINGTON. Seattle—Columbia City Sash & 

Door Factory, 5012 Rainier Ave., fire loss, $20,000. 
Vancouver—Vancouver Plywood Co., loss by fire, 


$4,000. 
. 
Incorporations 

CALIFORNIA. Auburn—Nevada County Lum- 
ber Co., incorporated. 

Grass Valley—E. T. Robie Co., $10,000; general 
lumber business; E. T. Robie, et al. 

ILLINOIS. Chicago—North Town Mill & Lum- 
ber Co.; $1,000; 1237 Belmont Ave.; Culver, An- 


drew, Selter and Gilmore; Burnham Bldg. 

Edwardsville—Illinois Lumber Co.; $150,000; 
Fred J. Stolze, of Staunton interested. 

Rockford—Highland Lumber & Fuel 
shares, no par; old concern. 

INDIANA. North Vernon—W. J. Hare Lumber 
Co.; 100 shares, $100 par; old concern. 

IOWA. Adair—Orient Lumber Co.; 
E. Wise, et al. 

KENTUCKY. Somerset—Hart-Fish 
increasing from $9,000 to $12,000. 

MASSACHUSETTS. Boston—Kehoe 


Co.; 400 


$20,000; H. 
Lumber Co. 


& McDon- 


ald Lumber Co.; $25,000; Wm, H. Kehoe, Mere- 
dith Circle, president, 
Boston—James A. Glass Co. (Inc.);_ timber, 


building materials, hardware; $50,000; S. Lang 


Makrauer, president. 

Fall River—Cook Borden Co. (Inc.); timber, 
lumber, wood products; 500 shares, no par; Ev- 
erett N. Slade, president. 

MICHIGAN. Detroit—Lumber Dealers Sales 
Corporation; 5105 Loraine Ave.; 25,000; Edgar 


G, Curtis interested; 
NEW YORK, 


building materials, sash. 
Brooklyn—Carbone Lumber Co, 
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(Ine.); general lumber business; $5,000; Jos. 
Burkard, 182 Midland Parkway, Jamaica, inter. 
ested. 


Brooklyn—Ace Lumber Co. (Inc.); $5,000; Harry 


Wiss, 555 Crown St., interested. 
Mexico—Mexico Lumber & Coal Co.; $51,009 
M. Prouse Neal interested; old concern. ; 
New York, Kings—Crisci Bros. (Inc.); 2 
shares, no par; general woodworking; Dominick 
Crisci, 1939 E, 12th St., Brooklyn, interested, 


New York, Manhattan—Antique Wood Products 


Corporation; $1,000; timber and lumber; Marti, 
E. Miller, Hastings-on-Hudson, interested. 
New York, Queens—Maspeth Lumber & Trin 


Co. (Inc.); $20,000; Morris Marlow, Maspeth, N, y, 
OHIO. Coshocton—Boyd Lumber & Fuel (Co, 
250 shares, no par; R. I. Boyd, et al. 
RHODE ISLAND, Newport—Thomas  Mijjj 
(Inc.); sawmill, 
SOUTH CAROLINA. Columbia 
& Supply Co.; $2,000; D. W. Roof, president. 
TENNESSEE. Knoxville—Knoxville Lumber (po, 
5,000 shares no par; L. Lancaster, interested, 
TEXAS. El Paso—Madera Box & Lumber (y, 
decreasing from $500,000 to $300,000. 
Houston—Texas Folding Box & Crate Co.; $19, 
000; Fannin Bldg.; mfr. chicken crates and boxes 
Luling—Buchanan Lumber Co, $20,000. 





Roof Lumber 





WASHINGTON. Chehalis—General Lumber (o 
increased to $57,500. 
WISCONSIN. Milwaukee—C, Kleppe & Sons 


(Inc.); 100 shares, $100 par; old concern. 


New Ventures 


ALABAMA, North Birmingham—wW. F. 
recently began retail lumber business. 

CALIFORNIA. Long Beach—W. E. Downey 
Lumber Co., 11th and Obispo streets, has engaged 
in business; Ross E, Hall interested. 

Los Angeles—Quality Hardwood F'loor Co. has 
engaged in business at 1539 W. 60th Place. 

Maxwell—N. W. Lumber Co. will open a yard 

Quincy—J. C. Lee opening retail lumber business 

San Francisco—New Process Woodworking Mill 
opening at 3470 19th Ave. 

San Francisco—The Dawes Cabinet & Carpenter 


Frost 


Shop has been organized and has leased the entire 7 


building at 72 Commercial St., to manufacture 


cabinets, fixtures, etc. 
COLORADO. Fowler—Rock Island Lumber & 
Coal Co., of Wichita, Kan., is opening yard. 
FLORIDA. Jacksonville—Durrance Lumber & 


Export Co. has started a wholesale and export lum- 
ber business in the Dyal Upchurch Bldg. 

St. Petersburg—Rieck & Fleece (Inc.), new 
building supply firm, has opened for business at 
3lst and 9th, with J. W. Fleece as manager; suc- 
ceeds the old Rieck-Caldwell Lumber Co, 


GEORGIA. Ludowici—C. W. Callahan Lumber 
Co. recently erected a plant and is now working 
full time; sawmill. 

KENTUCKY. Albany—Clinton Lumber Co. has 


opened building material business. 

MASSACHUSETTS. Holyoke—W. D. Ballard has 
established a commission lumber business, 

MICHIGAN. Port Huron—Howard A. Davidson 
has engaged in roofing supply, lumber and mill- 
work business, 

MINNESOTA. 
will open. 

NEW YORK. Poland—Jamestown Panel Co, 
which has been closed for some time, has reopened 
for the manufacture of veneer. 

NORTH CAROLINA. Boone—Blue 
ber Co. opening retail business. 

NORTH DAKOTA. West Fargo—The West Fargo 
Lumber & Supply Co., F. C, Potter and Ward D, 
Briggs, managers, has plans under way for lumber 
yard with 60x100 ft. warehouse, two-story office 

OKLAHOMA. Tulsa—Marvin Planing Mill open- 
ing at 13th Place and Lewis Ave. 

OREGON. Coquille—W. H. Mansell & Co., P. 
W. Walker, manager, has engaged in manufacture 
of woodenware novelties. 

LaGrande—Bowman-Hicks Lumber Co., 
has opened a planing mill. 

Portland—Pacific Woods Co. has started a whole- 
sale lumber business in Board of Trade Building. 

PENNSYLVANIA. Wrightsville—E. H. Eschbach 
& Sons has started a retail lumber business. 

TENNESSEE. Covington—R. A. Baxter has 
started a retail lumber business. 

Memphis—John M. Divine, Custom Kiln Drying, 
new firm opened on Chelsea Ave. in plant of King- 
Haase Furniture Co. whose kilns, machinery and 
acreage have been purchased. 

Memphis—Frank W. Snepp has started a whole- 
sale and commission lumber business at 251 Gar- 
land Place. 


Buffalo—Simonson Lumber Co. 


Ridge Lum- 





sawmill, 


TEXAS. Orange—Wilson Cypress Co, opening 
saw and shingle mill. 

WASHINGTON. Puyallup—Chester E., Harvey 
has engaged in cabinet manufacture. : 

Seattle—Pacific Building Material Co. opening 


lumber and building business at 3600 


Iowa St. 


New Mills and Equipment 


FLORIDA. Brooksville—R. W. Underwood is 
rebuilding lumber plant recently burned. 

Wabasso—Graves Bros. Co. erecting sawmill. 

GEORGIA. Townsend—T. T. Scott, Tenansville, 
Fla., is reported to erect a sawmill here where he 
has a tract of pine timber. 

INDIANA. Wawaka—Lester Jones, whose saw- 
mill here was recently burned, has purchased 
a sawmill at Kendallville and will dismantle and 
move it to Wawaka where production will start 
as soon as possible. 

MISSOURI. St. Louis—Squardee Safety Sash 
Mfg. Co., Chas. Drill, president, 4119 Gravois St. 
will erect a $25,000 plant to produce both wood 
and steel frames, 

NEW JERSEY. 


material 


Elizabeth—Elizabeth Lumber 
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- Goldberg, manager, 1057 E. Grand St., pro- CC, W. Woodcock, J. F. Clark and Don McLean,, C IC C AST 
os. H Co. g erection of plant to cost about $40,000. with others, to erect a new sawmill here. cj PA {F 0 com 
inter. NORTH CAROLINA. Windsor—Gray Mfg. Co. RHODE ISLAND. Providence—F. D. McKen- 
has acquired 9,000 acres of timber in Bertie County dall Lumber Co. will make improvements to cost 
Harry & oroun the Fcoreman-Blades Lumber Co., and will about $30,000; new storage shed, office, shop, etc. 
. erect sawmill. , WASHIINGTON. Everett—A. W. Gough is plan- 
51,000; OHIO. rine a > oo = ning erection of woodworking plant. 
B puilding its woodworking ” ri WISCONSIN. Wausau—Underwood Veneer Co 
206 ri ant recently destroyed by fire at a cost oat neat ae ‘ : 4 
minick tome a10,000. | . will rebuild plant destroyed ved fire. Our Specialty 
— OREGON. Cheshire—Briggs Bros. will erect a CANADA. ONTARIO. _ Kitchener—Factory of 
oducts sawmill. Wunder Furniture Co. will be rebuilt at cost of 
Martin sa akeside A new corporation is being formed by about $100,000. YAR AND 
<. — SHED STOCK 
N. Y, 
1 Co ° . . 
Including Bevel Siding, 
an Mouldings, Lath, 
sumb bY 
anne Shingles 
er Co,; 
Tested 
= s WHITE RIVERT 
> $10, an —_ 
os ail LUMBER CO. 
er 0 hy and How Train Truck Drivers? ENUMCLAW, 
Sons What lumberman would deliberately ask If he accords the reasonable courtesies of WASHINGTON 
one of his drivers to be careless of accident the road to other motorists he meets or 
4 hazards, or to abuse the mechanism of the passes, or who pass him; if he is considerate 
truck by lack of proper care, or to have no_ of the pedestrian, especially on wet or slushy 
Frost thought of courtesy for other motorists and streets, where it is easier _to splash than 
% for pedestrians? not to splash; if he has patience and merry 
Jowney fe No man would do that of course, unless grins, instead of a sour countenance, for the WE can MIX Them 
nsaged he were headed for a padded cell; it would foibles and curiosity of children, on the street 5 
. ss be like inviting Old Man Disaster to drop- or at the destination; if he is polite to the Send us your Requirements for— 
. - in some time. But plenty of men accomplish people to whom he delivers lumber, and to : P 
. yard i omewhat of the same effect by neglecting their next door neighbors, who might want All kinds of Yard Stock both Fir 
; s : ; k 
astness to show their drivers the importance of some lumber, some time—if he does, is and and Hemloc ; 
is Mil not doing these things. They are prone to has all these things (which are neither im- Cedar Siding and Shingles 
rpenter § leave this matter entirely to the discretion possible nor unreasonable), the driver will Large and Long Timbers 
entire keep and make friends Long Dimension Lath 
facture —— erences - for his company. A 
bit of carelessness in 
“‘ 2 either one of these John D. Collins Lumber Co. 
ber & phases can so alienate WHITE BLDG., SEATTLE, WASH. 
‘t lum- 
new Even though logs and 
7; lumber do bring such "| 
aa ep sence F — ee lgoma Soft Textured 
i. des & pa toe California Soft Pine 
that it pays to have his 
0. has men use this “Caterpil- CLEARS, SELECTS, FACTORY PLANK, 
3 in lar Ten” tractor to pull BEVEL SIDING, COMET nee 
out of the river logs BOX SHOOKS Write Now 
_ that have drifted down Est. 1905 for Prices 
from the logging camps, Algoma Lumber Co Fay Building, 
> ° LES, CALIF. 
er Ce and as shown here to 8 2 1s ee 
» oe skid them to the land- 
openes ing and so to eventual 
Taek marketing. It is an easy : ‘ : : 
4 job for a tractor like CO)iWMSA\S dod Me) 00 ORO 
by this, despite the muddy 
ard D ’ a 
facaian “road” condition of the Stuart Bldg. - Seattle. 
office river bank : 
| open- Dependable shippers of fine quality 
I 
Co., F, a prospective cus- . Ge i & 
facture tomer as to render SITKA SPRU CE 
.wmill, practically useless any (Clears & Factory grades) 
“quality and service” 
whole- advertising to him. 
silding of their drivers; then they make a blanket Then there is the matter of accidents. They 
a : deduction that the best driver is the one who cost money—a non-insurable average of 
- on delivers the largest amount of lumber and $66.25 each, an insurance company has com- emma A OT E LS rea 
Specialties each day. These men should be puted—and the National Safety Council says 
rying, & neither surprised nor aghast if the drivers that 95 percent of the auto accidents caused 
Kings- & get the same idea. last year could have been avoided at no great 
ry and & It is not that simple. A lumber company’s’ effort and at no great waste of time, that 
whole: & motor truck is more than a delivery unit; only 5 percent were caused by mechanical 
1 Gar- & and its driver, whether he wants to be or not failure. That this is fact and not theory 
q and whether the company wants him to be is proved by the records of drivers who, 
pening or not, is more than a driver. It is easy to year in and year out, in thousand-miles after 
&& see why. Because they occupy so much thousand-miles, never have an accident. It Rendezvous of 
Harvey ground area which on a main business street is not an impossibility. It can be done if the Spokane Lumbermen of 
pening would cost much money, and because their driver is made to see the importance of it. ’ the Northwest 
t 3600 Principal commodity, lumber, is a bulk com- Consider, too, the cost of maintaining the Washington . 
modity that necessitates a minimum of han- motor, the chassis, the tires, and the gasoline 
dling from car to shed, lumber yards usually tank. Suppose the driver makes great speed Complete hotel and 
; are located down by the railroad tracks some- in delivery, but in doing so uses extra gaso- dinin a 4 
ood is & where, often in a rather out-of-the-way line by his sudden stops and forced accelera- om & 
< 7 place, where comparatively few people pass tions, and burns a little extra babbitt off the formal. 600 
ail i each day. bearings by neglecting the oil in the crank- rooms, outside, 
aod 7 The lumber truck, on the other hand, is case, and has no timeto check tire pressures Fireproof. 
“ frequently to be seen on the city’s streets nor to watch for holesand sharp corners that 
> saw- i and the country highways, passing through cut and otherwise in-jure tires, and puts un- Rates and 
chased the heart of town and penetrating to the due strain on clutchand brakes—this will prices are most 
le and § farthest corners of the city and surrounding increase the cost ofmaintaining his truck, moderate 
| start § territory. It is constantly in the public eye, an expense that is very easy to see; then, ' sens 
Sash and eer that makes the public eye sore’ in addition, this “speedy” driver is in such a ee 
* or glad depends partly on the appearance of hurry that he has no time to be courteous ENPO Pres 
18 St., ’ 
“wood the truck but chiefly on the actions and ap- and, backed by that sense of power which a SOuEs &,. BAY Be, sdent 
pearance of the driver. heavily loaded truck instills, imposes on the 
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rights of one other person who is or would 
be a customer but thus is antagonized! What 
would the lumberman gain by this driver’s 
extra speed? 

It is, then vitally necessary that the driver 
be informed of the relation between these 
factors and his true efficiency and value to 
his employer. The lumber dealer should first 
determine for himself the relative importance 
of the safety-maintenance-courtesy trio and 
delivery speed, and then he should see to it 
that his drivers accept the same comparative 
evaluation. If he wants speed above all else, 
let him hire drivers who will give him speed; 
if it is these other qualities he seeks, let 
him hire or keep only men that will give 
them to him, along with as much speed as is 
possible. It is up to him to establish the 
proportion of importance, and it is up to the 
drivers to maintain it. Offer them some sort 
of reward as an incentive to maintaining the 
proportion. Some companies use a bonus 
plan, and others merely a medal or plate 
on the truck. 


[To be continued in June 11 issue} 














for HOUSE PLANS & 
MATERIAL LISTS 


How Will It Look? 
How Much Will lt Cost? 


Special Lumberman’s Service 
FLOOR PLANS AND PERSPECTIVE SKETCH, 


LUMBER AND A $2.50 


MILLWORK LIST 


Send your prospective customer's own sketch and 
your instructions. Immediate attention by air mail. 


LUMBERMAN’S DRAFTING 
& LISTING SERVICE 


233 Drumheller Bldg., Walla Walla, Wash. 


[J PORTLAND. ORE. C2 
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CAR SERVICE 


Order anything you need in: 
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ALL CEDAR SIDING 
FIR & HEMLOCK SHINGLES 
ITEMS CAR MATERIAL 
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Send us your orders and inquiries. 


THE GRISWOLD LUMBER CO. 
Portland, Ore. 
MILLS AT: Carlton and Philomath, Oregon 
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Tacoma, Wash. 


West Coast Woods—Manufacturers report 
business in the rail trade is quiet, with 
orders small and for mixed cars. Japan is 
taking a fair volume, particularly in squares. 
The present month’s business will possibly 
about equal that of April, but production may 
be curtailed still further unless the market 
picks up. 


Tariff—On his return from Washington, 
D. C., Col. W. B. Greeley, secretary-manager 
of the West Coast Lumbermen’s Association, 
told the Tacoma Lumbermen’s Club, at a 
special luncheon meeting last Tuesday, that 
he was confident that the lumber tariff item 
will be retained in the revenue measure. 
Col. Greeley said that the Senate is almost 
certain to act favorably but that the House, 
with its overwhelming representation from 
lumber consuming centers, can not be de- 
pended upon so fully. He regretted, he said, 
that logs, shingles and pulp could not have 
been included, but he said he believed that 
Sen. Wesley L. Jones was afraid of “over- 
playing his hand,” and decided that lumber 
only should be included. 


Rail Rates—J. D. Tennant, of Longview, 
president of the West Coast Association, and 
Col. Greeley, secretary-manager, are attend- 
ing a conference with railroad executives in 
San Francisco. Lower lumber rates on west- 
ern lines will be sought. 


Seattle, Wash. 


West Coast Woods—Reduction in stocks 
continues and production, according to West 
Coast figures, is but 24 percent of mill ca- 
pacity. The buyers are still in the saddle, 
though low and broken stocks, curtailment 
and shutdowns may at any time unseat them. 


Wholesale—Prices are lower and demand 
is less. Occasional orders for rush shipment 
to industrials, factories, and yards are re- 
ceived. Lumber is sold before being ordered. 
Mixed orders are getting hard to fill, on 
account of low production and broken stocks. 
One man declared that 90 pereent of orders 
are for badly mixed cars, of which rush ship- 
ment is wanted. Some wholesalers say the 
market is getting better. Most of the mills 
are now represented in Seattle. Volume of 
shingle sales is less. Texas and the central 
States are the origin of most orders. 


Rail—Several informants said that just an 
oceasional order is trickling through, and 
others declared that there’s no business, 


Intercoastal—It appears now that the $10 
rate will be maintained during June and 
July. A Ford ship, docked here, is declared 
to be holding to the rate. A small volume 
of lumber is moving, and space is plentiful. 
Prices here are $17 to $17.50, wholesale, off 
list 31, for 2-inch fir, and $17.50@18 off for 
small timbers. Rough timbers bring $8.50 
to $9, flat. 

California—A smaller volume of lumber is 
moving. Space is plentiful, but the $4 rate 
is very firm. 


Export—Old Chinese orders, given prior to 
the hostilities at Shanghai, have now all 
been moved, and very little new business has 
developed, stocks at Shanghai being far in 
excess of present needs. Rate to Shanghai 
is $4.50. Northern China is buying small 
amounts. Political unrest that followed the 
assassination of Japan’s premier. nearly 
stopped the flow of orders for lumber. Dur- 
ing the week some business trickled in. 
Japanese stocks are exceedingly low. The 
east coast of South America is buying small 
quantities. Australian business goes to 
British Columbia. To United Kingdom and 
Continent, less volume is moving than there 
was two weeks ago. It is known here that 
large inquiries have come to Canada for spe- 
cific material, indicating that British Colum- 
bia is cashing in on the preferential tariff. 
Export prices here are low, and believed to 
have reached bottom. 

Logs—Fir logs are held at $8, $12, and $16, 
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but few sales are being made at these fig- 
ures. Camp run logs bring $8 and $9. Hem- 
lock logs go for $7.50 to $8, while cedar log 
sales are based on $10 and $20. The log 
market is weaker, because of the low pro- 
duction at the mills. 


Minneapolis, Minn. 


Northern Pine—With only one mill in 
operation in the Head of the Lakes region, 
manufacturers are finding it increasingly 
hard to fill mixed-car orders, to which the 
northern pine trade is largely confined. A\l- 
though sales to date this year are not much 
more than half the volume recorded up to qa 
similar date in 1931, production has been con- 
fined to the one mill, and that has not been 
long in operation. Prices are firm at levels 
established some months ago, with indica- 
tions of strengthening further should there 
be any appreciable increase in demand. In- 
dustrials are calling for more material, but 
a corresponding falling off in line-yard de- 
mand is recorded. 


Millwork—wW hile there has been no decided 
spurt in the volume of sash and door business 
in this region during the last two weeks, 
millwork manufacturers report a fairly good 
volume. Good weather has encouraged mod- 
ernizing and repair work, and a number of 
small residential projects have been started 
in the Twin Cities, in addition to those already 
under way. Many more inquiries have been re- 
ceived this year than during a corresponding 
period in 1931, but the ratio of actual sales 
to inquiries has been rather disappointing. 


Northern White Cedar—Small posts are 
moving in considerable quantity, as farmers 
continue their new fencing work and repairs. 
Cedar has increased in popularity for this 
purpose, because of+low prices. Larger posts 
are in fair demand also. Fear of late frosts 
apparently has passed. Dealers are buying 
chiefly for immediate requirements. Poles 
are in little demand. 


Kansas City, Mo. 


Sales managers generally report improved 
sales, and a much better tone to the market. 
Building is showing a modest increase, and 
there is considerable repair work going on, 
particularly in cities in this district. There 
are still numbers of bargain seekers in the 
market, but they are not having much suc- 
cess in getting mills to shade their quota- 
tions, Open weather has been responsible 
for an increase in issuances of shipping in- 
structions on old contracts, and surplus mill 
stocks have been diminished somewhat. The 
trend of production is upward here, as a 
result of improved sales and_ shipments. 
Yard items, heavy construction items and 
timbers are all in fairly good demand locally. 
Railroads purchase conservatively, and sales- 
men report that, with a decrease in the crop 
in prospect in this area, the chances are that 
railroads will not purchase as heavily. In- 
dustrial buyers continue to be hesitant in 
providing for their forward needs. Scat- 
tered, small lots of hardwoods were moved 
for industrial consumption, but the total was 
small, 


Southern Pine—Southern pine mills in- 
creased production slightly to meet a better 
volume of shipping instructions on old con- 
tracts. Sales have not enlarged greatly. 
Yard items and heavy construction timbers 
were in fairly good call, but, as stocks of 
both items were liberal, no price advances 
were made. Industrial demand is very poor, 
although there is a steady stream of small- 
lot orders. 


Western Pines—The volume of sales re- 
mains light, although it is still far above 
production. Salesmen report that retail 
stocks are much lower than customarily at 
this season, yet sufficient to meet require- 
ments. Prices on Idaho pines have held 
fairly steady since the advance of a few 
weeks ago, while Ponderosa remains at the 
same level it has held for several months. 
The number of mixed car orders received has 
made it difficult to maintain reasonable as- 
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sortments at mills, representatives say, and 
orders are becoming increasingly difficult to 
fill. 

Douglas Fir—Demand is still hesitant, and 
sales pressure fails to interest retailers in 
adding to their already liberal stocks. Oc- 
easional orders are received from retailers 
who have not replenished their stocks in 
many months. : 

Hardwoods—tIndustrial consumers have 
failed to keep up their bookings. Sash and 
door factories and hardwood flooring mills 
are finding sales so light that they have 
decreased production to the lowest possible 
level, yet find themselves with large stocks. 

Cypress—There is some interest in small 
lots of cypress for decorating larger resi- 
dences, but this type of business can not be 
expected to amount to very much. Car-lot 
sales are almost out of the question, mill 
representatives say. 

Shingles and Lath—A few yards which 
have been carrying small stocks of shingles 
have found it difficult to supply demand dur- 
ing the recent rainy spell, and are now filling 
out their stocks. There is virtually nothing 
doing in lath. 


Buffalo, N. Y. 


The general lumber trade is quiet, with a 
smaller amount of building going on than is 
usual at this season. Woodworking plants 
are adding little to their stocks, and are 
working on part time in the majority of 
cases. 

Hardwoods—The hardwood trade has not 
improved materially of late, and is called 
quiet at all the yards. A chief feature is 


the unsettlement of prices. Margin of profits 
is smaller than usual. Consuming plants in 
most instances are not in need of much 
lumber, as they are operating on part time. 
Salesmen report that there is a general ten- 
dency to hold off. 


Northern Pine—The northern pine market 
is quiet, and is disturbed to some extent by 
prospects of increased tariff duties. Lum- 
bermen fear that if a higher rate is insti- 
tuted, it will result in serious inroads on 
sales, and they believe it will be followed by 
retaliatory duties. Retailers are making very 
few lumber purchases. 


Western Pines—The western pines market 
is slow, with buying confined almost alto- 
gether to small lots. Prices are unsettled, 
owing to the lack of normal demand. The 
building trade is depressed, with much of 
the work of a repair nature. 


Cincinnati, Ohio 


Appalachian Hardwoods—Sinee April 15, 
demand and inquiry have been gradually 
drying up, and there is almost nothing mov- 
ing. Prices are low and seem to show no 
sign of recovery. Every time a quotation is 
made the buyer says it is $5 to $10 too high, 
and to get the business the dealer has to 
cut. The market continues to be flooded with 
offerings of southern hardwood mills, at 
prices dealers here say are ridiculously low. 
The only semblance of activity is in orders 
from the millwork trade, and a few fill-in 
orders from retailers. There is no business 
from eastern wholesalers and interior trim 
plants. Flooring trade is dull. There are 
neither inquiries nor orders from the auto- 
motive factories. A few orders are coming 
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PACIFIC COAST CH 








Inland Empire producers resort to truck- 
ing to Pacific seaboard for intercoastal 
shipment following withdrawal of rail rate. 
—Spokane, Wash. 


Redwood, shipped by water, is offered at 
low prices in the East.—New York City. 

May receipts of West Coast woods at 
Boston are larger than April.—Boston, 
Mass. 

Fir quotations on Atlantic seaboard have 
declined to $17.50 off page 1134.—Boston, 
Mass. 

Low prices of Coast woods on Atlantic 
coast cause rumors of shading of inter- 
coastal rate-——New York City. 

Eastern spruce dimension prices have 
gone off $2.—Boston, Mass. 

Europe and South America are chief ex- 
port buyers of West Coast woods; Orien- 
tal demand slower.—Portland, Ore., and 
Seattle, Wash. 

Mixed-car orders for West Coast woods 
are becoming harder to fill because of 
breaks in mill assortments.—Seattle, Wash. 

Columbia River log prices show decline. 
—See Table. 

Shingle stocks are so small at retail 
yards that they found difficulty in supply- 
ing rainy-spell demand.—Kansas City, Mo. 

Asphalt strip shingles in carloads are 
put on freight-absorbed basis.—See story 
page 20. 

Pros and cons of lumber tariff increase 
presented to Senate finance committee.— 
See story page 28. 

Southern pine producers confer on 60- 
day shutdown.—See story page 30. 

Survey of southern pine stocks shows 
that holdings of low grades are dispropor- 
tionately small.—See story page 30. 








Two Weeks in the Lumber Market 


Stronger resistance to price concessions 
is shown by southern pine mills.—Jack- 
sonville, Fla.; Warren, Ark.; Kansas City, 
Mo. 


Rush-shipment orders have been placed 
by buyers disappointed in deliveries on 
low-priced purchases.—Jacksonville, Fla. 


Railroads are buying principally heavy 
timbers for bridge repairs.—Jacksonville, 
Fla. 


Prospect of poor crops puts brake on 
railroad buying by middle West roads.— 
Kansas City, Mo. : 


Federal construction projects are fur- 
nishing chief market for North Carolina 
pine.—Norfolk, Va. 

Manufacturers of different species and 
items co-operate to serve mixed-car trade. 
—Birmingham, Ala. 

Many Arkansas soft pine prices are 
lower.—See Table. 


New uniform carload rate, 30 percent 
of first-class, on lumber and millwork, will 
lower freight from South to North and 
East.—Memphis, Tenn. 

Southern hardwood output likely to de- 
cline to 10 percent of normal by July 1. 
—Louisville, Ky. 

: Foreign buyers of hardwoods are offer- 
ing very low prices.—Memphis, Tenn. 

Northern millwork plants and retailers 
furnish chief demand for hardwoods.— 
Cincinnati, Ohio; Memphis, Tenn. 

; Cypress, pecky grade, is being bought 
in quantity for ceilings of basements and 
cellars.—Jacksonville, Fla. 

Retailers, having sorted up stocks, with- 
draw from market to await improved de- 
- e,fieaaaaaaeaamaan Ohio; Minneapolis, 

inn. 
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The timber from 
this district has 
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quality and texture. 
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percentage ofhigh 
grade lumber. 


Our No. 2 Common and 

Better lumber is very much 
in demand by buyers who 
are seeking real values. 


Write now for quotations on 
any lumber you may need. 
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SURETY BOND BRAND 
“PROTECT-WRAPT” 

Red Cedar Bevel and Bungalow Siding 
and Surety Bond Brand Shingles are 
SUPERLATIVE QUALITY 
NATIONALLY ADVERTISED 
EASIEST TO RESELL 
Anything in Cedar, and—through our 


Coast connections—any mixture of Fir, 


Hemlcck and Cedar 


BRATLIE BROS. MILL CO. 
RIDGEFIELD, WASH. 

















Feather River Lumber Co. 


Delleker, Plumas Co., Calif. 
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Efficiency is a much 
used and sometimes 
abused word. 


Reinforced with our 
written guarantee it 
the best in 
dry kilns. 


means 


Our estimates will 
interest you. 


The National Dry Kiln Co. 
437 West Georgia Street 
Indianapolis Indiana 


Eastern Representative: 


C. A. FIELDS, Eagle Mills, Troy, N. Y. 


















































“Hercules” Wire Rope 


has been tested by time and 
proven by service. Its best 
recommendation is the con- 
stantly increasing demand for 
it. Its one red-strand is our 
guarantee of quality. 


Established 1857. 


A. Leschen & Sons Rope Co. 
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from furniture factories, now running only 
two to three days a week, but sometimes 
there are as many as thirty items in a single 
order from these buyers. There are no rail- 
road orders or inquiries. Export inquiry is 
sporadic, and dealers say that it is almost 
impossible to turn an inquiry into an order. 


Southern Hardwoods—Offerings continue to 
flood this market at $5 to $8 under any 
quoted by local wholesalers. Prices do not 
attract business. Some automotive plants are 
buying dimension in oak, gum, maple and 
ash, but only small lots. 


Southern Pine—Little improvement is noted 
in trade here. It is a buyer’s market. Busi- 
ness consists of a few orders from millwork 
and planing mills, and fill-in orders from 
retailers nearby and up State. Stocks of 
retailers are low, but they are not trying to 
replenish them. 


Cypress continues dull, both orders and 
inquiry being conspicuous by their absence, 
and prices are no stronger. Stocks here are 
low, but there is no buying except where 
distress lots are offered, and a dealer will 
take them on as a speculation. Finish is as 
dull as factory lumber. 


Louisville, Ky. 


Southern Hardwoods—Business has been 
slow over the last couple of weeks. Many 
producers are inclined to shut down mills 
and let them stand idle until conditions im- 
prove. A great many more will go down on 
June 1 and less than 10 percent of normal 
production is likely by July 1. 

There has been a little scattered demand 
for red oak, chiefly in common plain, inch; 
sap and quartered sap gum, along with a 
little red oak. An occasional order comes in 
for plain white oak, cottonwood, cypress and 
low grade beech, sycamore, maple etc., very 
little high grade stock now selling. Most 
business is in mixed cars. Furniture, radio 
and general cabinet trade buying is dull and 
the building and automobile lines are doing 
little. 

Prices are about as they have been, al- 
though there has been a lot of shading to 
lower levels. F. o. b. Louisville quotations 
on inch stuck remain: White oak, FAS, 
$80@85 for Kentucky, $65 for southern; com- 
mon, $40; quartered white oak, FAS, Ken- 
tucky, $115; southern, $110; common, $55@57. 
Red oak, FAS, $60; common, $37@40. Poplar, 
FAS, northern, $75; southern, $60; saps and 
selects, northern, $60; southern, $40; No. 1 
common, northern, $35@40; southern, $28@30; 
2-A, $23@25; 2-B, $17. Walnut, FAS, $160; 
select, $105; No. 1 common, $65; No. 2, $32. 
Gum, FAS, sap, $32; common, $24; quartered 
sap, $36 and $26; plain red, $60 and $33. 
Ash, $55 and $30. Cottonwood, FAS, 6- to 
12-inch, $28@30; 13-inch and wider, $39@40; 
common, $25. Magnolia, $40 and $30. Beech, 
log run, $30. 


Philadelphia, Pa. 


There has been a slight increase in the de- 
mand for building materials in the Philadel- 
phia district, and retailers are enjoying more 
activity than at any previous time this year. 
The volume of trade is considerably under 
last year’s total, although it is encouraging 
to hear that flooring and millwork prices are 
enabling the dealer to make a slightly better 
profit than he has been able to do for some 
time. For the first time in many months, 
reports of building activity have been re- 
ceived from that part of southern Jersey in 
the Philadelphia area. 


Norfolk, Va. 


North Carolina Pine.—There has been very 
little buying of lumber. The largest buyer is 
the United States Government, and competi- 
tion is so keen for this business and the 
restrictions are so numerous, that there is 
very little profit on it. Prices of most items 
of North Carolina pine appear to have hit 
bottom. 


High Grades.—There has been very little 
demand for 4/4 edge Bé&better, and only a 
few small sales of 5/ and 6/4 edge. When 
they need good finish lumber, yards are buy- 
ing mixed cars of B&better stock widths, 
rough and dressed. Demand for inside finish 
is light. 

Box Lumber.—Edge No. 4/4 box, rough and 
dressed and resawn, has been slow. Most 
box makers still have some more stock to 
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come in on old orders. The retail yards are 
buying very little sheathing or rough box to 
work into roofers. The prices on box lumber 
remain about the same. More 4-inch air 
dried could be sold in the rough, but this 
item appears rather scarce, for a few smal] 
mills pick it out of their edge widths. Crat. 
ing lumber is very dull, and the price op 
4-inch box or No. 2 common and better Dig 
has weakened. 

Shed Stock.—F looring, thin ceiling, mold. 
ings etc. have been moving very slowly, 
Many mixed cars for small yards have con- 
tained kiln dried flooring, roofers etc. and air 
dried framing and box boards dressed, or 
similar mix-ups. Prices of flooring and ceil- 
ing are weak, but roofers have been steady 
for several weeks. 


Baltimore, Md. 


Southern Pine—The market for 
longleaf pine is quiet. 
greatly reduced. Yard assortments here are 
small. North Carolina pine demand is lim- 
ited, and prices are either unchanged or 
lower. Stocks on the wharves here are down 
to about 2,000,000 feet of unsold lumber. Ip 
Tidewater Virginia production has stopped, 


Douglas Fir demand is held of very moder- 
ate proportions. Buyers show no disposition 
to go beyond the most urgent and unavoid- 
able purchases, 





Georgia 
Production has been 


Cypress production and demand are low, 
and the range of prices is affected by those 
of other woods. Woodworking establish- 
ments and builders are limiting themselves 
to the barest necessities. 


Hardwoods—The market is as much a buy- 
ers’ affair as it has been at any time. The 
domestic requirements have not expanded. 
Foreign trade with the Continent of Europe 
could hardly be less inactive, but United 
Kingdom buyers are taking some lumber. 


Spokane, Wash. 


Inland Empire — Intercoastal—Since the 
proportional rail rate to the Pacific coast 
from inland points in the Northwest was 
cancelled on March 25 mills at Bend and 
Klamath Falls, Ore., and a mill at Spokane, 
have undertaken to ship their orders by 
truck. A fair degree of success has been 
met with in this practice. The rate for ship- 
ping by truck is no higher than railroad rate 
maintained prior to March 25. With present 
intercoastal ocean rates prevailing, move- 
ment to the Pacific coast by truck will in- 
crease, it is said. “The continuance, and 
increase, of the use of trucks for transport- 
ing lumber are contingent on the all-rail 
rates prevailing as they are,” states W. J. 
Weisman, traffic manager Weyerhaeuser 
Sales Co. “If carriers make a substantial 
reduction in their rates east, it will prac- 
tically put a stop to traffic through the 
Panama Canal. If there is no adjustment, 
the volume through the Pacific coast ports 
will increase.” 


Portland, Ore. 


Douglas Fir—Prices have reached such 4 
low level that mills that can possibly afford 
to do so are shutting down, and will remain 
idle until business actually develops. The 
only export market showing signs of life is 
Argentina, where the demand is reported as 
a shade better than for some time. England 
and continental Europe have placed few or- 
ders recently. The west coast of South 
America, China and Japan are not coming 
forward with business of important size. 

Western Pine—A considerable gain in busi- 
ness was reported by pine mills, orders run- 
ning up about 9,000,000 feet, largely as the 
result of bookings for box material. Pro- 
duction is now about 22 percent of total 
capacity of the membership of the Western 
Pine Association mills. 

Spruce—In the spruce market there have 
been no new developments during the last 
week, and volume is light. 


Birmingham, Ala. 


To meet the demand for badly mixed car 
orders, many mills have formed alliances 
with manufacturers of other species, and are 
securing stop-over privileges and loading out 
part cars of pine items, which stop-over to 
pick up cypress, oak flooring, gum etc. 


Southern Pine Yard Stock.—Price varia- 
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tions were not so pronounced these last fif- 
teen days. Low for No. 2 & better dimension 


from the small mills is and Bae is oo J di FF 
cr auaizht No, 2 common trom asree mitt. Woy Meednt Take Chances On Credit Today 


or roofers struck the new low level of $8, 








pil, for SS, and 0 Sor MORON. Ke. f When Complete Information Is Instantly 
. ooring, 1x4-inch, is $15, anc vet- ° e 
commold as low a8 $16. Some mills are put- Available at Small Cost in the NEW STYLE 


ting in their No. 1 and Bé&better in filling l " p 

rders for straight No. 1 common. Most T 3 k 
plants have sheds full of upper grades, which U m Q rm e n S re | a | n fele) 
they have been unable to sell for more than (CLANCY'S RED BOOK) 
No. 1 common. 

Timbers—Car siding and lining are drag- Whether you are a manufacturer, jobber or dealer .. . whether you buy or sell forest products, building 
ging at about April —* y ggromeay — materials, or machinery and equipment . . . you must have reliable credit information. 
small sizes in merchantable grade are calle ° ° ots ° P 
0 but prices are no better than for No. 1 The new style RED BOOK and service is absolutely indispensable in the profitable operation of your 
dimension. Both structural and railroad tim- business today— 
bers slipped back to new Vee eee en cers +++ the Most Convenient . . . . Easiest to Read .. . Contains State Maps... . Up-to- 
having met prices of small mills. Strin Ss ° ° . . . " " 
savtow on a base of $40, and heart timbers, Date Credit Information Given in Exclusive SEMI-WEEKLY Supplements and "TREND 


12x12-inch, are $20, with ties and similar Type Special Reports . . . . Endorsed by Old and New Users Everywhere 

stocks as low as $12, mill base. Guard rails 

—_ $0-foot sell at $20@30. Square edge A Lumber Manufacturer in Florida Arkansas Lumber Manufacturer says: Another Southern Manufacturer says: 
up : = 1 ti + srs are about $12 for 4x4- says: “‘We do not feel that a lack of “We believe without doubt it is the most —- — to acknowledge receipt of your 
and sount yore ei a “4 complete edition of its kind that is pub- pril edition of the Red Book and want 


to &8x8-inch; $14 for 3x10- to 8x10-inch; $16 credit information would be economy to congratulate you on the various 


lished today. You have added a number 


for 10x10- to 12x12-inch, and $18 for 14x14- under present conditions and we further of features that make it much more ee een ae bk. Le. 
inch. Long joist, 2x6- to 2x12-inch, by 22- feel that the Red Book service is the desirable. We particularly like the addi- good but this new edition surpasses any 
and 24-foot, range under $20, mill. Calls are best that we can get on lumber credits.” tion of the map for each state.’ thing we have ever seen in its line.’’ 


frequent for 2x12- and 2x14-inch, 25-foot, 


but prices are too low to interest mills. Try This New "RED BOOK" 


| lee ee 


Oak flooring No. 1 has declined $1, and LUMBERMEN’S CREDIT ASS'N., (49) 
select, $4. Clear plain, as well as quartered, and Service for 608 So. Dearborn St., Chicago, III. 
dropped. 


Send us your NEW STYLE Lumbermen’s Credit 
Rating Book (RED BOOK), start mailing the 
SEMI-weekly Supplements and send a few Inquiry 
coaaee 80 we can try your service for 60 days 


We'll either subscribe by the end of the Trial 
or return your book, on receipt of your request. 


Shingles—Demand for wood shingles, both bE 
cypress and red cedar, increased this month. 


Jacksonville, Fla. of Cost or Obligation 
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decrease in demand, nor sharp decreases in USE THIS CONVENIENT COUPON 


prices. Inquiries from the railroads of late 
seem to indicate that only emergency mate- > 
rials are being purchased; they all call for 


immediate deliveries. Some increase in call Lumbermen's Credit 


for shop lumber has been noted, but until a . 
the last three weeks nothing in shop lumber Association 

had been ordered. Prices on shop materials 

have been very low, as there is a surplus. 608 SO. DEARBORN STREET, CHICAGO 
Car siding in B&better grade, 1x4- and 6- ween ww wee eee ee ee ee ee eee ee ees 
inch, all 9-foot long, was bought from 

Georgia mills for $17 to $20, mill. Demand — — 
from the railroads for dimension sizes has 


lately been limited to heavy timbers for 
bridge repairs. A few small orders for bridge STRONG 
ties and guard rails have been placed. In- /\ 
dustrial trade has been quiet. Some whole- 
salers have received from contractors orders LIGHT as ——» 
that other dealers have failed to deliver on, IE LADDIE S 
because of the low prices originally accepted. SAFE SPRUC A\ )) 
TRADE MARK 


These orders have brought a very good price, 
because of the quick delivery specified. The 
few new orders being placed have not e e 
brought any higher prices, but longer allow- P S B 
ances for delivery will enable the dealers to repare for pring USLINESS 
shop among the small mills. A large number 
of the mills are refusing orders that are en- 
tirely too low priced. Occasional cars are 
bought at these low prices. Some large 
orders were sold about sixty days ago at 
about $3@5 under market, and it was neces- 
sary to pay more than the sale price to get 
deliveries. Heavy timber prices are about 
the same as they were two weeks ago, but 
not what could be termed firm. Wide plank 
are off at least $1, and weak. Ten-inch 
timbers are in fair demand, and prices are 
firm, but 10-inch plank are in poorer demand 
and weak. Six- and 8-inch continue to drag, 
and some mills offer careful grading and 
manufacture at very low prices. The 6- and 
8-inch scantling sizes are dull, but high grade 
export scantling is bringing fair prices. 
Cypress demand is very dull. The larger 
Cypress mills have been able to sell some 
of their thick stocks in the high grades at 
fair prices. Smaller mills cutting hardwoods 
and cypress are not moving any quantity in 
the best grades, but are selling low grades, 
getting $14@15 for their No. 2 common and 
$20@21 for their No. 1 common. The only 
item that the mills report a shortage of is 
pecky cypress in 1x8-inch, which had been 
selling at about $18 and is now $20, mill. 
The call for this item has been from the 
North and East. Several mills report short- 
ages on 4-foot No. 1 lath. There has been 
4 good call for cypress lath lately, and the 


LADDERS THAT ARE A PLEASURE TO SELL 
mills had discontinued making lath in large Write for Our Latest Booklet and Prices 
quantities. Prices have not advanced. Shin- 


gles, 5x18-inch, are also reported short at General W. W. BABCOCK co. Bath, New York 


some mills, although prices remain un- Purpose 
(Continued on Page 63) 








Signed by Date 





Street Address 





Post Office Town... _State 
















































Air Dried Full Strength in 
CLEAR SPRUCE 


Cadmium Plated Hardware /s 
Udylite Process | 


LUMBER DEALERS 
Should investigate 
this complete line 
of high quality, 
good selling | | 
Ladders Victor Step 
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Try 


for 
Hardwood Lumber 
Owned and Operated by 
CISAR BROTHERS 


2357 South Loomis Street 
Telephone CHICAGO 


Canal 1830-1831-0118 








Klin Dried 


and Air Dried ENGELMANN SPRUCE 


We own and represent exceptional quality stocks in 
Engelmann Spruce, Sitka Spruce and Western Pine 


We represent Nicola Pine Mills, Ltd., Merritt, B. C. 
PAUL MILLER CO. 


LUMBER 
General Offices: 308 W. Washington St., CHICAGO 








GILBERT NELSON & CO. 


Public Accountants 
I! SOUTH LASALLE STREET 
CHICAGO 


TELEPHONE RANDOLPH 2220 
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FE ix Your Credit Loss 


in Advance 


You can state pretty accurately every 
item in your over-head expense but one 
—your credit loss. That you can only 
guess at. And how often you miss the 
mark, you, only, know! Because of pres- 
ent conditions, your credit loss is more 
of a problem than ever. 

If the year’s total covered credit losses 
exceed a certain previously agreed upon 
percentage of your gross sales, we repay 
the excess. 

Thus your credit loss for twelve 
months is determined in advance and 


































nothing can increase it. 
The cost of Credit Insurance is small 
compared to the security afforded. 


Over $9,500,000 paid to our policyholders 


The American Credit-Indemnity Co. 


OF NEW YORK 
Sli Locust St. 220Se.StateSt. 537 Mer. Exch. Bldg, 
St. Louis, Me. Chicago, Ill. San Francisco, Cal. 
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ew Daily 
Rates. Special 
Weekly. Finest 
Food. Comfy 
Rooms. Relaxa- 
tion. Homelike Comforts. Fine loca- 
tion, one Block to Ocean. Breathe 
Deep the Bracing Ocean Air. Cour- 
tesy, Politeness and Service are Yours 
for Less Than You Think. Write now. 


BEAUTIFUL STATES AVENSJE AT PACIFIC 


ATLANTIC CITY 














YARD, MILL AND OFFICE. 


Newsy Notes of Persons and Places 








W. A. Chandler, of Bogalusa, La., superin- 
tendent of the Great Southern Lumber Co., 
recently completed a tour of several mills in 
Florida, Alabama and Louisiana, comparing 
business and production methods. 


In the primary election held at Portland, 
Ore., May 20, Senator Steiwer, who has been 
fighting for a higher tariff on lumber, won the 
Republican nomination by an overwhelming ma- 
jority, a nomination that under normal circum- 
stances is regarded equivalent to election in 
Oregon. 

Ganson Depew, of Buffalo, N. Y., president 
of the Norwich Lumber Co., a director of the 
Great Southern Lumber Co., and past presi- 
dent of the Buffalo Lumber Exchange, was 
elected a director of the Buffalo Chamber of 
Commerce on May 11 and received the high 
vote in the election. 

W. E. Hyde, of Memphis, Tenn., vice presi- 
dent of the Hyde Lumber Co., returned last 
week from a trip to England and the Continent. 
He was gone several months, on business for 
his company; and though he found conditions 
fair in England, he reports no heavy buying 
of hardwoods at this time. 

W. B. Ayer, of Portland, Ore., who recently 
retired as president of the Eastern & Western 
Lumber Co., has returned from a pleasure trip 
to England, where, he reports, he found the 
tone and the attitude of the people just about 
as under normal business and economic condi- 
tions. The trip from London was made by way 
of the Panama canal and took ten days. 


Make ’em cry! The Empire State Lumber 
Salesmen’s Association on June 16 will hold a 
big “poverty party” at the Newport House on 
Lake Ontario, near Rochester, N. Y. A prize 
will be given to the salesman who can make 
the retailers cry the loudest, and crying blankets 
will be provided. Harry R. Harman, of Roch- 
ester, is chairman of the committee. 

Julian G. Humiston, who is a son of W. D. 
Humiston, prominent lumberman of Potlatch, 
Idaho, will receive his commission as an en- 
sign at the Annapolis Naval Academy June 2, 
and will report for duty on a destroyer on 
the Pacific coast July 1. His father and mother 
are in the East to attend the commencement 
program of the academy, which begins May 28. 

The Buffalo. Lumber Exchange is conducting 
a series of old-fashioned spelling bees, the sec- 
ond of which was held May 13. The “Wood- 
choppers,” captained by Harry L. Abbott, won 
from Harold Hauenstein’s “College Men,” and 
A. J. Elias was individual winner. <A third 
match will be held soon. Besides Mr. Abbott 
and Mr. Elias the Woodchoppers’ team con- 
sists of R. E. Fairchild, W. L. Henrich, Ben- 
son Briggs, L. J. Lewis and George Grange; 
on Mr. Hauenstein’s team are Laurance Hurd, 
Ralph Angell, W. L. Blakeslee, A. J. Brady, jr., 
Everett Kelsey, and M. T. Raymond. 


Plenty of Good Customers but No 
Financing for Them 


O. M. Hendrickson of the H. & H. Lumber 
& Coal Co., Rochester, Ind., was in Chicago 
during the last fortnight on a short business 
visit. Mr. Hendrickson reports some activity 
in resort business, a number of cottages and 
similar structures being erected in his terri- 
tory. The principal difficulty he finds in con- 





nection with prospective home building is the 
inability to secure facilities for financing them. 
He has a number of prospects who are ready 
and anxious to build and who are considered 
good credit risks, but because no facilities are 
offered for financing their homes, this build- 


ing is being postponed. 
planning an active campaign for remodeling, 
repairs and other small work, believing that jp 
this direction lies the opportunity to maintain 
a Satisfactory volume of business. 


Manages New York Office 


W. E. Rutledge, who for the last two years 
has been sales manager at the Chicago office 
of the Hammond Lumber Co. (Inc.), has been 
appointed manager of the company’s office in 
New York. He has been in the firm’s Cii- 
cago office for eight years, and before that he 
spent a number of years in the company’s mill 
at Samoa, Calif. so he is thoroughly ac- 
quainted with the Hammond products in all 
details. 











Increases Eastern Office Staff 


To take care of the greatly increased de- 
mands upon its eastern office at 99 Wall Street, 
New York, the Lumbermen’s Credit Associa- 
tion has just sent Fred G. Taggart there from 
its Chicago office. The New York staff al- 
ready had been greatly augmented, but not suf- 
ficient to handle the increased volume of in- 
quiries for special reports and collections be- 
ing handled in that office. In the Chicago of- 
fice Mr. Taggart was in charge of a large 
section of the Central States reporting depart- 
ment, and prior to his connection with the 
Red Book he had many years of experience 
in credit agency work with both Dun’s and 
Bradstreet’s, 


What a Lumber Salesman Ought to 


Know 

In recommending a practical library, costing 
$1.55, to lumber salesmen of Chicago—a library 
that will help them to answer customers’ ques- 
tions often caused by competition—Leo Krae- 
mer, research engineer for the Chicago Lumber 
Institute, gave a strong boost to the value of 
reference books. 

“My value to the lumber men of Chicago, 
whatever that may be,” he said, “is not what 
| know, myself, but what I know about where 
to look for the necessary information. No man 
could possibly remember it all, if he could learn 
it all,” 

The sales conference Monday night, May 16, 
was largely given over to a discussion of these 
booklets, most of them Government pamphlets, 
and the kind of information each contains and 
what that information is good for. 

“Mechanical Properties of Wood Grown in 
the United States’—Department of Agriculture 
Pamphlet No. 156—he termed “the Bible of 
the lumber industry.” It contains the actual 
values, in figures derived from tests which are 
also pictured. Department of Agriculture bul- 
letin No. 158 gives somewhat the same results, 
but in condensed form, in index figures instead 
of actual test results, and the nature of the 
test is shown by outline sketch. Its index fig- 
ures compare the woods, for various construc- 
tion purposes, as those woods are likely to be 
found in the No. 1 grade making allowance in 
such comparison for the weakening effect of 
the defects that will probably appear in that 
grade of that species, as bought on the market. 

Department of Agriculture bulletin No, 174, 
tells how lumber changes shape after drying, 
and the action of stain, fungus growth etc. No. 
1136 is the kiln drying handbook, describing the 
action of lumber in the kiln. “The Seasoning, 
Handling & Care of Lumber—Distributors’ 
Edition”—there also are editions for manufac- 
turers, consumers and woodworking industries 


—is a valuable book. 








Mr. Hendrickson js Ps 
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“Maximum Spans for Joists and Rafters” is 
q bulletin of the National Committee on Wood 
Utilization, and “Light Frame House Con- 
struction” is issued by the Federal Board of 
Vocational Education; it is No. 145. The De- 
partment of Commerce issues “How to Judge 
a House.” 





Firm Elects Five New Directors 


Five new directors of the Edward Hines 
Lumber Co. were elected at a meeting of stock- 
holders in the company’s headquarters in Chi- 
cago May 12. They are: Eugene V. R. 
Thayer, Chicago, who is a director in many 
companies, including American Telephone & 
Telegraph Corporation, Bethlehem Steel Corpo- 
ration, St. Louis & San Francisco Railway Co., 
Central Republic Bank & Trust Co., and Madi- 
son-Kedzie Trust & Savings Bank; Frederick 
E, Weyerhaeuser, St. Paul, Minn., vice presi- 
dent and director of the Weyerhaeuser Timber 
Co., head of its allied lumber and timber inter- 
ests, and director of many companies, including 
the First National Bank of St. Paul, Great 
Northern Railway Co., and Continental-IIli- 
nois Bank & Trust Co.; George P. Tweed, Du- 
luth, Minn., chairman of the board of the First 
& American National Bank of Duluth and a 
director of the Northwest Bancorporation; A. 
H. Daggett, St. Paul, Minn., vice president of 
the First Securities Corporation; and Hemp- 
stead Washburn, jr., vice president of the First 
Detroit Co. 

Thomas D. Heed, chairman of the board, 
and Ralph J. Hines, president, have been here- 
tofore, and continue as, directors. The other 
officers of the company are Charles M. Hines, 
senior vice president, Mortimer L. Hudson, 
secretary, and Edward H. Thomas, treasurer. 

The Hines company, incorporated in 1892, 
maintains four sawmill operations, in Wisconsin 
and Oregon, and is America’s largest retail and 
wholesale distributor of lumber and lumber 
products. 





Sells Interest in Firm 
LouisviLte, Ky., May 23.—G. A. Christen, 
president and chief owner of the Kentucky 
Lumber & Millwork Co., early this month sold 
his interest in the company to Eli Brown, lo- 


_ cal attorney, who probably will assume the ac- 


tive presidency. W. Rudd Davis is vice presi- 
dent, secretary and general manager, and C. P. 
Hoke is vice president and treasurer. 

Mr. Christen went with the company in 1916, 
previously having been connected with the for- 
mer Smith Cooperage Co., slack barrel pro- 
ducer. Now, in retiring from the lumber busi- 
ness, he has indicated that he probably will 
take a long vacation, of a year or more, spend- 
ing some time at his summer home in Michigan, 
and with relatives in Florida, before entering 
any other business. He has a host of friends 
here who wish him well. 


Lumberman’s Wife Is Noted 
Club Woman 


MerIpIAN, Miss., May 23.—Referring to a 
recent election of officers of the second district 
Mississippi Federation of Women’s Clubs, the 
Meridian Star said: “The election of Mrs. W. 
L, Legg, of Electric Mills, as president of the 
second district M. F. W. C. places at the head 
of this district one of the ablest club women 
and one of the most charming and gifted per- 
sonalities in Mississippi.” 

Mrs. Legg has been president of the Com- 
munity Culture Club in her home town for 
three years, and under her leadership the club 
has held, for each of these three years, the 
D. H. Foresman trophy for the banner club of 
second district, and has been awarded, as well, 
for two consecutive years, the State banner for 
banner club of the M. F. W. C. Mrs. Legg 
was second district press and publicity chair- 
man for two years, and following that became 
second vice president of second district. 

Aside from her executive duties Mrs, Legg 
finds time to express her ability as a writer of 
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excellent verse and prose, in which field also 
she has brought honor to her club, to the second 
district, and to the State. The title, “Poet 
Laureate M. F. W. C.” was conferred upon her 
last year following her winning of the Uni- 
versity of Mississippi cup with her poem, 
“Washing Dishes.” 

This poem has been widely copied because of 
its universal appeal and brings to light, under- 
neath the competent clubwoman, the sincere 
homekeeper and mother that Mrs. Legg’s friends 
know her to be. 

Mrs. Legg is the wife of W. L. Legg, gen- 
eral manager of both the Sumter Lumber Co. 
(Inc.), at Electric Mills, and the Pioneer Lum- 
ber Co., at Elrod, Ala., and is the mother of 
a son and a daughter. 


Old Saw Mill Builder Celebrates 
Golden Wedding 


MILWAUKEE, Wis., May 23.—With reminis- 
cences of a time when Wisconsin was a wilder- 
ness, trees grew everywhere and were cut with 
little thought of conservation but only for 
speed, Mr. and Mrs. J. D. Ehrman of Wausau, 
celebrated their golden wedding anniversary 
at the home of a daughter here Saturday. Mr. 
Ehrman, a builder of saw mills, told some of 
his experiences when interviewed by a Milwau- 
kee Journal reporter : 

Must have built fifteen or twenty saw 
mills, both in the North and South. I de- 
signed the mills and built the machinery. 
Sure I knew lumberjacks. Naw, I never 
took much ’count of the Paul Bunyan tales. 
Fights? Lots of ’em. Once one of the boys 
tossed a garter snake high in the air and it 
landed around the neck of one of his pals. 
That started the fight. Wisconsin was wild, 
all right, but Louisiana was wilder. I built 
a saw mill in a swamp down there. The 
southern lumberjacks thought the northern 
ones were cowards because they fought with 
their fists. 





Named on Insurance Directorate 


Harry A. Wheeler, of Chicago, former presi- 
dent of the United States Chamber of Com- 
merce and a director of the First National 
Bank of Chicago, was elected a director of the 
Lumbermen’s Mutual Casualty Co. at its an- 
nual meeting in Chicago May 17. He has been 
chairman of the company’s securities commit- 
tee for several years. Harry E. Stone, presi- 
dent of the Lumber Mutual Fire Insurance Co., 
of Boston, Mass., and James P. Orr, of Cin- 
cinnati, Ohio, president of the Potter Shoe Co., 
were also elected L-M-C directors. 

Two Chicagoans, Charles J. Rittenhouse, sec- 
retary-treasurer of the Rittenhouse & Embree 
Co., lumber retailer, and George P. Rinn, 
president of the Phillip Rinn Co., sash and door 
manufacturer, were added to the advisory board. 
All the officers of the company were re-elected, 
and H. L. Kennicott, assistant secretary, was 
elected resident secretary. 

The eastern executive offices, in Philadelphia, 
Pa., have been moved to the twelfth floor of 
the Inquirer Building. 


Lumberman 80 Years Old 


Eau Carre, Wis., May 23.—John H. Kaiser, 
head of the former John H. Kaiser Lumber 
Co., lumber manufacturer and box maker, of 
Eau Claire, observed his eightieth birthday an- 
niversary on May 10. Mr.-Kaiser was; born in 
Ostfriedland, Germany, in 1852. At the age 
of 20 he came to America, first going to St. 
Louis, Mo., where he remained about forty- 
five years and was engaged in the box making 
business. Coming to Eau Claire about twenty- 
five years ago, Mr. Kaiser engaged in the gen- 
eral lumber manufacturing business as well as 
box making. Mr. Kaiser was married to Miss 
Emma Bersch ir St. Louis in 1882 and a happy 
companionship existed for forty-five years until 
the death of Mrs. Kaiser about seven years 
ago. He has two sons, William A. Kaiser and 
Edward W. Kaiser, and two daughters, Mrs. 
Siegfried Vollstedt and Mrs. D. A. Pauli, also 
seven grandchildren. 
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LUMBER MARKET REVIEW 


Southern Pine Sales to Yards and Railroads Small; 
Arkansas Shed Stocks Moving 


There is a good deal of disappointment in southern pine 
circles over the failure of demand to show some seasonal 
improvement; with output reduced more than 30 percent 
since last year, orders are only a lap ahead. Though small 
mills find it difficult to compete, and large numbers of them 
are inactive, competition is so keen that prices continue to 
sag. Producers are therefore considering steps to remove 
the bearish influence of surplus stocks by a complete 60- 
day shutdown; while stocks have been considerably re- 
duced, they look large in comparison with unfilled orders. 
A survey shows that the slowest items have been high 
grades, while the proportion of lowers now on hand is un- 
usually small. Railroad orders are for meager amounts, 
principally of track material, and low prices are sought. 
Reports say that many mills will not accept low offers. 

Arkansas soft pine mills are selling principally shed 
stock, but find it hard to fill badly mixed orders, because 
stocks have become broken as a result of curtailment. 
Prices of most items have declined further, and mills are 
said to be refusing to go below current lists. 


Eastern Redwood Sales Better; Cypress Market Slow 


California redwood mills during April operated at 37 
percent of normal, and their bookings, 50% percent of nor- 
mal, exceeded the actual cut by 40 percent. California 
orders made 71 percent of the total in March, but because 
of a falling off in southern California business and an in- 
crease in eastern, they amounted to only 64 percent of the 
April total. Eastern reports say that redwood, shipped by 
water and offered at attractive prices, is making great in- 
roads in the Atlantic coast market. 

Southern cypress is in poor demand, the only call being 
for thick tank and FAS, while ordinary factory items and 
finish are quite slow. Good demand for pecky has brought 
an advance in price from $18 to $20. Early, minor adjust- 
ments in prices are expected. 


Many Western Pine Items Strengthen as Shortages 
Appear; Sales of Box Increase 


Though output of Inland Empire and California pine 
mills has increased from 20 to 23 percent capacity, that of 
identical units is less than half last year’s. Ponderosa and 
sugar pine shop were stronger in the period ended May 23; 
most items of selects in these woods and Idaho were up a 
little; Ponderosa commons firmed up a little, as did No. 3 
Idaho common, but Nos. 1 and 2 Idaho declined. Reports 
indicate that shop items are scarcer and being listed at 
higher prices by some mills, and that surpluses of Nos. 1, 
2 and 3 commons are being considerably reduced, but gains 
in bookings are accounted for largely by sales of box grades. 
Inland Empire mills seem determined to retain their inter- 
coastal trade, by trucking to the Pacific coast for water 
shipment to the Atlantic seaboard. 


Foreign Demand for West Coast Woods Shows Gain; 
Domestic Market Slow and Weak 


West Coast bookings were 5.2 percent above the cut dur- 
ing the two weeks ended May 21, because of an increase in 
foreign business, 50 percent larger than in the preceding 
two weeks; the domestic cargo movement was lower, and 
rail trade declined a little. Production continued at 24 per- 
cent of capacity. Unfilled domestic orders are low, espe- 
cially those for rail shipment. 

Badly mixed rail orders are becoming harder to fill, be- 
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cause of broken mill stocks, but retailers will not be per- | 


suaded to add to assortments, with prices weak and lower 
rates in prospect. Sales report for the period ended May 
23 shows average of No. 1 boards off $1.81; No. 1, 2x4-inch 
dimension, off 32 cents, while siding was down 20 cents, 
and flooring only 3 cents. 

Prices on the Atlantic coast have been forced down by 
keen competition, and there are rumors that some sellers 
are able to ship at less than the $10 rate, generally reported 
firm. There are indications of an increase movement to 
the eastern seaboard. Southern California fir shipments in 
the two weeks ended May 21 were down a third. 

Oriental and European sales are lower, but more busi- 
ness is coming from South America. 

Columbia River log prices have been marked down. 


Dullness in Carolina Pine Causes Further Declines 

The market for North Carolina pine is if anything 
slower, for the yards seem to have sorted up their stocks 
by moderate ordering during spring, and now find building 
and demand dull, so are taking only what items they must 
have, and ask for badly mixed cars. There is similar dull- 
ness in the box trade, and factories are depending largely 
on shipments on old contracts, so are placing practically no 
new orders. Getting business has been made more difficult 
by a reduction in West Coast prices delivered on the At- 
lantic seaboard, and by a mark-down in eastern spruce 
dimension. Sellers are getting perhaps the bulk of their 
business from public construction work. Sales prices for 
the period May 9 to 21 are almost all lower, 35 out of 41 
items in the list showing declines. Air dried roofers appear 
to be steady, but at a low and unprofitable level. 


Northern Pine Cut Increases; Hemlock Output Small 


The trade, especially in the Niagara consuming area, is 
considerably perturbed over prospects of a tariff, because 
it depends to such large extent on Canadian sources of 
supply. Production in the week ended May 14 had reached 
42 percent of last year’s; shipments exceeded it by 45 per- 
cent but orders were only 6 percent ahead of it. In both 
the Northwest and the Niagara areas, retail trade is slow, 
and only small lots are being bought by the yards, but the 
Northwest reports improvement in industrial demand. A 
good proportion of the sales is being made at list, but to 
meet competition on attractive orders there have been 
occasional concessions. 

Northern hemlock production is very small, in the week 
ended May 14 reaching 7 percent of last year’s, while 
orders, off a third from last year’s, were almost five times 
the actual production. Quotations are being held pretty 
firmly at recent levels. 


Best Domestic Hardwood Buyers Are Millwork Plants 
and Retailers; Foreign Trade Slower 


Southern hardwood production is 27 percent normal, and 
bookings sank below it in the week ended May 21, their 
excess over output in the two weeks ended that date being 
only 1 percent. Northern output was only half the sales 
in the week ended May 21. The market had been depend- 
ing largely on foreign demand, but overseas buyers are 
taking less and offering unacceptably low prices. The best 
domestic buyers are millwork plants and retail yards, but 
flooring continues slow. Automotive factory demand seems 
to have dried up; furniture factories are inactive and taking 
only occasional small lots, while railroad business is not 
appearing. Prices are forced so low by keen competition 
that curtailment to 10 percent normal is predicted. 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and 


west side ! 


nills have 


reported the following average f. 


the period May 9-14, 


been inserted and distinguished by asterisk: 


o. b. 


mill sales prices on southern pine to the Southern Pine Lumber 


but where prices for this period were not available, prices for the 








Exchange, New Orleans, La., for sales made in 
month to date have 
West East West East 
Side Side Side Side 
Flooring, Standard Partition, Standard 
Lengths Lengths 
1x3” rift— vel 20.87 20.24 
p&better aeegigirs ee At 
shortleaf.. 37.80 ....|Drop Siding, Standard 
Longleaf... 48.00 *50.00 Lengths, 1x6” 
i ae 25.50|No. 117— 
eee B&better.. 20.28 ‘sae 
1x3” flat Se es 18.52 20.43 
grain— 2 oo -o| Assorted patterns— 
B&better.. 19.50 22.52) Repbetter.. 22.18 19.3215¢@ 
No. 1...-- 17.69 -18.431 No, 1..... 19.35 18.44 
No. 2..--- 123.69 14.60 
1x4” rift— Plaster Lath 
B&better %x1%", 4 
Shortleaf.. 39.11 46.87|No.1..... 2.52 1.88 
: i BRON: 1.55 1.33 
No. 1— 
Shortleaf.. 29.00 34.75 Surfaced Finish, 
@ pera 10-20’ 
B&better 
1x4” flat Inch thick— 
grain— _ ARSE 24.05 28.75 
B&better - S258 SORE OC cso seus 23.48 25.69 
ee ORO ee eae we 28.41 25.03 
ae Soe SRR 3«SRMREEE. coerce as 32.81 
ae 45.39 37.50 
5&6/4 thick— 
Ceiling, Standard 4, € 36.34 36.50 
Lengths se 10" 42.50 44.42 
x4"— al heeid 57.87 52.50 
B&better.. 19.31 19.50 mh thick— 
We Riiteee seve FROG WO cccwe vs 20.00 21.70 
ae 6 Peale 20.85 22.00 
%x4 | Sekenges 21:13 21.91 
B&better.. 16.83 16.79/10” ....... 25.50 27.58 
BO Baccss FRQG 366 TS" 2. kcivc 57 40.75 





West East West East 
Side Side Side Side 
Rough Finish No. 2 Shiplap and 
10-20’ Boards, Std. Leth. 
B&better— Shortleaf— 
a thick— —_ int® ..... BH 6H 
we eeeee *27.50 1x10” 12.17 11.48 

5" sihastiatiet Garde *17.76 
eee 21-75 Longleaf— 
er *27.50 cae. s0=¢% 14.15 *13.35 
oe acceea's 3 35.00}1x10" .... 13.78 %13.75 
_— thick— 25 36.00 No. 2 Boards, 1x12” 

e+ eeee ov.e0 « . 
a 10” 42.25 43.00 Standard Length 
Ae” cecceee 57.75 -.--|Shortleaf.. 14.50 12.27 
Ly saf.. 18.42 20.50 

Casing & Base 10-297 |1°ns!eat , 

B&better 

”? ‘ Car Siding, Lining 

5 9 9 

1x4 & 6”.. 28.16 26.42 and Roofing 
Casing, Base & Jamb | B&better 

10-20’ 1x4” 12&14’ 16.75 
B&better, a" . 20.00 er 
1x8” ...... 30.25 27.63} 1x4” 10’ 17.87 18.00 
1x5&10” .. 33.37 32.00}1x6” 10’ 17.37 aw 

‘No. 1 Fencing ana |No. 1— 

Boards, 10-20’ 1x4” ae re 

~4u” r 1x6” 12&14’ 14.63 
1x6” 112, IER 19:10|!x6" 16618" 19.75. 
a eens reas oes Timbers, 20’ & 
1x10” wre © 6.07 
1x12” ...: 32.29 31.83 Uasen, He, 5 

: Longleaf— 

No. 1 Shiplap, 10-20’ | gx9” & und. 16.44 16.25 
 GCrre 16.97 17.13} 3x10-10x10"18.75 23.00 
1x10” -13x12-12x12”27.98 35.00 
No. 2 Pete ‘Stana- Shortleaf— 

ard Lengths 8x8” & und. 14.65 14.05 

lee 10.84 9.0513x10-10x10"” . 9.00 

5'1x6” &C.M. 11.72 10.49|3x12-12x12” 19. 74 17.00 














West East West East 
Side Side Side Side 
No. 1 Shortleaf No. 1 Longleaf 
Dimension Dimension 
12 *& 14’.. 13.93 12.48 
12, & 14’.. 13.9 . 12, & 14’.. 14.12 14.15 
|, Peer eee 14.81 13.07};¢ |. 16.50 14.75 
2x6” pa 
12 & 14’ 12.38 11.36 & 14’ 13.39 14.25 
OM eae a aca 13.91 FEBOTIS accuvce 13.56 14.08 
2x8” 
12 & 14’.. 12.54 12.55112 @ 14’.. 13.08 14.50 
Me ascenee'e 12.43 14.06 are 14.16 16.19 
2x1” 
a paeeaee 15.92. 36.30 ciiccces 16.91 er 
OC —— ree SE:35 BEBOTEe éscccée 17.45 21.50 
a ieseece 16.47 15.02116’ ....... 19.78 27.50 
2x12” ee 
19 & 1¢’.. 21.58 17.90112,% 10... Te Oe 
MP ictsars 23.92 24.50/16" ------- ae Ste 
No. 2 Shortleaf 
oo Dimension ne, > hea 
x4” 

12 & 14’.. 11.87 11.59|]19 @ 14° 12.93 13.56 
Oe vascews 12.71 i0.83ise ....... 14.27 15.00 
2x6” x6” 
12 & 14’ 10.06 8.98]12 & 14’.. 11.18 12.75 
Oe beancnnt 10.68 DOGG évcwees 12.45 15.50 
2x8” 2x8” 

2 & , 9 9.9 a & t.. et 11.57 
12, & ae. ngs gant Ms TEES oddsbo 
2x10” 2x10” 

12 & 14’ 11.54 10.41|12 & 14’.. 13.50 *14.50 
paid 14.04 11.29|16’ ....... 15.33 *16.50 
2x12” 2x12” 

12 & 14’ 12.43 10.02 12 & 14’... 14.00 *16.50 

geerrirr > eS oe) er 17.00 *20.50 





ENGELMANN SPRUCE 


Prices f. b. Chicago, effective Jan. 12, on 
air dried © cateenan white spruce boards, 
D&M, shiplap, drop siding and ceiling: 


Inch— 4” 6” 8” 10” 12” 


—-. 6-16’ $45.00 $46.00 $46.00 $56.00 ory. 00 
No. 1, 6-16’.. 42.00 44.00 44.00 54.50 64.50 
No. 2, 8- 16’.. 37.00 37.00 36.00 36.75 47.00 
No, 3, 8-20’.. 25.00 27.50 28.50 30.00 32.00 
No. 4, 4-20’.. 21.00 23.00 24.00 24.00 25.00 


No. 4 common, 1x4-inch and wider, 4- to 20- 


foot, > may contain 20 percent of 4- to 
8- foot, s $22.00. 

5&6/4 4”"&wadr. 6&8” 10” 12” 
Deen, G20" o ccc = 00 $68. 00 $71.00 $81.00 
ee. ees 9.50 61.50 64.50 74.50 

4” ” ” ” 13° 

No. 2, 8-16’..$43.00 $43.00 $42.00 $42.75 $53.00 
No. 3, 8-16’.. 31.00 33.50 34.50 36.00 38.00 
No. 4, 4-20’.. 25.00 27.00 28.00 28.00 29.00 


Specified lengths—In Dé&better and No. 1, 
add for 16-foot $5; for other lengths, includ- 
ing 18- and 20-foot, 

In No. 2, add for 18- and 20-foot, $2; for 10- 
and 12- foot, 12-inch, add $4; other specified 
lengths, add $1. 

In No. 3, for 4-, 5- and 6-inch, 16-foot, add 
$1; for 10- and 12- ‘inch, 10- and 12-foot, add $1. 

For 6-foot Nos. 1, 2 and 3, deduct $3 from 
prices of 8- to 16-foot. 

Bevel siding, %-inch, odd lengths, 3- to 20- 


foot, but not over 20 percent shorter than 
10- foot. 


Dé&btr., 4-inch...$25.00 B, 4-inch...$17.00 

6-inch... 28.00 6-inch... 20.00 

Lath, spruce ana pine, 4-foot; No. 1, $6.50; 
No. 2. $5.45. 





WISCONSIN HEMLOCK 


Following are f. o. b. Wausau, Wis., prices: 
No. 1 Hemlock Boards, s1S— 


8 12&14’ 16’ 
oe $19.50 1320. +4 $21.50 
i OO oak ee ee ee 23.00 24.0 25.50 
1x 8” Samia eles eta anekain 24.00 tet 26.50 
1x10” Cb eKdienrecouwen 26.50 27.50 29.00 
ME ccsee caw ocnsen 27.50 28.50 30.00 

For shiplap or flooring, add 50 cents to 


Prices on No. 1 boards. 


No. 1 Hemlock Dimension, S1S1E— 

10’ 12&14’ 16’ 
_ S _ eee » $24. 50 $24. 50 $24.50 $25.50 
2x 6” eee weaieee ae 22.50 23.50 24.00 25.50 
a eeeaem 23.50 24.50 24.50 25.50 
2x10” ow ae nea 23.50 29.50 28.50 28.50 
peepee: 23.50 30.00 29.00 29.50 


PP Re No. 2 dimension, deduct $3.00 from price 


DOUGLAS FIR 


[Special Telegram to AMERICAN LUMBERMAN] 


Portland, Ore., May 24.—F. o. b. mill prices 
on actual sales of fir, May 20, 21 and 23, di- 
rect only, straight and mixed cars, reported 
by West Coast mills to the Davis Statistical 


Bureau, were as follows: 
Vertical Grain Flooring 
B&BE&btr. Cc D 
ea” itvenneeeoweemied $22.50 $17.00 mae 
Bé&btr. C D 
Ee ee re err ree 28.00 ana za 
SPE «dale bernie ase 28.00 
Flat Grain Flooring 
BMT... dcidinteunaden (a meeree 16.00 11.75 
See «swermurecataume Bie 18.00 14.00 
Mixed Grain Flooring 
BS eulcm cde aiica aoe $ 8.75 
Ceiling 
Ol ill Pe erate rae 12.25 11.25 
MS) «wathieln anata woe 17.50 10.50 
Drop Siding, 1x6” 
Arr ee 17.75 14.00 11.25 
BOE) wxibaece patie cen alae 19.0 17.25 ola 
Finish, Kiln Dried and Surfaced 
1x6” 1x8” 13” 
CT reer ere $28.50 $28.50 $49.75 
Common Boards and Shiplap 
1x6” 1x8” 1x10” 1x12” 
a: Gres $12.00 $10.25 $12.50 $13.75 
i we calnenen 7.00 8.00 7.75 6.50 
a eee 6.00 6.75 6.75 od 
Dimension 
12’ 14’ 16’ 18’ 20’ 22&24’ 
No. 1, 2” thick— 
Oe $11.75 $11.75 $12.50 $13.50 $13.50. 
 igees 11.50 11.00 12.25 13.00 12.75 $15. 25 
— ree 11.50 11.50 12.25 13.00 13.00 16.00 
er cake 12.50 12.50 13.00 13.00 13.25 15.00 
ae  6xsen 12.00 12.00 12.00 13.50 13.75 14.00 
2x4”, 8’, $11.50; 10’, $11.25; 2x6”, 10’, $11.00 
Random— 2x4" 2x6” 3x8” 32x10” 3x13” 
Me 2 cevevews $7. 4 vs 75 $5.75 an 50 = 75 
Oe: DB cncsevas 3.7 75 ° 
No. 1 Common ote ‘aie Surfaced Tnbeve 
SSeS Ge CEEe 86 OE kc ccccwccuvovseecees $12.25 
GES GO TREE CO OG vec ctcnccecesesewes 12.25 
Fir Lath 
Mo. 3, FBTR, Ge ccvvcccsececcsscveses $3.25 





W ant Something? 
Look in the Classified Section 








WESTERN PINES 


[Special telegram to AMERICAN LUMBERMAN] 


Portland, Ore., May 25.—Following f. o. b. 
mill prices on actual sales were reported to 
the Western Pine Association by members 
during the period May 17-23, inclusive. Aver- 
ages include both direct and wholesale sales, 
and are based on specified items only. Quota- 
tions follow: 

Ponderosa Pine 


5/4x8” 6/4x8” 
SELEcT, S2 or 4S— 1x8” & war. & war. 
C Select RL...... $32.40 $39.67 $35.19 
D Select Mis...... 25.91 32.00 Ree 
cam, s2s— No. 1 No. 2 
5 PRO eT OT ere er $25.91 $20.75 
: SR ae ears ers Gren 25.44 20.27 
ComMons, $2 or 4S— No. 2 No. 3 
oe ge err re rr $17.46 $11.94 
Oo ll Ee ee ere 23.34 12.07 
a ee ee re Te 7.91 
Idaho White Pine 5&6/4x8” 
SELEcT, S2 or 4S— 1x8” & war. 
PE Get tecsnionne be $41.26 $62.42 
ee = eer 34.13 46.75 
CoMMONS S$2o0r4S— No.1 No. 2 No. 3 
OS tt Rarer $30.85 $25.16 $14.88 
ae Sore 60.67 34.88 19.76 
Te eS rrr ere rr 10.45 
Sugar Pine 
1x8” 5/4x8” 6/4x8”" 
SeLect, S2 or 4S— &wadr. & war. & war. 
BEDOtter .cccccss $80.00 $75.00 pecan 
ee OS 70.00 a $51.50 
DP  sccscencn 50.25 42.50 35.00 
SHop, S2S— No. 1 No. 2 No. 3 
Bi 156 60s eee ean’s $34.89 $26.50 Kava 
|, eee 34.88 23.13 
fy ee eer at ee 43.89 21.75 
Larch-Douglas Fir 
We. 1 Dimonsion, B00, 30.00 ss cccnnses $11.82 
No. 1 Dimension, 2x6@8”, 16’.......ccecs 11.47 
No. 3 Common, S2 or 4S, 1x8” RL...... 7.25 





WEST COAST LOGS 


[Special telegram to eee LuMBERMAN] 
Portland, Ore., May 25.—Log market quo- 


tations: 
Fir, yellow: Ungraded, $10@12 
Fir, red: Ungraded, $8 @8.50. 


Hemlock. Ungraded, $6 @7. 





Red Cedar: Depending a ee $9@11 

Spruce: No. 1, $16; No. 2, $12 . 3, $8 

Seattle, Wash., May 21.—List prices oi 
logs: 

Fir: $16; $12; No. 3, $8. 

Rolegk’ “shingle Ra 410: lumber logs, $20. 

Hemlock: No. 2, $8; No. 3, $7.50. 
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Jacksonville, Fla., May 23.—Following is a list of new wholesale prices on tidewater Seattle, Wash., May 21.—Following oa Follov 
red cypress, revised as of March 15, f. o. b. mill: : prices direct to the trade on carload or Part | f. 0. bD., 
Grades 1” 1%” 1%” 2” 2%" 3” 4” carload lots, f. o. b. mill, all prices being AsH— 
Ek ns ete ceadeeaden damien $58.00 $63.00 $73.00 §$ 85.75 $111.00 $111.00 $117.00 | based on four bundles to the square, ang 
Di Diode cihetnmeehinesoncnwenede Lees coed 90.00 102.00 126.50 126.50 132.00 | shingles mixed with fir lumber being 10 cents es 
| eet RE IE ABS REED AA ie RE 44.00 49.00 49.00 59.00 81.00 81.00 91.00 | higher than these prices: 
Pe © OGD ccccccscenverdsncseeuvace 27.00 40.00 46.00 52.00 64.50 64.50 72.50 New Grades, Per Square 6/4.- 
BEE concen eeccedpaereeresonsecesenses 16.00 17.00 17.00 16.00 Shingle Washington- B 8/4.. 
Peck Ram. WiIGths..ccccccccscccseces 18.00 18.00 18.00 19.00 ceetaes a 5” Royals 24” Oregon - Colman Bh 
COO BOOT ciccccesecscvcsreeoeceens 70.00 75.00 90.00 102.00 IRest ........ $4.75 $5.75 os ei gn Be $2.08@2.75 $2.50 i 
oe Sy ay Lae |g Pee 60.00 65.00 67.00 16.00 Primes... .. 210 3.50 dh ne paige neni: 170 5/4... 
Te seeceekboseecasweee so eeseanceaasene 51.00 56.00 58.00 61.00 [Economy ... 3.20 3.60 Perfections, 18”, 5/24" 6/4..+- 
Gl caksutdiadernehssbenebabeheeenn 46.00 651.00 53.00 56.00 |Cypress Lath Nol L.75@2.10  1.80@1.4 s/4... 
DD ‘caeti cephalad stdin bcteeeebeneeenewe 45.00 50.00 52.00 55.00 No.1 No.2 a aan lil te plfadicas 1.30@1.50 1.154 136 10/4.... 
i 2 Ce Oe UN s pnbenee caweeenan 39.00 44.00 44.00 39.00 |%x1%x4” ...$3.00 $2.25 7 aie ae * tademodl ak 1) Oe 
ey I. ch a vcanene dikes eanees ae 27.00 27.00 27.00 27.00 1%x1%x32” .. 1.00 wa 16” ee eat re ee , | 416/4.... 
a 
ae es 2 o> 1.45@1.75 1.60@1.65 el 
No. 2; all clear..... 1.40 3/ a4 
WEST COAST SPRUCE NORTHERN PINE No. 2 Vueclear.<:: 110@155 135° | thin 
No. 3, 8” clear..... .95@1.25 :90@1.00 Price 
[Special telegram to AMERICAN LUMBERMAN] Following are prices on northern white Dimensions, 5/2, 5x16”— wider, 4 
Portland, Ore., May 25.—The following are | Pine effective Feb, 15, f. 0. b. Chicago: apap oranet 1.50@1.60 1.65 For s 
prices for mixed carlots prevailing today Common Rough Boards and Fencing— Dimensions, 5/2%”, 6x18”— aan Roug] 
Finish Factory stock 10-14 ft. 16 ft. 18-20 ft. i ae eo 2.45 face el 
1x12” ..... $39.00 Oe. oaced $15.00 ae SS i scecus $42.75 ee eet 38-48; 
ix4—10” .... 33.00 5/4 18.00 8 ae 42.75 47.75 . and twe 
6/4 20.00 8 Lahey 43.75 48.75 48.75 WESTERN RED CEDAR sore if. 
Revel sidina 8/4 ... 22.00  aNceake 51.75 54.75 51.75 a... 
10/4 . 27.00 os rae 86.25 83.25 86.25 Seattle, Wash., May 21.—Prices for red 5/4.... 
“x4” .... $16.00 | Se era 29.00 a ae OC 2g aa 35.50 37.50 37.50 cedar siding in mixed cars, new bundling, 8 6/4... 
%x6", Flat gr. 17.00 1 ath .. 2.00 OE 7a 35.50 37.50 37.50 to 18 foot, f. o. b. mill, are: Sf4. 6: 
%x6”",Vert.gr. 22.00 Green box.9.50@11.50 a shi: oe oi ee Hah Ha} Beveled Siding, %-ineh Sort E1 
ae 53.00 48.00 53.00 Clear or “B” 4/4 
g % %  & Ae 22.25 23.25 ee OM co cesexeeswes $20.00 $18.00 $15.00 — 
NORTH CAROLINA PINE EM ecccags 24.75 26.75 24.75 | 5-inch ............. 24.00 20.00 17.09 | 8/4--- 
Voll ' , ». NN oe, 26.25 26.25 26.25 PE éveaeedasewnn 24.00 19.00 17.00 8/4... 
“ollowing are typical average f. 0. b, Nor- BRIO. cc ccees 28.25 28.25 28.25 ; ° 
folk prices received during the period May rae 34.25 32.25 34.25 Clear Bungalow Siding | Rock E 
% to 21, inclusive, as reported by the North - . ‘ % inch % inch 
Carolina Pine Association For all white pine (Pinus Strobus), add $1. DR. saccncniasdnanaeianen $39.00 $27.00 ee 
Rough: For ripping, add $1 per cut. For resawing DD scsceevonvcneavakaand 48.00 38.00 G/6.0 
Edge 4/4 rough, add $1; S2S and resawed, add $1.50 to EEO sctcceesedeaesmanwewes 60.00 mee 6/4... 
R&better $27.90 price of S28. For S1S or 8258S, add 50 cents. Finish, B&better , 8/4... 
No, 1 ; 21.70 For plain shiplap, S2S, CM, S4S, S1S1E or 82S or S4 )/4. 
30x No. 1, ; 14.30 well curbing, add 50 cents. For grooved roof- or Rougi j2/4.. 
Box No, 2 ‘ . 12.60 ing, drop siding, O. G. shiplap, ceiling or ES ee pe a $ 45.086 Basswe 
No. 1 No. 2 sheathing lath, add $1. Not to exceed 10 per- oe Sa. a wien ib we KS a wa wii 55.00 4/4... 
B&better No. I hox box cent of degrade developed in running may be SE SEEN Se raseecoveceevogwenetess 710.0¢ 16/4... 
1x 4 $27.20 pies x ts included at grade price. For partition, all ib: | pe TULTTIPEE ELITE 100.00 6/6... 
ix 5 97°10 ie : grades, all $1.50. boy) +) rerrrrrrerrrrrerer Tre reer eee 105.00 S/S... 
ix 6° 28.10 $21.80 $15.25 $12.15 For stock 3-inch or less in width, S4S, add Ceiling or Flooring 10/4... 
ool $2.00 nie $3.50, product of strip ripped and bundled. SE” iwc pond cee ee aaa aan s $ 30.00 a h 
ix 8” . 30.85 22.65 15.75 13.30 All grades of 5-inch, $1 more than 10-inch; i Moldi Keys 
1x10’ 35.20 26.55 16 75 14.10 | 5-inch S48, add $1.50. For bundling, add $1.00. sie reese ool oleings oe grades, 
1x1 16.55 33.80 9.90 14.95 MaGe from 1567 amd UNE sccccccvcccess 1&bette 
a B& better | ord SSUONTTIRS, ade 38. Bee SFOTR GEROE GEOR. oc ccccccvecszcccss 54% No. 1, | 
5/4” } $32.10 No. 1 Piece Stuff, SISIE or S4S— Additional discount for 10,000 feet or One 
5/4x10” 3.40 | $2235 see25 4 , oe al $297 FNS Ge SO GE cc ccsecndadsescstanwened« 5% inch or 
. oa 9 Lad 
5 12” : 50.70 me Or ewes ° 29.75 9.75 49 ” , 
1) ae } * 23°70 | 2x 6%.... 23.25 27.25 27.75 27.75 30.75 ee Sa er 2 | ee 
Bark Stripe 2x 8".... 23.25 28.25 28.75 28.75 31.75 | yy» $0.25 4/4... 
Babetter 4/4" gi9.65 | 2%10".... 22.25 27.25 30.25 30.25 31.25 | pate iii iii i ii iiii tr ritttsrttttessssss 33 «O/4--- 
— ener 4 +7 2x12”.... 23.25 28.25 31.25 31.25 32.25 ED senisaaparehaietesnastsbahametvis taba seiek in. ndcigines 3 6/4... 
»OX e. ° oeeece No. 2 plece stuff, $3 less than No. 1. For mR ieee eeeeeseseeeses ee . 8/4 
Dressed: 2%" 3” & is onic tie 50 on. on add $1.50. Harp WM 
Flooring Wide Wider | S1S only, more than rough. 4/4 
3a stter i” 7.55 25.75 | ak 
B& be tt ri at Fe $27. $25.7 | Siding 4- and 6-inch, 4-foot and longer— END DRIED WHITE MAPLE 5/4... 
No. 1 common 4}”.. 22.80 22.30 6/4... 
No. 2 common 44”...... - 15.50 15.80 Norway Prices on end dried white maple, f. o. Bb. i ss 
B&better bark strip partition ere, Bé&btr Cc E C&btr. mills, lower Michigan: 10/4... 
Box bark strips dressed... ee sees Jk 2 ae $27. 50 $24.50 $18. 50 $15. 50 $21. 50 FAS No. 1 & sel. ey6... 
No.2 | 6% «eeees 28.50 26.50 23.50 19.50 29.50 Oe . ceuenemeasene meeed $100.00 $ 70.00 | 16/4 
Roofers: dressed | Siding may contain 40 percent of 10-foot IE Yk aici i ah op asda rin eae 105.00 75.00 HARD 1 
Ix 6” $15.85 | and shorter. Beaded ceiling, %-inch $1 more a ee re 105.00 75.00 
i= 6° 16.50 than siding. Selected length, $2 extra. Sid- a a a aaa 110.00 80.00 
1x10” ; 16.90 ing run to OG, $2 extra; product of strip as 0, eee errr rr 130.00 100.00 4/4 
x12” . ee ere | it grades. MPO Sensercsescsaccnsweces 140.00 110.00 | 5/4 
6/4 
BEECH- 


SALES PRICES OF SOUTHERN HARDWOODS 5/4 


Following were average sales prices received for southern hardwoods during the week ended May 17, Chicago basis: 





6/4... 
4/4 5/4 6/4 8/4 4/4 5/4 6/4 8/4 Addi 
FIGURED Rep GuM— Rep OaAK— better 
Pe tersves COO 220 0 0—ié«és wk WS webs bint ash ; Fate arate eer Pin. FAS... 59.75@ 65.75 67.00 70.00@ 70.75 79.00@ 84.75 8-inch 
~ No. 1&sel. 33.50@ 48.75 ..ccccccccss ——— £@4é i 4££0eés-eeaeaeae 12-inct 
Rep Guu— # —_— ah» hn, _ A Maske MEE Succddecties ceesubeneanae saxd0n0rGn 
ONO. 14561, c.eeesccees 42:25 Sener ena PoPan— 
Pin. PE is, chwbedeabaldeue > aeaw wane aes See. “> “Oo gabeeoe eae 
No. 1&sel. 33.75@ 35.50 40.00 42.00 46.75 il ee re ee eee ee 48.75 ; 
. es No. 1 com. 30.00@ 32.00 32.00 32.00 $2.75 St. 
SAP GuUM— 9 ore tie pri 
7 ea a ‘ Dts.  j.§ <thedtcevteaas weaatweeeune. (Saebeenewes ; I 
Oté. PAS... S6.75 j= — § ceeucecevcves 39.75@ 43.00 49.00 
To SOR case oeeeneus 27.75 27.50@ 33.00 30.50@ 36.00 AsH— 
Pin. FAS.  obh nbik. ae nwdcae ee <nades ewe eon 70.50 75.75 
NID) rte Cee os to cadmas skeen awa’ eo -teek SR Cn vt Kee 40.75 irre No. 5, 
0 ee 6 tee eeeeeeees ie! Maecaae 25.00 °C eamedwidbcuv a iaeekssaae No. 4, 
No. 1&sel. Pe cect ee as PECROSEREEECh Skewb aD Ow SOC Corseuwes No. 3, 
a See : Wo, 2Bnsl... SEOE@ BERG SOIR oecceecccess vncccenccetl ine 2 
Ge, FER. ES — teste weetene seereoeenerse $1.50 a pare ee eee OE Nksdcanertoe cianeneei arte 
No. ened Kee EObOSeennes Kedetesoectcen ‘8 8evanee 008 «V.io0 led 
Pin. WILLow— ; less t! 
No. 1&sel. 38.385@ 24.75 ....cccccece ssecccevccee sesecces vee PAS nceves 37.75 42.75 | ee ere B ties, 1 
No. 2.... 20.00@: 28.50 ........-e0- ee PT RLAKh creneacea eke dwKea cere we. eeraiaee meats 32.75 ® press 
WuHits OakK— MAGNOLIA— . 
Qtad. No. Ldesel.. 30.00 nrc eneeeeene seccveceeree seeueceeeers White 
No. 1@sel]. 58.76 j= = ceevccseccess seveseseeses veces eeeees . ee a 24.25@ 24.50 26.50 31.50 34.00 © Rea 
Pin, FAS... 72.75 82.00@ 84.25 85.25 94.00@ 94.25 South, 
No. 1&sel. on, 0 bogie ema: d (wa bheasee eee. saan eae LO— No. 
No. 2.... 33.75@ 34.75 tee ed 6 ie i ine Mae » Re weno , as eae eae Nuckinalace weal 40.50 stwesene Cann Den: 
No, 3- Ne aoe. Gee eweacawes < -*iwes eaean “Saomaeetahes DE Gicacawhewee “aebuwia due a = ——~—CSC(N ret anno 
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May 28, 1932 


NORGHERN HARDWOODS 


Following are prices of northern hardwoods, 
f. o. b., Wausau, Wis.; 


AsH— 


FAS Sel. No.1 No.2 No.3 

4/4..... $47-49 $37-39 $28-29 $20-21 $15-16 
coin 55-57 45-47 33-35 22-23 16-16 
ic ieee 60-62 60-52 38-40 25-26 15-16 
eee 70-72 60-62 43-45 28-30 165-16 
B 

_ 60-52 35-87 25-26 19-21 14-16 
7... 53-55 38-40 28-30 21-22 15-16 
icsss 58-60 43-45 84-36 23-24 14-15 
eee 65-67 50-52 40-42 30-32 14-15 
10/4..+6+ 73-75 68-60 53-55 45-47 i 
ee 78-80 63-65 58-60 60-52 .. 
re 128-133 113-118 98-103 .... be 
eee 43-44 33-34 28-24 17-18 
ean: 43-44 33-34 28-24 17-18 .... 
Thin 4/4. 43-44 33-34 23-24 


Price of No. 2 and better, 1x4 inch and 
wider, 4- and 6-foot lengths, $24-25. 
For select red, add $10. 
ugh birch, 6- to 16-foot, 1x4 inch, two 
on clear, $56-52; one and two face clear, 
$38-40; 1x5-inch, two face clear, $60-62, one 
and two face clear, $48-50. 


Fr Map 

wit Se ake 45-47 35-37 25-26 17-18 14-15 
+ oer 50-52 40-42 30-32 21-22 165-16 
a 60-62 50-52 35-37 23-24 14-15 
a 60-62 50-52 35-37 28-30 14-15 

Sorr ELM— 
AS No. 1&sel. No.2 No.3 
ere 40-42 28-30 20-21 17-18 
| = 47-49 35-37 22-23 19-20 
|, are 47-49 35-37 22-23 20-21 
See 50-52 35-37 25-26 20-21 

Rock ELM— 
FAS Sel No.1 No.2 No.3 
OC 80-82 mage 65-57 25-26 16-17 
* == 85-87 —_ 60-62 30-32 18-19 
MIE scves 90-92 65-67 30-32 19-20 
, ere 95-97 15-77 38-40 25-26 

| 105-107 85-87 52-54 aia 

7) 115-117 95-97 57-59 30-32 

Bass woop— 
| BRAS 48-50 38-40 26-28 20-21 14-15 
ee 51-53 41-43 30-32 22-23 15-16 
|, See 55-57 45-47 33-35 22-23 15-16 
| es 60-62 50-52 38-40 22-23 15-16 
), 68-70 58-60 48-50 35-37 viene 
oS ee 78-80 68-70 58-60 40-42 cone 
Keystock, 4/4 No. l&better, $55-57; or on 
grades, FAS, $65-67; No. 1, $45-47; 5/4 No. 
1&better, $60-62; or on grades, FAS, $70-72; 


No. 1, $50-52, 

One and two face clear 6- to 16-foot, 1x4- 
inch or 1x4-5-inch, $45-47; 1x5-inch, $50-52. 
Rep OAK— 


. ae 60-62 45-47 33-35 23-25 12-13 
|, ee 65-67 50-52 38-40 28-30 13-14 
|" 70-72 55-57 45-47 30-32 13-14 
_ es 80-82 65-67 60-52 35-37 13-14 
HaRD MAPLE— 

eee 48-50 38-40 28-30 20-22 11-12 
|," eae 58-60 43-45 30-32 22-24 13-14 
. 63-65 48-50 32-34 24-26 13-14 
| 63-65 48-50 32-34 26-28 13-14 
a 78-80 63-65 48-50 35-37 eee 
oe 93-95 78-80 8-60 40-42 one 
yy See 143-145 128-130 108-110 “< cane 


HARD MaPLe RouGH FLoorine STtockx— 
No.1 No.2 No. 3A 


com. com. com. 
a -wedickwm died Wacea ahaa’ $28-30 $20-22 $14-15 
er ae ae 30-32 22-24 16-17 
EERE RE Roe Bale eoee 24-26 16-17 
3EECH— 
No. 2 and better 

1g LOT TI ater Se $33-35 
SEW ks aireaen ie eekaitaiee seed 38-40 

FAS Sel. No.1 No.2 No.3 
, $60-62 $45-47 $35-37 $24-25 $14-15 


Additions for special widths of No. 1 and 
better in all hardwoods, standard lengths, are: 
8-inch and wider, $12; 10-inch and wider, $30; 
12-inch and wider, $35. 


CROSS TIES 


_St. Louis, Mo., May 23.—The following cross 
tie prices prevail f. o. b. St. Louis: 

Untreated S’th’n 
White Southern Heart 
Oak SapPine Pine 





No. 5, 7x9”, 8’, 9” face..$1.10 $0.90 $1.75 
No. 4, 7x8”, 8’, 8” face.. 1.00 .80 1.45 
No. 3, 6x8”, 8’, 8” face.. .90 -70 1.23 
No. 2, 6x7” 8’, 7” face.. .80 -60 1.07 
No. 1, 6x6”, 8’, 6” face.. .70 -50 89 


ted oak and heart cypress ties, 10 cents 
ess than white oak; tupelo and gum cross 
ties, 15 cents less than white oak; sap cy- 
Press, 20 cents less than white oak. 


Switch Bridge 

Wh Ties Plank 

I a aa de $34.00 $32.00 

I a ee as 31.00 owete 
Southern sap pine, untreated— 

Free ae 25.00 ocbe 

RD crarwadxouteanust coves Bee eowe 





PHILADELPHIA PRICES 


Philadelphia, Pa., May 23.—Following 
prices prevailing today in this market: 


LONGLEAF YELLOW PINE FLOORING, 1x3-inch— 

B&better, $31.00; No. 1 common, $28.00; No. 2 
droppings, $24.00. 

LONGLEAF YELLOW PINE TIMBERS, 

Rough merchantable grade, water delivery— 

6&8-inch 10-inch 12-inch 14-inch 16-inch 
$32.00 $38.00 $46.00 $53.00 $60.00 

GeorGIa AIR Driep Roorers— 

Too. and grooved, %-inch, 6-inch width, 





are 


KILN DRIED YELLOW PINE ROOFERS— 
a and grooved, standard, 6-inch width, 


NorRTH CAROLINA PINE ROUGH Box, No, 1— 
10-inch, $23.00. 12-inch, $24.00. 
NORTH CAROLINA PINE FINISH, 


SE arr $32.00 
NORTH CAROLINA PINE STEPPING, 

Dewetter, GSERES-IMEM oo cccccswcseses $49.00 
NorTH CAROLINA PINE DIMENSION, No. 2 & bet- 

er— 
S48, %-inch scant, 2x3-inch, 9-foot, $17.50; 


2x3-inch, 16-foot, $19.00. 


Rough, 2x10-inch, 
10- to 16-foot, $20.00. 





APPALACHIAN WOODS 


Cincinnati, Ohio, May 23.—Average whole- 
sale prices, carloads, Cincinnati base on Ap- 


palachian “soft texture” hardwoods: 
4/4 5&6/4 8/4 
PLAIN WHITE OAK— 
| @ 95 $ 98@103 $105@110 
No. 1 com.&sel. 43@ 48 50@ 55 57@ 62 
No. 2 com..... 0@ 33 33@ 35 36@ 38 
No. 3 com..... 18@ 20 20@ 22 22@ 24 
Sd. wormy 33@ 35 36@ 40 40@ 45 
PLAIN RED OaK— 
, ee 65@ 70 75@ 85 85@ 95 
No. 1 com.&sel. 42@ 47 48@ 53 50@ 55 
No. 2 com..... 28@ 30 32@ 34 36@ 40 
ee ee 18@ 20 20@ 22 22@ 24 
CHESTNUT— 
a) ee 60@ 65 65@ 70 75@ 80 
me. 2 COM wees 42 45 45@ 48 47@ 50 
ING. 3 COMB. ccc 16 18 17@ 19 18@ 20 
Sd. wormy & 

No. 2 com... 23@ 25 25@ 27 28@ 30 
No. 1 & btr. 

sd. wormy... 25@ 26 27@ 30 32@ 34 

PoPLAR— 
Panel & No. 1, 

18” & wdr..110@115 125@135 135@145 
eer 80@ 90 85@ 95 90@100 
Saps & sel.... 55@ 60 65@ 75 75@ 85 
a cicawe seen 37@ 42 43@ 48 50@ 55 
a  Eeaee 26@ 28 33@ 35 36@ 40 
ak -ebieaex 20@ 22 24@ 26 26@ 28 

MAPLE— 
rere 55@ 60 65@ 70 65@ 70 
No. 1 com.&sel. 43@ 45 45@ 50 45@ 50 
No. 2 com..... 28@ 30 30@ 32 33@ 35 





OAK FLOORING 


Following are carlot quotations, 
basis, on oak flooring: 


1§x2%4” 4Ex1%” 


Memphis 


3x2” 3x1%” 


Clr. qtd. wht....$80.00 $70.00 $70.00 $45.00 
Clr. qtd. red..... 70.00 58.00 50.00 45.00 
Sel. qtd. wht.... 55.00 43.00 38.00 33.00 
Sel. qtd. red..... 42.00 40.00 38.00 33.00 
Clr. pln. wht.... 47.00 45.00 42.00 34.00 
Clr. pln. red..... 44.00 42.00 38.00 34.00 
Sel. pln. wht.... 38.00 30.00 35.00 24.00 
Sel. pln. red..... 37.00 33.00 35.00 26.00 
No. 1 com, wht.. 30.00 21.00 18.00 16.00 
No. 1 com. red... 30.00 21.00 16.00 17.00 
We. 3B COM..scce 12.00 12.00 8.00 8.00 
%x2” %xlke" x2” 
a ee ere $70.00 $70.00 $95.00 
Pee Me, Mnccascce cee 65.00 65.00 90.00 
a a ee 55.00 53.00 60.00 
a a ee 55.00 53.00 60.00 
i S.A eee 45.00 45.00 54.00 
a OE See 44.00 44.00 50.00 
ee. Ss. Wis docs cesses 39.00 39.00 45.00 
ey Se eee ee 39.00 39.00 42.00 
a i. OS, Se a aww ie oe 25.00 21.00 22.00 
Me: 2 GOUE. SOG. ssescces 25.00 21.00 22.00 
eS FO eee 10.00 10.00 10.00 


New York delivered prices may be obtained 
by adding to the above: For jj-inch stock, 
$9; for %-inch, $4.50; for %-inch, $5.50. 

Chicago delivered prices may be obtained 
by adding to the above: For j#-inch stock, 
$6; for %-inch, $3; for %-inch, $3.50. 


MAPLE FLOORING 


Michigan and Wisconsin flooring mills 
quote as follows on northern hard maple 
flooring, f. o. b. cars flooring mill basis: 

First Second Third 
SERGE” seen asa ewaaew $47.00 $37.00 $23.00 
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ARKANSAS SOFT PINE 


Following are average sales prices, these 
f. o. b. mill figures being based on shortleaf 


weights, obtained by Arkansas soft pine 
mills during the week ended May 21: 
Flooring 
1x3” 1x4” 
Edge grain—Bé&better........ $40.00 $39.00 
Flat grain—Bé&better........ 21.00 21.00 
sds. ea eaiacha idler delat be ahve 18.00 18.00 
Pe Deas wae clewas case ediwwate 14.00 14.00 
Partition and Siding 
Boston partition, B&better, 1x4”....... $22.00 
Drop siding, B&better, 1x6”............ 21.00 
Finish and Moldings 
Finish, B&better, 1x5&10”.............. $36.00 
Finish, B&better, 5/4x5&10”........... 50.00 
Come One O60, IBBBE o.oo iccccsvonses 39.00 
Discount on moldings, 1%” and under.. 62% 
Se” inate isan caekesesadawwe 45% 
Boards and Shiplap 
Boards and shiplap, No. 1, 1x8”........ $18.50 
Boards, No. 2, 1x12”, 10, 18&20”........ 18.00 
ll SS C"#E eae 13.00 
Dimension 
ee: 8 ee OL 68 eee ere $16.00 
Be es See OE UE oice bes veex wns 13.50 
i ee a 2 ae ere re 26.00 
ee ee U8. eer ee 13.50 
ps a Ek ea ee 17.00 
Lath 
Be, a. Se a I acu aid ahs aia ee whe an $2.75 





I News Letters 


(Continued from Page 57) 
changed; there are plenty of 4x18-inch, but 
no demand for them. 

Hardwood sales, except for export, have 
been disappointing. Oak and ash are lead- 
ing in demand, but for export only, and bring 
fair prices. Limited quantities of low grade 
plain white oak have been moving to flooring 
manufacturers at fair prices. Poplar has 
been showing increased activity, but prices 
are weak. There has been a fair export 
movement of FAS and common and selects 
red gum at low prices. The lower grades 
of red gum are not moving for export or 
domestic use. Sap gum is moving in small 
lots. Tupelo sales are very poor, though 
prices are low. 


Retail yards call mostly for small quanti- 
ties of the lowest grades. The contractors 
continue to demand lower prices. Competi- 
tion seems to be getting keener, and the best 
yards are refusing to meet unreasonable bids. 
Less dependable yards buy up small-mill 
stocks of very poor quality, and cut prices. 


Exports during May have not reached the 
total for April, but are somewhat better than 
average so far this year. A million-foot 
cargo of Florida pine is leaving port today 
for the east coast of South America. Ap- 
proximately one-half million feet is going 
to English ports, and a similar amount to 
Havana, Cuba. The rest of a total of 2,194,000 
for May to date goes to Germany, Norway 
and Sweden. Prices allow mills and whole- 
salers to show a small profit, and contacts 
with old customers are maintained. The 
mills have a fair assortment of export cut- 


ting booked. 
St. Louis, Mo. 


Southern Pine representatives state that 
demand has not been as active during the 
last two weeks as had been hoped for. The 
impression is general that yards have bal- 
anced their stocks, and are now waiting for 
increased business before placing further or- 
ders. Prices remain unchanged. No. 2 
boards and shiplap, 8- and 10-inch, small- 
mill, are $16.50; large-mill, $18.50@19.50 for 
random loadings; $1 additional for specified 
loadings. No. 1 dimension, 2x4-inch, 10- to 
20-foot, small-mill stock, is $17.50@18.50; 
large-mill stock, $20.50@21.50; 8-, 9- and 10- 
foot, €16@17. Flooring, 1x4-inch, Bé&better 
flat grain, small-mill stock, is $24; large- 
mill stock $25.50@26.50 for random loading, 
with straight cars of 10- and 12-foot, $22 
@23; 16-foot and longer, $28.50@29.50. B& 
better car siding, 1x4-inch, 9-foot, is $27; 
10-foot, $26. No. 1 common car lining, 1x6- 
inch, 16-foot, is $23@24; 18-foot, $26.50@27.50 
for air dried stock; kiln dried stock, $2 ad- 








ditional. All above prices are f.o.b. St. Louis. 
West Coast mill representatives report 
that their sales have included some mixed 


cars of bundle stock, such as flooring and 
drop siding, the latter item particularly hav- 
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the 
which it 


builders on 
takes 


with 
with 


great favor 
the readiness 


won 

account of 

paint, 
Hardwood demand 


ing 


continues at a very low 
with practically all consumers waiting 
demand for their finished product before buy- 
ing raw materials. Automobile trade is re- 
ported to be very disappointing. Oak floor- 
ing continues to lag, with prices weakening 
further Dealers state that most of their 
sales are for remodeling and repair work, 
and that volume of this has shown a consid- 
erable increase during May. 


ebb, 


Memphis, Tenn. 


Southern Hardwoods; Overseas Demand 
has been small during the last two weeks, 
though shipments have held up fairly well. 
Price on overseas trade are entirely out of 
line, and far below cost of production. Man- 
ufacturers having representatives in Eng- 
land and on the Continent report that busi- 
ness is slow for this season. 


Domestic Market..—-The automotive industry 


leads in buying. Some body plants are op- 
erating and in the market for small lots, 
To furniture plants, occasional sales are 
made as orders are received by them, but 
the total is small. The manufacturers of 
flooring come into the market now and then 
for oak, but demand is feeble. Manufac- 
turers of sash and doors and interior trim 
are taking a fair amount. Box and crate 
manufacturers are buying some low-grade 
lumber. There has also been a fairly good 
demand from the retail dealers throughout 
the United States. 

Production, Mills throughout the South 
are operating only to take care of the few 
logs that are coming in by truck. A few 
mills are operating part time on purchased 
timber, but most mills are down, Stocks of 
many items are low It is felt sure that pro- 
duction will run no more than 30 percent of 
normal during the summer, Production is 
now about 27 percent of normal, and sales 


30 percent of 
Rates—M,. © 
Freight Bureau, 
a uniform rate 
wooden building 


normal production, 
Ly le, 


announces 


commissioner 

that on 
carload 
materials will 


Memphis 

June 3 
shipment of 
be established 


basis on 


by all railroads, which will increase the ex- 
isting rates in the South and lower the rates 
between Memphis and the North and East. 
The uniform rate basis was established by 
the Interstate Commerce Commission, be- 
cause of changes made necessary by Fourth 
Section applications, The rate will affect 
screen doors and windows, as well as other 
building material. 
Warren, Ark. 

Arkansas Soft Pine.—-Production has been 
reduced to the lowest level of any time in 
the last decade, and will be still further 


reduced during the next few months by addi- 


tional curtailment, to include a complete 
shutdown of several of the larger mills. Log 
inventories have practically vanished, since 


mills are keeping only a 3- or 4-day supply 
on hand, so that they can shut down if neces- 
sary on quick notice. Fewer small mills are 
operating than at any similar time for many 
years, 
Stocks and 


Demand.—Sales have run com- 


fortably ahead of production so far this 
month, and mill stocks have been reduced. 
Stocks of some items are broken, and there 
is little chance of their being filled out in 
the near future. It is becoming increasingly 
difficult for most mills to fill badly-mixed 
orders. Prices have steadied somewhat, as 


a whole, and the mills are passing up busi- 
ness offered under their current lists. De- 
mand still runs largely to mixed-car orders, 
including the usual assortment of yard and 
shed items. Shed stock has possibly been in 
a little better demand than at any time since 
late fall. Dealers are not stocking up, how- 
ever, but are buying only items actually 
needed. 





Harpwoops FROM AUSTRALIA will be pur- 
chased by Canadian users in larger quantity 
when they are made familiar with their quality, 
in the opinion of Julius Rosenfeld, trade repre- 
sentative of the Queensland (Australia) Forest 
Service Department, and greater reciprocity 
between the two British dominions in this re- 
spect is sought, as Australia has switched prac- 
tically all its softwood orders from the United 
States to Canada. 
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OBITUARY RECORD 








JAMES LYONS, aged 67, 
gros. Lumber & Fuel Co., Joliet, Ill., died 
suddenly on May 15 at St. Joseph’s hospital 
in that city following a cerebral hemorrhage 
suffered at his home just as he was leaving 
to take part in a tree dedication ceremony 
in Pilcher Park. Mr. Lyons was born July 31, 


head of the Lyons 


1864, in Channahon, Ill, his father later 
settling in Joliet where he established the 
lumber yards in 1875 which his four sons 


took over in 1892. The present company was 
organized by three of the brothers in 1898. 
James Lyons was president until his death. 
He is survived by one son. He was highly 
honored in Joliet business circles, was a di- 
rector of the First National Bank, a member 
of the Chamber of Commerce, the park board 
and the school board, and of the Illinois 
Lumber & Materia] Dealers’ Association. 
Lumber yards of Joliet were closed on the 
day of the funeral, May 18, as a mark of 
respect to the pioneer lumber dealer. Three 
of the brothers now survive; Thomas, John 
and William J., also three sisters. Mr. Lyons 
also leaves three grandchildren. 


CAPT. ROBERT DOLLAR, aged 88, world- 
renowned veteran of the lumber industry and 
head of a great shipping business, died at his 





home in San Rafael, Calif., on May 16, after 
several years of gradually failing health. 
Capt. Dollar was reported as dying a year 
ago, but rallied from 

what seemed a fatal a 
attack, and even re- 

sumed his business ac- 

tivities. Capt Dollar 

has been called “The 

Grand Old Man of the 


Pacific,” his career, 
one of the most pic- 
turesque in the history 
of American lumber- 
ing and shipping, hav- 
ing furnished material 





THE LATE 
ROBERT DOLLAR 





for a dozen books, | 
notably the famous 
“Cappy Ricks” series 


of Peter B. Kyne. His 
reminiscences of a re- 
markably interesting 
and successful career 
have been published in 
several volumes, to 
which he added a new 
one just a few months 
ago. The pioneer was 
born in Falkirk, Scotland, March 20, 4844. He 


went to Canada with his father and brothers 
when 14 and his first job in a Quebec stave 
factory paid him $6 a month. He entered 


the lumber camps in Michigan learning the 
business from the very bottom, and in 1888 
moved to California. There he became in- 
terested in shipping and was soon able to 
purchase a 300-ton lumber vessel in which 
he made his first venture in the China 
trade in 1901. By 1921 the Dollar Steamship 
Co. had a fleet of fine liners, nineteen offices 
in various parts of the Orient and the Near 


East, and controlled coastwise shipping along 
the Pacific States. He also had interests in 
freight and passenger steamships to Alaska 
and South America and still retained large 
lumber interests. He was president of the 
Dollar Steamship Co., Robert Dollar Co., Ad- 
miral Oriental Co., Dollar Portland Lumber 
Co., Canadian Robert Dollar Co., and was a 
director of the American International Cor- 
poration, Anglo-London and Paris Bank and 
the San Francisco savings bank. Space does 
not permit account of his absorbingly in- 
teresting experiences in building up a vast 
business and fortune from absolute poverty, 
but most reading Americans are familiar 
with his story and his sturdy character. 
Capt. Dollar was married in 1874 to Margaret 
Proudfoot, of Ottawa, Ont., who survives, 
with three sons: Melville, Stanley, and Harold. 
Stanley Dollar is president and Harold vice 
president of the Robert Dollar Co. 


I. N. BUSHONG, aged 77, nationally known 
in financing and lumbering circles, and 
prominent citizen of Gladstone, Mich., died 
at his winter home in St. Petersburg, Fia., 
on Saturday, May 7, after a brief illness. 
Late in the fall Mr, Bushong had suffered a 
heart attack, but had apparently recovered, 
and up to a few days before his death his 
condition was not considered critical. Mr. 
Bushong spent his boyhood and early man- 
hood in Leipsic, Ohio, moving to Gladstone 
in 1893 where he established a branch of the 
Buckeye Stave Co., which he had helped to 
organize in northwestern Ohio a few years 








before. Shortly afterwards he organized and 
established the Northwestern Cooperage 

Lumber Co., taking over the Sutherland. 
Innis Co, of Chatham, Ont., and the Buckeye 
Stave Co., of Leipsic. Under his direction the 
new company grew until it was the largesg; 
producer of slack cooperage in the United 
States. Extending the operation of his com. 
pany into other fields, Mr. Bushong in 1999 
directed the construction of a sawmill at the 


Gladstone plant. This was followed by a4 
veneer mill in 1909 and a flooring mill iy 
1910, Mr. sushong extended his interests 
into banking, mining and lumber operations 


throughout the nation. His business inter. 
ests in Ohio were extensive and he had large 
holdings in California, Oregon, Wisconsin and 
Mexico. He was connected with the McLeod 
Lumber Co., McLeod, Calif., Hawley Pulp @ § 
Paper Co,, Oregon City, Ore., St. Helen Pulp @ 
& Paper Co., St. Helen, Ore., Nicollet Paper 
Co., DePere, Wis., Gladstone-Oregon Tim. 
ber Co., of Oregon, of which he was presgi- 
dent, and had numerous other industrial 
financial and commercial directorships. 4 
widow, one son, P. Bushong, of Gladstone, 
and two daughters, Mrs. Carleton W. Reade 
and Mrs. George A. Vradenburg, both of 
Toledo, survive. 


EDWARD M. TILDEN, SR., president of the 
Tilden Lumber Co., Oakland, Calif., died sud- 
denly at a local hospital following a seizure 
while witnessing boxing matches at the Oak. 
land auditorium. Mr. Tilden was 65 years 
old and was a native of Maryland but had 
lived in California for more than 30 years 
He was formerly president of the Builders 
Exchange of Alameda County and was one 
yf the largest owners of lumber and planing 
mills in California, was president of the First 
National Bank of Richmond, and director of 





the Mechanics Bank of Richmond. He had 
retired from active business several years 
ago. A widow, two sons, a brother and two 
sisters survive. 


HARRY EDMUND CLOUSE, 
died at the home of 
Walker, at Clayton, N. J., on Friday, May 13. 
Mr. Clouse was a bachelor. He ieft school 
in his seventeenth year and entered the office 
of E. V. Babcock & Co., Pittsburgh, Pa., in 
1895, having been associated with that con- 
cern and later the Babcock Lumber Co., first 
as assistant in the office, later as bookkeeper, 
and for many years as a salesman with head- 
quarters at Wheeling, W. Va. He had never @ 
been employed by any other concern, having & 


54 years old, 
his aunt, Mrs. Mary 


given 37 years of continuous service to the 
3abcock interests. He was a Mason and a 
Shriner, also a member of the Elks. 


LAWRENCE A. BUZARD, aged 51, well 
known Alabama lumberman, died suddenly 
on May 22 at Mobile from a heart attack. He 
was vice president and secretary of the 
Frost-Sibley Lumber Co., operating a large @ 
mill in Wileox County, Alabama. He had j 
lived in Mobile for several years, but was 4 § 
native of Pennsylvania. He had been en- J 
gaged in the lumber business in southwest § 
Alabama for more than a quarter of a cen- 
tury. A brother, R. T. Buzard, of Berkeley, 
Calif., is president of the Frost-Sibley Lum- 
ber Co. 


HENRY A. DOLGE, aged 86, one of the 
leading business men of Dolgeville, N. ¥.. § 
died at his home there on April 27 after 4 
long illness. He was at one time one of the § 
leading lumber dealers of the Mohawk Val- 
ley, and was associated with his brother, the 
late Alfred Dolge, for many years. 





- 


EARLE C. HALL, for 30 years active in lum- 
ber circles in Philadelphia, Pa., died on May ? 
after an illness of several weeks, aged 54. 
He was connected with the firm of Samuel H. 
Shearer & Son and later was representative 
for the Brown-Bledsoe Co., of Greensboro, 
N. C. He was an active member of the East- 
ern Lumber Salesman’s Association. 


FRED JPROME HUSSEY, 55 years old, 
wholesale lumber dealer of Glen Ellyn, Ill. 
was drowned in Lake Michigan on May 17. He 
was connected with the Hussey-Bergland 
Lumber Co. and the Hussey-Bergland- 
Stephens Building Material Co., both of Glen 
Ellyn, and had operated a wholesale business 
in Chicago up to 1918. A note found by his 
—t * aoe indicated that he had drowned him- 
self. 


WILLIAM EDWARD DARDEN, aged 64, 
who had operated a lumber business in East 
Waco, Tex., since 1907, died at his home @ 
that city on May 5 after a lengthy illness 
Mr. Darden was formerly a noted educator 
of Waco, resigning as principal of the hig 
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May 28, 1932 


school there to go into the lumber business. 


He was president of the school board for 
fourteen years. A widow, four children and 
: brother, Frank P. Bronson, survive. 


WALTER G. BRONSON, aged 76, died at 


his home Ottawa, Canada, on May 12 after 
4 brief illness. He was director of the Bron- 
con Co. and had been identified with the 
jumber trade in eastern Canada and at Cran- 
nell, Calif.. for many years. A widow and 
one brother, Frank P. Bronson, survives. 

M. FRANK LUCAS, for more than 50 years 
a lumber dealer and woodworker at West 
Newton, Mas died there at the age of 79 
on May 11 He is survived by a widow and 
one daughter. He was a lifelong resident 
of West Newton, a Mason and Odd Fellow 
and Son of the American Revolution. 


GEORGE H. HOPPER, lumberman and mill 
owner of Houston, Tex., died at the home of 


his father-in-law in Springfield, Mass., on 
May 11, while on a visit. He had interests 
in the Central Hopper Foshee Lumber Co., of 


Alabama, and was owner of the Hopper Lum- 
ber Co., of Houston 


CHARLES W. CHURCH, aged 83, a 
of the District of Columbia, and well known 
in business circles in the Southwest, died at 
} home in Washington, D. C., on May 10. 
He was a member of the firm of W. A. H. 
Church Co., lumber dealers, which had been 
established by his brother, recently deceased. 
He is survived by a son, a sister and four 
grandchildren. 


native 


his 


WILLIAM 8S. HOFSTRA, aged 71, organizer 


and head of the Nassau Lumber Co., of New 
York City, died at his home in Hempstead, 
L. lL, on May 11, following an illness of two 








ionth He at one time served as timber 
xpert for the Diamond Match Co., and was 
American director for Price & Pierce (Ltd.). 
London pulpwood firm and for Price Bros., of 
Quebec 

RAY C. McMILLEN, aged 61, president of 
the R. C. McMillen Lumber Co. of Lincoln, 
Neb., died at a hospital in that city on May 2. 
He had livec in Lincoln about fifteen years 
and had been in the wholesale lumber busi- 
ness all of that time having moved there 
from Spokane, Wash. A widow, a daughter, 

s and one son survive. 

WILLIS L. RICHARDSON, of the Charles 
R. McCormick Lumber Co., San Diego, Calif. 
died on May 7 at the age of 66. He was well 
Known among western lumbermen. A widow 


him. 


Survives 


WILLIAM C. GRAF, a former vicegerent 


snark of Hoo-Hoo, and a member of the 
Susanville, Calif.. Hoo-Hoo Club, died on 
May 11 at the age of 49. He was born in 
Minneapolis, and had been connected with 
the Fruit Growers Supply Co., at Susanville 
for a number of years. A widow survives. 


_JOHN ARCHIBALD KERR, retail lumber 


dealer, builder and contractor, of Petrolia, 
Unt., died on May 23 at the Toronto General 
ospital Mr. Kerr was the son of a pioneer 
il man of that region and was born in 
Petrolia. He is survived by two daughters 
and a brother. 

_ JOHN C. HANRATTY, aged 69, who had 
been in the lumber business for a half cen- 
tury, died at his home in Coeur d'Alene, 
Idaho, May 21. He was active to the day of 
his death A widow, daughter, three sons, 
hree grandchildren and a brother survive. 


WILLIAM ZOLLINGER, 
f the Ferriday, La., mill of the Fisher Lum- 
er Corporation. died on May 19 at his home 
n that city. A widow, three and 


daughter survi 


aged 48, manager 


sons 


one 


ve. 





Trouble and Litigation 


ROCHESTER, N. Y.. May 23.—Sale of the 
ny $ of the C. H. Rugg Co., larg- 
est manufacturer of interior woodwork in 

held on May 17 by the receivers, 


his city, wa 


I ys il assets 








Martin B. O'Neil and Charles Johnson. Walter 
Hughes Was purchaser on a bid of $7,500 
Sudject to a $30,000 bank mortgage. Inter- 
ested reditors will have an opportunity up 
to May <i to object to confirmation of this 

Sale, 

TULSA, OKLA., May 23.—The F. S. Miller 
ami r Co. has been placed in a receivership 
mB rict court order and Phil B. Moore, 
pr mapa lumber dealer, was named as re- 


c. WELL, MASS., May 24.—The Sargent & 
her Lumber Co., operating a retail yard 
fre, has assigned for benefit of creditors. 
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How to Figure Costs for idiadiiin: | 
In Classified Department 





SE oicncccdcccsansenendavecs 30 cents a line 
Two consecutive issues.......... 55 cents a line 
Three consecutive issues.......... 75 cents a line 
Four consecutive issues.......... 90 cents a line 
Thirteen consecutive issues.......... $2.70 a line 
Twenty-six consecutive issues....... $5.40 a line 


Count in the signature. Heading 


counts as two lines. 

No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 
equal to fourteen lines. 

Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Capy must 


be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 








WANTED 











Salesmen 


COMMISSION SALESMEN 


Wanted by Merchandising Organization which is 
supported by manufacturers of Douglas Fir, Sitka 
Spruce, Western Hemlock, Western Red Cedar, 
Ponderosa White and Sugar Pine, and Alder,—who 
make EVERYTHING produced from these woods 
from Structural Timbers to Fabricated chicken 
coups,—everything required by the Retail Lumber- 
man and the Industrial in either STRAIGHT or 
MIXED cars. 
Address “E. 77,” 





care American Lumberman. 


EXPERIENCED SALESMAN WANTED 

One now calling on retail 
tucky to sell excellent 
on commission basis. 
Address “L. 56,” 





lumber trade in Ken- 
line of plywoods and doors 


care American Lumberman, 





Employment 


—r 
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FIRST CLASS LBR. OFFICE STENOGRAPHER 


With general office experience, including bookkeep- 
ing, wants position in South if possible. Can re- 
port June Ist. Married woman with dependent 
family to support. Seven years’ experience, two 
years in sales office, one year in wholesale office. 
Twenty-nine years of age and splendid personality. 
Best of references. Have never been discharged 
from any position. 


Address “L. 51," care American Lumberman. 





WANTED GOOD SIZE YARD TO MANAGE 
Satisfactory ability. Not particu- 
lar as to where Capable handling yards 
in distress 


Address “L. 79,"’ 


references as to 
located 
Lumberman 


care American 











WANTED 











THE GREATEST MARKET PLACE 


In the lumber, woodworking and allied 
industries to advertise in, is the Wanted 
and For Sale department of the 


AMERICAN LUMBERMAN. 


Read the Classified ads) Many oppor- 
tunities are offered for Buyer and Sel- 
ler. Best for selling lumber, shingles, re- 
tail yards, business opportunity, timber 
and timberlands, machinery, locomo- 
tives, cars, rails and equipment used 
in logging operations. You can get em- 
ployees, salesmen, employment or any- 
thing used in lumber and allied indus- 
tries by advertising in the Wanted and 
For Sale department of the American 
Lumberman. 

Send your advertisement to the 


AMERICAN LUMBERMAN 
Greatest Lumber Newspaper on Earth. 
431 S. Dearborn St., Chicago, IIl. 





Employees 
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ENERGETIC, COMPETENT LUMBERMAN 


Between 30 and 40 years of age for an Eastern 
yard. Must be above the average salesman, a 
good collector, capable taking complete charge of 
all details. Plenty of good hard work. State 
particulars fully in first letter. 

Address “G. 64," care American Lumberman. 





WANTED YARD FOREMAN 
For large double band mill, one who is active, 
aggressive and sober—must have executive ability. 
Address ‘‘K. 56," care American Lumberman. 








WANTS SUPPLIED 


Large number of wants supplied each 
week through the classified section. 
We do it for others, why not for you? 
AMERICAN LUMBERMAN, 431  S. 
Dearborn St., Chicago. 





SALES MANAGER OVER 30 YEARS OF AGE 
Must have initiative and ambition. 
o begin. New concern 
xperience and references 
Address ‘‘L. 73,” 


salary 
Give 


Small 
in Wisconsin city. 
in first letter. 

care of American Lumberman. 


WANTED COMPETENT MANAGER 


About thirty-five years old, for retail lumber and 
coal yard in Minnesota; population about nine hun- 
dred. Dane preferred. 

Address “L, 72," care of American Lumberman. 











AUDITOR—SUPERVISING ACCOUNTANT 


Mill, factory, retail, wholesale and public experi- 

ence. Employed. Firm retrenchments make 

change advisable. Any reasonable offer solicited. 
Address ‘“‘L. 57,’ care American Lumberman. 


SUPERINTENDENT AND DRAFTSMAN 
Biller, Estimator; 10 yrs. in charge lumber and mill- 
work plant doing detailed millwork. Had contact 
with many architects and contractors. Knows work, 
20 yrs. exp., age 37. Ref. 

Address “K. 50," care American Lumberman. 


MILLWORK DRAFTSMAN 


15 years’ experience, some estimating, age 36 years; 
married, references. Go anywhere. 
Address “‘K. 59,” care American Lumberman. 


JOB AS BAND FILER 
Twenty years’ experience. Work guaranteed. Strictly 














sober. Report at once. 
Address “G. 56,” care American Lumberman. 
POSITION WANTED IN TROPICS 
By all around sawmill man capable of building 
mill, installing machinery, operating and training 
native crew 30 years’ exp. in U. 8S. and 5 years’ 


in tropics Can file and saw; speak Spanish. 
Address “‘L. 71,”" care of American Lumberman 





YARD FOREMAN AND HARDWOOD INSPECTOR 


15 years’ experience, age 36, good reference, 2 
years grading Southern pine. Go anywhere. 

Address “INSPECTOR,” care American Lumber- 
man. 





ESTIMATOR, BILLER AND DETAILER 





Eight years’ experience on igh class millwork, 
accurate and correct Thirt ve years old, some 
sales experience. Hard worke No bad habits 
Married, available now 

G. W. RAWLEY, Carthage, Mo 





POSITION WANTED MANAGER OR ASS’T. 
Fifteen years’ experience Retail Lumber and Mill- 





work, all phases. Age 35. Single. Can go any- 
where. 
Address “F. 56." care American Lumberman. 
DETAILER—BILLER 


Experienced spec. millwork, cabinet-work, plans, 
some construction. Knows work, advanced educ. 
A-l Te .. me 


Address “G. 
BAND SAW FILER 


25 years’ experience. Go anywhere at once. 
B. F. WHITE, Leetsdale, Pa. 


care American Lumberman. 








WAREHOUSE SUPERINTENDENT 
Experienced S. & D. man, with ability, broad and 
complete knowledge all departments, can improve 
old plants, s*stematize new, perhaps reduce your 
warehouse, glazing, factory costs. Address 

“WAREHOUSE SUPT.,” American Lumberman. 


A CLASSIFIED ADVERTISEMENT BRINGS 
BUYER AND SELLER TOGETHER 
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Employment 





COMPETENT, EXPERIENCED MANAGER 


Capable in estimating, selling, detailing and super- 
intending both special or detailed millwork. Sev- 
eral years of experience managing well rated retail 
plant. Practical knowledge of building construc- 
tion. Can make plans and take off lists and pre- 
pare accurate and intelligent estimates. Will go 
where opportunity is present; salary secondary; 
married, 35 years of age. Bank and commercial 
references. 


Address “lL. 78,’" care American Lumberman. 





Lumber and Dimension 


CRATING LUMBER 
hemlock or hardwoods 


ve 





Yellow pine, in following 
"x n ” ” 


dimensions: 1”x1”, 1”’x2”—8 ft.; 2” " 
2”x8”"—4, & 8 ft. lengths; also 1”x4”, 1”x6”— 
6 & 8 ft. lengths, rough or surfaced. 

Address “L. 59," care American Lumberman. 





Second Hand Machinery 


WANTED—ONE USED 5 H. P. DEWALT SAW 
YOST BROS, LUMBER CO., Milford, Nebr. 


EXCELSIOR MANUFACTURING MACHINERY 


Give full particulars, location and price. 
Address “L. 50,” care American Lumberman. 











Electric Machinery 


WANTED—GOOD USED GENERATOR 


500 KW or larger, 440 volt, 3 phase, 60 cycle, belt 

driven, also excitor switchboard and instruments. 

Give full particulars. 
ROBBINS FLOORING Wis. 





co., Rhinelander, 


Steel Rails 


900 TONS 60-LB. RAILS 


Also interested Buying & Selling all Sizes. 
ZELNICKER, INC., St. Louis. 


FOR SALE | 
Business Opportunities 


LUMBER YARD SPACE AND SHED TO LEASE 


In St. Louis: Portion of our yard at 6901 Easton 
Avenue and one shed size fifty-five by one thou- 
sand feet on Wabash Railway, completely served 
by switch tracks. Here is an unusual opportunity 
for some hardwood manufacturer who wants to 
cater to St. Louis trade area. Can provide office 
space, truck delivery service and will work with 
tenant on local hardwood sales if desired. Reason- 
able rent. We are not quitting business, but have 
a surplus of space at this yard. 

BOECKELER LUMBER COMPANY, 

*“‘Lumbermen for nearly a Cetnury” 

6901 Easton Avenue, St. Louis, Mo. 


AN AVERAGE ANNUAL INCOME 


Of $5,000 to $6,000 for the next ten years may 
be secured now by an investment of $11,500 in 
an established Chicago wholesale lumber business 























with or without services or lumber experience. 
Daily helps of advertiser furnishes this oppor- 
tunity. Capable management; no liabilities; no 


dead stock Annual profits the past twelve years 
warrant above statements. 
Address “L. 77," care American Lumberman. 


FOR SALE 70 HORSE POWER DAM SITE 





With 2 steel and concrete abutment bridges; 
fine for private fish and muskrat pond. 
Address ‘“‘L. 80,” care American Lumberman. 





FOR SALE COMPLETE SAWMILL 
Planer mill and equipment. Capacity 60,000 daily. 
Located at Mendenhall, Miss. Write 

D. A. McINTOSH, JR. 








Retail Lumber Yards 


FOR SALE—LUMBER AND FUEL YARD 


In rich southern Wisconsin dairy district. Yard 
is in fine condition and will make very low price 
on modern enclosed buildings and equipment. 
Stock is clean and bright. Large, rich territory 
and good prices are obtained. Merchandise Cash 
at wholesale market prices. Balance may be ar- 
ranged for. Yard has good paint trade. Yard 
must be sold and is priced to move quickly. 
debts. 

Address 





“L. 74,” care of American Lumberman. 





YARD IN RICH FARMING DISTRICT 
Must be disposed of due to owner’s death. Small 
stock in good condition, easily handled. C, . 
HARRIS, Lennon, Michigan. 





RETAIL LUMBER YARD FOR SALE 
10,000 Pop., Middle Tenn. Two-yard town. Thickly 
settled. Diversified farming section. Not in trou- 
ble. Owners have other interests. 

Address “L. 54,” care American Lumberman. 





FOR SALE—SMALL LUMBER AND COAL YARD 


Near Culver, Indiana. I mean _ business. 
JOSEPH A. HOLZBAUER 
Plymouth, Indiana 





FOR IMMEDIATE SALE 


Retail Lumber Business in Kenosha, Wis. Busi- 
ness well established, has been under same own- 
ership for over 30 years, large volume of business, 
very low inventory. 

THE BERMINGHAM LUMBER COMPANY 





CONSIDER SELLING PART INTEREST 


In yard locatei 40 miles from Chicago to right 
party qualified to take complete charge. Very pros- 
perous and thriving community. $5,000 to $10,000 
required. Wonderful opportunity with rare advan- 
tages. Owner has other interests. 

Address “Il, 76," care American Lumberman. 





MEDIUM SIZE RETAIL LUMBER YARD 
With a three story brick mill. Located in the mid- 
dle west in a manufacturing city of 100,000. 

Address “L. 75,” care American Lumberman. 





Lumber and Dimension 


FOR SALE—HICKORY DIMENSION STOCK 


Let us have your specifications for prompt quota- 
tion. 
THE N. C. HICKORY MFG. CO., Reidsville, N. C. 








FOR SALE 
Block of 4/4, 5/4, 6/4, 8/4, 10/4, 12/4 Birch, 4/4, 
5/4, 6/4, 8/4 Maple, all sorted for grade and block 
piled. Apply for stock list with particulars to 
BAILEY MARTIN LUMBER COMPANY, LIMITED, 
Baptiste, Ontario 





HAVE YOU A TRUCK YOU WOULD LIKE TO 
TRADE? ADVERTISE 





ANY PART OF 200 M FEET 


Dry Walnut, Oak, Maple, Elm No, 1 Com. 
Consumers solicited. 
HILL, Box 165, 


& B 


Adrian, Mich. 


Timber and Timber Lands 


FOR SALE 
In Appallache Mountains 12,000 acres 
growth timber and Anthracite coal land. 
Address “EB. 60,’" care American Lumberman. 








Original 





FOR SALE—TIMBER 


Several million feet of Original Growth Long Leaf 
Virgin Timber suitable for Railroad use, or where 
large sizes are required. Favorable logging con- 
ditions. Located by Railroad Station and paved 
road. Address LORICK & LOWRANCE, INC., 
Columbia, 8. C 





11,000 ACRES POPLAR AND OAK TIMBER 


Fer Sale, good quality, price low to quick pur- 
chaser. W. C. BRANDON, Stuart, Va. 





Second Hand Machinery 


SPECIAL BARGAINS IN NEW MACHINES 


Would you be interested in saving from $100.0 
to $1,500.00 on A NEW WOODWORKING Ma. 
CHINE- 

Would you like to obtain A BRAND NEW 
MACHINE with full new machine guarantee at 
less than the price you would have to pay fora 
rebuilt machine? 

We have in stock right now, ready to ship, over 
100 new machines which we are selling at bargain 
prices WHILE THEY LAST, cleaning them out 
to make room for the building of our latest im- 
proved line of newly designed machines. 

Each machine is new, ready to ship, with full 
new machine guarantee offered at reductions of 
from $100.00 to $1,500.00, subject to prior sale, 
so quick action is necessary as many of them have 
ney been disposed of during the last thirty 

ays. 

The Special Bargain List of NEW machines in- 
cludes: Surfacers, Planers and Matchers, Mold- 
ers, Hand Planers and Jointers, Box Board 
Matchers, Tenoners, Gainers, Mortisers, 
Shapers, Band Saws, Band Resaws, Band Rip 
Saws, Circular Cut-Off Saws, Circular Rip Saws, 
Sanders, Grinders, Lathes, Trimmers, Woodworkers 
and a number of other misc. machines. 

Write or telegraph at once if you would like 
to discuss these bargain list machines with our 
representative or receive information concerning 
them by mail. 

Remember we build a full line of woodworking 


machinery. 
J. A. FAY & EGAN COMPANY, 
2741-2841 Robertson Ave., Cincinnati, Ohio. 


WOODS No. 4044 PLANER AND MATCHER $950.8 
Woods No. 107 4 side Moulder $900.00. 
Berlin No. 177 12”x30” double Surfacer $400.00. 
Mershon Resaw $500.00. 
All in excellent condition. 

Address “G. 61," care American Lumberman. 








CLASSIFIED ADS PRODUCE RESULTS 


That’s why people who want something 
or have anything to sell use the clear- 
ing house section. Advertise in the 
CLASSIFIED ADVERTISING Depart- 
ment to get it or sell it. Read the 
Classified advertisements every week. 


Is to advertise in a paper that reaches 
the people who would be interested in 
what you want to sell. When you want 
to sell anything used in the lumber 
world and allied industries, advertise 
in the 


AMERICAN LUMBERMAN, 
431 S. Dearborn St., Chicago, IIl. 


FOR SALE 


Sinker Davis 6’ R. H. band saw mill, 
feed with filing room equipment. 





shot gun f 


aD 


Borers, | 


“ 


Flory 6x8” steam four drum hoisting outfit, with- : 


out boiler. 

Hill-Curtis 6x36” steam drag saw outfit. 

Mitts & Merrill No. 3-C right hand mill hog. 
72’’x18’ horiz. high pressure boiler, with fittings 


150 horse power. 
THE NOBLE MACHINE CO., 902 Hayden St, 
Ind, 


Fort Wayne, 
PLANING MILL MACHINERY 

450 h.p. Corliss engine 22x48 
leather belt, 3 ply, 30”x180’, first class condition 
Linderman gluing machine, 6 ft. 
Hermance 4 side molder, 9” 
No. 3 Fischer Resaw 
4-wheel heavy duty wagons 
In addition to the above, rip saws, cross cil 
saws, shafting, pulleys, cyclones and pipe. 

Will trade for lumber. 
BISHOP LUMBER CoO., 2315 Elston Ave., Chicago. 


YATES 64”, 6” BAND RESAWS 





Se 





Woods No. 59, No. 450—24” Dbl. Surfacers; Woods 


No. 24, Berlin No. 93 Pl. & Matchers; Molders, 12 
Woods, electric; St. Line Rips, Diehl, Yates 
American 20x18 Timber Sizer; 
GENERAL MACHINERY & SUPPLY CORP., 1% 
Liberty St., New York, N. - 


CHAPIN’S LUMBER RECKONER 
By N. Chapin. Saves Time and Labor—Prevenl 
Errors. The tables reduce to board measure 4! 
fractional sizes of lumber, advancing by quarter 
inches from 1x1 to 15x15 inches square and 
feet long; also scantlings and square timbers, 
vancing by inches from 2x2 to 30x30 inches squat 
and 50 feet long. Saw logs are reduced to b 
measure. The book contains 171 pages of stron 








white paper, is 4x7 inches and is bound in cloth 
delivered, $4. 

AMERICAN LUMBERMAN 
431 8. Dearborn 8t., Chicago, Ill. 


Price, 


Live Rolls 24.8 
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Second Hand Machinery 


eee 
SURPLUS WOODWORKING PLANT SUPPLIES 
AT BARGAIN PRICES. SOME NEW, SOME 
DEMONSTRATORS, SOME USED, REDUCTIONS 
RANGE FROM 25 TO 75 PERCENT 


KNIVES Jointing Saws 
Thick Knives Resaws 
Laid Knives Sawmill Saws 
Slotted Knives Scroll Saw Blades 
MISC. CUTTERHEADS 
Pulleys Shimer Heads 
Gears Discs. 
Emery Wheels Rd. Cylinder Heads 
Band Saw Wheels Sq. Cylinder Heads 


Slip-on Round Heads 
Slip-on Square Heads 
Tenoner Heads 


Band Saw Guides 
Sticker Bolts 


Reciprocating Chisels 7 : 
Chuck Heads Wing Heads 
Saw Guards Flooring Heads 
Sheet Felt Ceiling Heads 
Roll Sandpaper Siding Heads 
: Ship-lap Heads 

SAWS Beading Heads 

Dado Saws Rabbeting Heads 


Grooving Saws 
Miter Saws 


Casing Heads 
Cutterhead Bolts 


NUMEROUS REPLACEMENT ig FOR FAY- 
EGAN MACHINE 

NOT A FEW ODDS AND ENDS BUT A SURPLUS 

STOCK OF GOOD MERCHANDISE 
MAKE UP A LIST OF WHAT YOU CAN USE 
AND LET US QUOTE OUR SURPLUS STOCK 
BARGAIN PRICES 

J. A. FAY & BGAN CO., 2741-2841 Robertson Ave. 

Cincinnati, O. 





CONVERT WASTE LUMBER INTO PROFIT 


Build hog and brooder houses, trap nests, dry 
mash hoppers, etc., out of waste lumber on Ever- 
Ready Combination Woodworker. 8 machines in 
one. A shop in itself at a moderate investment. 
Others are making money at odd times with our 
new 48- -page booklet “You Can Make It For 
Profit.” Send 10c for your copy today—over 100 
plans of wooden articles. Porter-Cable-Hutchinson 
Corp., 1600 N. Salina St., Syracuse, N. Y 





1—SECOND-HAND HEAVY DUTY CARRIAGE 


Right hand, 56” opening and 1 12” steam feed. 
Must be in A-1 condition and cheap. MIDWAY 
HARDWOOD CO., Midway, Fla. 





FOR SALE AT BARGAIN 


Woods 450-B, 24” Double Surfacer, F & BE, C4 
Moulder. 2—150 H. P. Return Tube Boilers. 18x42” 
Allis- -Chalmers Corliss Engine with 14’x29” Fly 
Wheel. 98% ft. 27”—3 ply leather belt. 

P. O. BOX 756, Atlanta, Ga. 





Logging Ry. Equipment 


60-TON ROD LOCOMOTIVE 


Good condition, price cheap. Made by Lima Lo- 

comotive Works. Also McGiffert Steam Log 

Loader, Both located in Northern Michigan. 
JACKSON & TINDLE, INC., Buffalo, N. Y 





HAVE YOU SOMETHING TO SELL. 


Advertise in the Wanted and For Sale de- 
partment when you want to sell something 
in the lumber industry. AMERICAN LUM- 
BERMAN, 431 So. Dearborn St., Chicago, Il. 





Locomotives and Cars 


BEFORE YOU BUY OR SELL CONSULT US 


Our 40 years’ experience is worth your attention. 
ZELNICKER, INC., St. Louis. 


FOR SALE 
One (1) 28-ton Lima Shay geared locomotive, re- 


built. TOMAHAWK STEEL & IRON WORKS, 
Tomahawk, Wis. 


Steel Rails 


PPP PPP PPP PPP PPP PPP PPP PPP PPP PPP 


RELAYING 40 LB. AND 60 LB. RAILS 
warn 35s, 56s, 70s, 80s, 85s. New rails, all 
ROBING Switches, frogs, second-hand locomotives. 

NSON & ORR, 248 4th Ave., Pittsburgh, Pa. 

















Electric Machinery 


ELECTRIC MOTORS FOR SALE 


Hundreds of “Rockford Rebuilt’. machines, all 
makes, types and sizes available for immediate 
shipment. All thoroughly overhauled and recon- 
ditioned, fully covered by our “One Year Guaran- 





tee’ against electrical or mechanical defects. Send 
for complete stock list. 
BULLETIN No, 38. 
Sixty illustrated pages of motors, generators, 


transformers etc., mailed free on request. 
ROCKFORD POWER MACHINERY COMPANY, 
620-622 Sixth Street, Rockford, Ill. 





ELECTRICAL MACHINERY 


Motors and Generators, A. C. and D. C, for sale 
at attractive prices. Large stock of New and 
Rebuilt motors on hand at all times. Write for 
Stock List and Prices. Expert Repair Service. 
Vv. M. NUSSBAUM & CO., Fort Wayne, Ind. 





WHY WAIT WHEN YOU WANT SOMETHING? 


When you want a new stock of lumber or shin- 
gles, new or second-hand machinery, engines, 
boilers, electrical _machinery, locomotives, cars, 
rails, business opportunity, timber and timber 
lands, or anything used in the lumber industry, 
you can get it at a small cost by advertising in 
the “Wanted Columns” of the AMERICAN LUM- 
BERMAN, Manhattan Building, Chicago, Ill. 





Miscellaneous 








STRAIGHT LUMBER ON ANY EDGER FOR $15.00 


Two front and two rear spur rollers that leads 
every board straight. My 1932 Edgers are so 
equipped, from $110 up, some clear its cost every 
30 days, 

J. H. MINER, Meridian, Miss. 





FOR SALE—WOOD AND WIRE FENCING 
Portable corn cribs, silos, and snow fence. Deliv- 
ered prices gladly quoted. 

STANDARD FENCE CoO., Lufkin, Texas. 





50,000 GAL. TANK ON 75 FT. TOWER 


Steel, Heavy Construction, Firstclass. 282000 
40 ft.x39 ft. Usel for Gasoline, Matchmarked 
erection. Firstclass. Low Prices. All Sizes, 
& Used, Rails, Equipment, Machinery, Pipe, 
Engines, etc. 

ZE LNIC KER 


EXECUTIVES REDUCE EXPENSES 


All 
Gal, 
for 
New 
Oil 


, INC., St. Louis. 





We analyze your insurance. Our only charge a 
percent of savings effected. Retain your own 
broker. We do not sell insurance. Insurance 
advisors. 
CAPT. H. F. JOHNSON, U. S. Army, as 
1B, 121 W. 79th St., New York, N. 





4 CATERPILLAR “SIXTY” TRACTORS 


13 Boilers, 80 to 650 H.P. 
2 Linn Tractors. 


J. T. WALSH, Brisbane Bldg., Buffalo, N. Y. 
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Planer and Jointer Knives Made From Steel 
Produced to Our Rigid Specifications ... 


That is exactly what you get when you order from us. And don’t forget that our 
specifications are based on attaining perfection. 


{ High Speed Steel Knives and Moulding Cutters for the Woodworking Industry. } 


TAYLOR, STILES & COMPANY, :: 


WESTERN AGENTS: Hall & Brown W. W. Machine Co., St. Louis, Missouri 





For snaking and 
| bunching use 
our Self-Loading 

Skidders. 








| LINDSEY WAGON CO. 


Sole Manufacturer LAUREL, MISS. 





Builders’ Commercial Agency 
ESTABLISHED 1890 
1350 Builders’ Bldg., 228 N. La Salle St., Chicago 


A rating guide to the Contracting trade of 
Cook County and Cook County dealers 


Telephone Randolph 4893 Collection and Mechanics Liens 











FREIGHT ALLOWED 


on Saws to be changed to the SIMONDS inserted 
tooth, 2:, 3, B or F. They hold better in edger saws 
and up to 25,000 capacity. 


Freight is now quicker. 
We get saw back next day, ready for use. You will 
make more and better lumber. Prices are reduced. 
You can trade your old saw in on a NEW SIMONDS 


J. H. MINER SAW MFG. CO., MERIDIAN, MISS. 








RIEGELSVILLE, N. J. 
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-»Why It Is A Profitable 


rm COAST Type Shay Locomotives are sturdy, reliable and keep 
operating and maintenance costs low. They're the most dependable 
locomotives you can buy because they are built especially to meet the 


requirements of logging service. 


Write for complete details 


LIMA LOCOMOTIVE WORKS, 


May 28, 19 
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Brockway: 
MISSISSIPPI | ee 


Investment Boome & 


Builders C 


Loose Leaf Tally Books |) sits, 


TALLY SHEETS with | 
Waterproof Lines 
Samples and Catalog 

on Request 

Tally Cards Rules 

Crayon Gauges 

Rule Cases Hammer Stamps 

Pickaroons Marking Sticks 
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